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H. E. McKinnon, president of the Hixon-Peterson Lumber Co., Toledo, Ohio, might 

truthfully refer to his handsome new office in this way. It hes been called the most 

beautiful office they have ever seen by many of the thousands of people who have 
inspected it. Read on pages 38 and 39 how this retail plant was modernized 
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for quick delivery ... 


On that Rush or Fill-in order! You may be run- 
ning short on some items any day now—one of 
your good customers may come in unexpectedly 
with an order for certain items that you do not 
carry in quantity as regular stock. The question is 


—where to get such orders filled with quality lum- 

ber and shipped quickly. The answer is—WINTON! Just re- 
member this when you need anything in Idaho White Pine, White 
Spruce, Ponderosa Pine, Douglas Fir, Western Hemlock, Red 
Cedar Siding and Shingles. 








WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba, Oregon — Somers Lumber Company, Somers, Montana. 
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Every Dealer should sell PAR- 
TOX, the economical new treat- 
ment for wood preservation— 
quickly applied by brushing or 
dipping. 

























PAR-TOX immediately penetrates the wood fibers, im- 
pregnating them with the preservative, affording lasting 
protection against decay. sapstain and insect attack. 





PAR-TOX is odorless and colorless. Can be painted 
over, stained, varnished or enameled without loss of time. 


te 
For sash, porchwork. sub-flooring, foundations, etc., may Ny e es os m  @ ] re ki i n 


be brushed on the job. 


Millwork Plants should investigate this modern method C A a A i t y Y ? 
of increasing the useful life of their products, enhancing ° 
their sales appeal. Get it by modernizing your PRESENT kilns to 
PAR-TOX is backed by 75 years’ experience in the Moore's Cross-Circulation Fan System! 


manufacture of paints, chemicals and wood treatments. 25% to 50% greater holding and drying capacity. 


a iinet ini oT : Cheaper stacking. No “Flues.” Better quality dry- 
en or our descriptive folder an ree sample— H i i ir- 
make your own test. Decleor poopestiien ond quantity ing on lower temperatures with fast, reversible cir 
prices will be sent you without obligation. culation. 


More than 850 Moore Cross-Circulation Fan Kilns 








peneTeaTiON Also manufacturers of the famous now in successful operation. Write now for informa- 
Test PAR-TOX your- PARKER’S PRIMERLESS PUTTY tion. 


self. We will be 
pleased to send tinted 
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Lumber Distributors Embark Upon 
"A Great Adventure” 


co-operation between manufacturers 
and distributors of lumber that 
should not only benefit both branches of 
the industry concerned but should elevate 
building standards and develop a real 
service to home owners and builders gen- 
erally is that of the program adopted by 
retail lumber and material dealers in Los 
Angeles, Calif., in conjunction with the 
West Coast Lumbermen’s Association. 
3eginning April 1, members of the 
Lumber & Allied Products Institute of 
Los Angeles, representing 80 percent of 
the lumber business in that city, embarked 
upon what the secretary of the organiza- 
tion has termed “a great adventure.” On 
that date was inaugurated a plan to sell 
only grade-marked lumber in everything 
above No. 4 Common from mills affiliated 
with the West Coast Lumbermen’s Asso- 
ciation. That organization has secured 
agreements from a large number of its 
members to grade-mark their lumber, 
using the W.C.L.A. official mark, and 
the association will work closely with the 
Los Angeles dealers in the matter of in- 
spections and in maintaining full compli- 
ance with this constructive program. 

That the Los Angeles dealers are sin- 
cerely determined to do everything pos- 
sible to protect their trade from question- 
able methods that have prevailed in the 
past and to prevent the recurrence of 
jerry building through the use of lumber 
unsuited for the purpose for which it is 
intended, and to give buyers the benefit 
of the protection afforded by a grade- 
mark with the backing of a great associa- 
tion, may be noted from a bulletin to the 
members of the Los Angeles Institute 
from its secretary, which is published 
elsewhere in this issue of the AMERICAN 
LUMBERMAN. 

Grade-marking, of itself, will not prove 
to be a cure-all or a sovereign remedy for 
the evils that have attended the sale and 
use of lumber, especially during periods 
of great building activity, but it is a long 
step in that direction, and should be a 
firm foundation upon which to erect a 
structure of better merchandising as well 
as better construction. 

The movement in behalf of universal 
grade-marking of building lumber has 
gained marked impetus within the last 
two or three years after having experi- 
enced many ups and downs since the 
Southern Pine Association pioneered the 
program almost a decade ago. Grade- 
marking now has a more nearly general, 
and certainly a better co-ordinated, sup- 
port from the several branches of the 
industry than at any previous time. Fol- 
lowing the lead of the National Retail 
Lumber Dealers’ Association, practically 
every State and regional association of 
retail lumber distributors has endorsed 


f 1 Ngee example of constructive 


the plan and urged its members to sell 
grade-marked lumber. Likewise, in the 
manufacturing end of the industry, where 
the grade-marking must be done, led by 
the National Lumber Manufacturers’ As- 
sociation, the movement has assumed 
tremendous proportions. With the great 
regional organizations such as Southern 
Pine, West Coast, Western Pine and 
others actively and earnestly recommend- 
ing grade-marking by their members, and 
receiving substantial encouragement from 
the best customers of the mills—the retail 
lumber dealers; as well as the support 
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of powerful Government agencies, grade- 
marking of lumber seems to be well on 
the way to general adoption as a perma- 
nent feature of the intricate task of 
manufacturing and merchandising the 
product in a way that will hold present 
markets, develop new ones, and assure 
to the public better buildings. 

This outstanding movement in Los 
Angeles is truly “a great adventure,” and 
will have many hurdles to negotiate ; but 
determination, enthusiasm and co-opera- 
tion form a trio that is hard to beat. 
This program will be watched with much 
interest, and doubtless will prove to be 
a pattern that other organizations may 
follow in their effort to attain the goal of 
good merchandising of good lumber for 
good construction for the good of the 
home owner or builder 


Are Philippine Products “Domestic” 
or “Foreign”? 


as to whether or not Philippine 

products should be classed as “for- 
eign” in connection with both freight rate 
classification and use on Government 
projects where, under provisions of the 
Appropriations Act for the Treasury and 
Post Office departments it is required 
that only materials produced in America 
be used. 

A study of the Act of Congress provid- 
ing for Philippine independence leads to 
the inevitable conclusion that for the next 
ten years the United States will have 
greater jurisdiction and power in the Phil- 
ippines than it has had at any time since 
the termination of its military jurisdic- 
tion. 

Inasmuch as an Act of Congress pro- 
vides that only products of the United 
States shall be acquired for public use, 
and the term “United States” is specific- 
ally defined to include “the United States 
and any place subject to the jurisdiction 
thereof,” the question comes down to that 
of whether or not the Philippine Islands 
are “subject to the jurisdiction” of the 
United States. This question may be 
answered by a study of the Act of Con- 
gress called the Philippine Independence 
Act. Some of the provisions of that Act 
may briefly be listed as follows: 

All citizens of the Philippine Islands 
shall owe allegiance to the United States. 


Every officer of the Philippine Gov- 
ernment shall subscribe to an oath of of- 
fice in which he recognizes and accepts 
the supreme authority of, and will main- 
tain true faith and allegiance to, the 
United States. 

Philippine legislation affecting cur- 
rency, coinage, imports, exports and im- 
migration shall not become law until ap- 
proved by the President of the United 
States. 

All foreign affairs shall be under the 


eran QUESTION has been raised 


direct supervision and control of the 
United States. 

The United States reserves the right 
to appropriate property for public uses. 

The armed forces of the Philippine 
Government shall be subject to the call 
of the President of the United States. 

Decisions of the Philippine courts shall 
be subject to review by the Supreme 
Court of the United States. 

Authority is given to the President of 
the United States to suspend putting into 
effect any law, contract, or executive or- 
der of the Philippine Commonwealth 
which in his judgment should be sus- 
pended. 

The Congress of the United States re- 
tains the power to limit the Philippine 
public debt. 

These and all other provisions of the 
Philippine Independence Act are to re- 
main in force for ten years from the date 
of the inauguration of the first president 
of the new Philippine Commonwealth, 
and then all right of possession, supervi- 
sion, control or sovereignty by the United 
States is to be surrendered. 

Thus it would seem that under the pro- 
visions of this Act the Philippine Islands 
are rather completely under the jurisdic- 
tion of the United States and will con- 
tinue to be for ten years, and that its prod- 
ucts are not subject to classification as 
“foreign” but should come under the 
heading of products of “domestic” origin. 

This is a matter of particular interest 
to the lumber industry in view of the in- 
creasing demand for Philippine mahog- 
any, which is growing in favor for many 
uses. 





UsING THE early Colonial houses of 
Virginia as a pattern, modern decorators 
are using color more freely in present day 
homes than ever before. Not only are the 
furnishings gay and cheerful, but the very 
rooms themselves strike a note of color. 
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Re-discovering the Customer, and 


What Follows 


N ANOTHER page of this issue 
is the account of a merchandising 
reorganization by a great company 

in its Chicago retail yards. This story 
will reward careful study by every re- 
tailer; for although it deals with metro- 
politan sales, the president of the Edward 
Hines Lumber Co. makes the frank state- 
ment that “what we did was little more 
than country yards have always done.” 
lf Mr. Hines is too generous in his state- 
ment, and if not all country yards have 
done all these things, the fact remains 
that with changes in detail to suit local 
conditions these merchandising ideas are 
applicable anywhere that lumber is re- 
tailed. Not the least important aspect of 
the account is that it is a story of what 
has been done; a story of plans and 
theories tested and modified by practical 
experience and checked by results. 
Throughout the narrative runs one 
continuous thread; the re-discovery of 
the customer. For more than a genera- 
tion these Chicago yards had operated 
on the business brought them by a mid- 
dle man—the contractor. And while the 
statement is not directly made, it is fairly 
clear that the contractor had not com- 
pletely met the customer’s needs, nor had 
he considered or made use of the factors 
that make a satisfactory sale. He “had 
no facilities to prepare a sketch.” It is 
safe to say he had no complete knowledge 
of materials, from the point of view of 
the customer’s interest; and he had little 
capacity to appreciate or to create those 
mental pictures which enlist the imagina- 
tion in the business of salesmanship. 


Of course the dealer in the smaller city 
does contact the customer, in the sense 
of trading with him. But it does not al- 
ways follow that such a dealer has dis- 
covered the customer in the sense of 
understanding what will serve and satisfy 
him. When the Hines company decided 
to go directly to the people of Chicago, 
it found that it had much to learn, and 
many innovations to make. 


To discover the customer is to discover 
what will appeal to his interest and de- 
sires. The customer has little interest in 
building materials except as they are 
used to meet his purposes; then he has 
much interest in them. He wants to see 
them, at least in a semi-finished form, so 
that his imagination can picture them as 
they will be in his house. Quality of 
material becomes important when it is 
translated into quality in the completed 
house. With his eye on this house, the cus- 
tomer wants to buy materials in one place ; 
with the idea that one dealer, handling all 
the lines, will know best how to co-ordi- 
nate them. He is bewildered by building 
materials unless an informed man can 
translate them into terms of a home. So 
the Hines company completed its line, 


stocked collateral lines that were trade- 
marked and advertised, in order that the 
manufacturer’s knowledge and_ effort 
might be enlisted in making the sale, and 
set about the business of learning to know 
all its lines in terms of customer interest. 

The company discovered that it must 


have a suitable form of customer financ- 


ing; for this gap has to be bridged in a 
fairly large proportion of sales. In line 
with its re-discovery of the customer it 
taught all members of the staff how to 
sell ; giving them the necessary knowledge 
of both customer and goods. It worked 
out careful and tested forms of advertis- 
ing. It analyzed competition and dis- 
covered that its strongest competitors 
were those who did not sell building ma- 
terial, but did sell other articles competing 
for the purchase dollar. Its competitive 
effort, therefore, had to center largely 
upon making the finished product, in 
which its materials were used, seem de- 
sirable when measured against other 
wanted things. It recognized the value 
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of contractors and worked out methods of 
aiding them. It decided that if a house 
were to carry a long-time mortgage, the 
structure itself must have a life expect- 
ancy, both in lasting quality and dignity 
of design, longer than the mortgage. 

So by re-discovering the customer this 
great company found that building ma- 
terials can and must be more than so 
much wood, glass, or other matter. By 
adding a practical, understanding service, 
fitted exactly to the problem, the Hines 
people find that they can sell against the 
competition of direct shipments and in- 
ferior stock quoted at bargain prices. 
People who are buying houses and not 
two-by-fours are won by house quality 
rather than low material prices. 

The AMERICAN LUMBERMAN suggests 
that any retailer, in metropolitan center 
or village, can spend a profitable evening 
in an intensive study of Mr. Hines’ state- 
ment. 


Burned Mill Rebuilt; Sawing Day 
and Night 


Swarnssoro, Ga., April 6.—In order to catch 
up with old orders and keep abreast with new 
ones, the Swainsboro Lumber Co. has been 
sawing day and night, having rebuilt the mill 
which was lost some weeks ago by fire. 





Title | of National Housing Act Is Ex- 
tended to April 1, 1937 


Wasuincton, D. C., April 6—The 
Senate (on March 30) and the House 
(on the following day) passed the bill 
extending the expiration of Title I of the 
National Housing Act to April 1, 1937; 
with following changes, as summarized 
by L. R. Gignilliat, Jr., Deputy Federal 
Housing Administrator : 


1. The financing of movable equipment or 
machinery is no longer permitted for any type 
of property where loan for same is less than 
$2,000. 

2. In future, borrower must either own the 
property to be improved, or hold it under lease 
running at least six months beyond the term 
of loan. 


3. In future, loans can be made for improved 
property only, thus eliminating new construc- 
tion. (This refers to Title I of the Act only, 
and does not affect loans by accredited agencies 
under the mutual mortgage provisions of Title 
II of the Act.—EnbrTor). 


4. Approved financial institutions will be in- 
sured against loss up to 10 percent of total ad- 
vance, instead of 20 percent. 


5. Total liability which administrator may 
incur for insurance is reduced from $200,000,000 
to $100,000,000. 


6. Reserves already accumulated on 20 per- 
cent basis are not applicable to losses sustained 
on loans made after March 31. 


7. New reserves must be started beginning 
April 1 on 10 percent basis. 

Mr. Gignilliat further said that upon 
signature of the bill by the President (ex- 
pected immediately) new contracts of 
insurance and copies of the new regula- 
tions and text of the new bill would be 
mailed to all financial institutions. These 


new provisions will become effective 
April 1 even though the bill had not been 
signed by the President until after that 
date. He recommends, however, that 
where doubt exists as to eligibility of a 
loan the financial institution defer final 
commitment until the new regulations are 
received. 





Modernizing “Main Street" 


_ Newark, N. J., April 6—A movement to 
improve the appearance, through modernization, 
of the shopping and business sections of New 
Jersey cities and towns, is proving a stimulus 
to many lines of business in this State. 

The educational and beautifying drive will be 
held in sixty-seven communities of New Jersey. 
Dinner meetings were held in forty-two of 
them (several of the towns combining), on 
the night of March 31, to give the movement 
an auspicious start. 

Local committees have been formed in the 
different communities, under a State committee 
with a Housing Administration field representa- 
tive as chairman. The State committee is com- 
posed of representatives of the four largest 
public utility companies in the State, officials 
of the Pittsburgh Plate Glass, Westinghouse, 
General Electric, John O’Rourke and Johns- 
Manville companies, and a representative of 
the Fidelity Union Trust Co., largest bank in 
New Jersey. 

In Newark, a committee composed of 28 lead- 
ing citizens is very active. At a meeting with 
a hundred percent attendance of the committee 
and representatives of the leading civic, service 
and business organizations of the city, various 
sub-committees were appointed to take care of 
activities of the movement. 

Interest is running high in all the towns and 
cities of the State, according to reports, and 
it is anticipated that the “Modernize Main 
Street” campaign will achieve its purpose. 





36 


AMERICAN 


LUMBERMAN 


April 11, 1936 


N OUR RETAIL WAY 
TO GREATER PROSPERITY 


Attracted one out of every twenty people in Metropolitan Chicago to our yards in 
1935, customers numbering 65 percent more than in 1932 — avoided price- 
cutting by guaranteeing service direct to consumer—closed the year with a profit 


The Edward Hines Lumber Co. operates 
twenty-two lumber yards entirely in greater 
Chicago, which do about 25 percent of the lum- 
ber and kindred products business of Chicago. 

Feeling that you are interested in hearing 
about the various changes made in our retail 
business from 1932 to the present, and in order 
that you may have the proper understanding, I 
am going to give you a picture of what we 
were faced with during 1932 and through the 
first quarter of 1933. 


Three Main Problems of Retailer 


There is probably no problem that each of 
you has been faced with in your own retail 
community that we have not had in Chicago. 
However, our picture in 1932 was much more 
drastic than that of most of you, in that at least 
90 percent of our total business was dependent 
directly upon the contract trade. The three 
main problems faced by retailers are: 

1.—The problem of direct consumer business. 

2.—Retail business done in large metropoli- 
tan areas. 

3.—Combination of these two. 


When Building Declined 99 Percent 


Building permits in Chicago in 1926 were 
$366,000,000 ; in 1929, $202,000,000, a reduction 
of 55 percent; in 1931 permits dropped to 
$46,000,000, and we felt that we had reached the 
all-time low. In 1932, however, the permits 
dropped to $3,800,000, or 1 percent of 1926. 
Building permits in Chicago in 1935 were $12,- 
916,000, or approximately 25 percent of 1931. 
In spite of this tremendous shrinkage of busi- 
ness, each yard of the Edward Hines Lumber 
Co., and all yards as a group, closed 1935 in 
the black. 

To accomplish these results meant a very 
drastic change in our methods of business, in 
our whole merchandising force, and it gives me 
a great deal of pleasure to give you some of 
these facts, because, in reality, what we did 








WHAT WE FACED— 


Operated 22 yards entirely in Greater Chicago 


Chicago building permits in 1932 dropped to 
1 percent of 1926 


Seldom had had contact with consuming 
public; depended on contractors for business 


Did not carry complete line of materials 

Operated some yards under other names 

Did hardly any advertising to the general 
public 

Frigid reception of customers was general 


Had no finance plan and could give no finan- 
cial assistance to contractors 


Contractors were unable to prepare sales 
sketches 


No “look” of quality in the yard stock 


Merchandising force very nearly wholesale- 
minded and in need of drastic re-education 
in modern retailing 


Whole personnel because of salary cuts 
was gloomy and discouraged 





was little more than country yards have always 
done. 


Depended on Contractor for Business 


Our yards actually were performing very 
nearly a wholesale distribution of lumber. The 
business was brought to us by the contractors 
and we seldom, if at any time, had any direct 
contact with the consuming public. One who 
walked into one of our yards in the middle of 
1932 could not help but be amazed at the com- 
plete lack of activity; and the drastic reduc- 
tions in salaries cast a gloom over our whole 
management. We had no displays of any 
kind; we always connected quality with our 
name, but in our yards there were no signs 
of it. We had no real connection with the 
various manufacturers who supplied our ma- 
terials, and if a consumer happened to enter 
our yard, he was given a reception similar to 
that of a newsboy coming to open an account 
of a few pennies in the private banking institu- 
tion of Morgan & Co. 


Discover a Neglected Local Market 


Our analysis of our problem continued 
through 1932 and was finished just about the 
time of the bank moratorium in 1933. We 
found that we had a market, namely, the City 
of Chicago, with over 3,000,000 people, and 
realized that in over 40 years we had done 
nothing to go to this market direct, or in any 
way make our merchandise attractive to this 
market. 

We saw the immediate necessity of attracting 
the attention of women, because the housewife 
generally has the complete say as to the run- 
ning of a home. This led us to install displays 
of kitchen cabinets etc. 


Rounds Out Line With Known Products 


We also saw at once that we had to carry a 
complete line of materials, because the day had 
passed where a person would buy his lumber 
from us, paint from another store, insulation 
from another, and roofing from still another 
store. One of our biggest problems was 
whether, in products other than lumber, to buy 
standard, well known products made by com- 
panies whose trademark was familiar to the 
consumer, or to buy products made by other 
companies whose names were not as_ well 
known, but who were in a position to offer 
lower prices. We chose the former method 
and have never regretted this step. While the 
cheaper price might have allowed us a little 
larger gross profit, the merchandising education 
and force put behind the better known products 
by the manufacturers gave us more stability 
= more training in selling our own merchan- 
dise. 


Sifting Out Effective Forms of Advertising 


Probably no one product has ever bewildered 
the public as much as building material, and, 
of all building materials, I know of none that 
bewildered people as much as lumber. Once 
we had established our merchandise and had 
forcefully begun the education of our merchan- 
dising staff, the next step was to let the public 
know that we sought its business and were in 
a position to give it service. 

We tried almost every form of advertising, 


and dropped some either by reason of their 
ineffectiveness or their high cost. We stand- 
ardized in the end on advertising in the large 
newspapers of our city. This step we have not 
regretted. Concrete evidence of the effective- 
ness of this advertising is that the first quarter 
of 1933 we were 17 percent below the preceding 
year; in the last quarter of 1933, we did 60 
percent more business than for the same period 
the year before. 

In order to further prove our experiment, we 
deliberately continued, in five yards that did 
not have our own name, to operate along the 
same lines that we had formerly followed. They 
had had a splendid record during the depres- 
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ANALYSIS SHOWED THAT— 


[There is probably no problem that each 
you has been faced with in your own 
tail community that we have not had 
Chicago] 

In over forty years we had done nothing 
go to our local market direct or to m 
our merchandising attractive to that mark 


Company has market of three million pop 
tion 

There are numerous women buyers in 
cago who may be sold to 


The stiffest competition comes not from o 
material sellers but from other industries 


Lumber and materials as such bewilder 
public 

Selling a porch as porch isn’t taking the 
tomer’s viewpoint 








sion; their locations, on the average, were 
even better than those under our own name; 
they had more industrial business than our 
own yards. We did not advertise their busi- 
ness. By the end of 1935, four of the five yards 
were at the bottom of the list of all yards, and 
the fifth one we have just closed. Consequently, 
we have now put all yards under our own name. 


Helps Contractors Secure New Business 


During 1933 we continued our efforts in the 
promotion of the sales of various materials 
through our advertising. In the beginning of 
1934 we began to develop ways and means otf 
assisting our contractors, who needed assistance 
as never before. We hit upon the idea of ad- 
vertising a remodeling service to the public, 
utilizing our advertising space andethe name of 
our company to give the stability which had 
been lacking in the remodeling field. 

We emphasized that the work would be done 
by quality contractors. We spent large sums 
of money in conducting a remodeling contest 
during the first six months of 1934. At that 
time, we had no financing plan, nor could we 
give financial assistance to our contractors. We 
learned certain facts that were of inestimable 
benefit to us in later taking advantage of the 
Federal Housing Act. 
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April 11, 1936 


Address Delivered by 
RALPH J. HINES, president 
Edward Hines Lumber Co., 
Chicago, 

at annual meeting of 
Wisconsin Retail Lumber- 
men’s Association, and 








other conventions 


Our system was to give inquiries developed 
from our advertising to our salesmen, who 
would call upon the consumer, accompanied by 
the contractor. We had no sample kit, and the 
contractor had no facilities to prepare a sketch. 
These defects came to the surface at once. 

We all then took a hand in attempting to 
educate our own organization. Some of our 
younger men proved to be the most enlightened 
on this subject. At the end of our remodeling 
contest we knew we could be successful in 
building a volume of jobs, provided we had 
installment financing available. 

More than this, we found that the greatest 
advertisement of all was to do a job well and 
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The company knew less about lumber than 
about any other product it handles 


Incorrect use of lumber tends to displace it 
in market 


Lumber seasoning is more important than 
grade 


A complete line of materials is needed for 
business with consumer 


All yard stock profits from the merchandising 
force put behind better known products 


Installment financing was needed to create 
volume of remodeling 


Fifteen-year financing calls for fifteen-year 
durability 


Contractors needed, as never before, assist- 
ance in selling 


Quality selling needs quality buying 
A well-done job is the best advertisement 











have the consumer, through his pleasure and 
recommendations, get us succeeding jobs. Those 
of you in smaller communities would find this 
even more successful. 


Stiffest Competitors Are Others Industries 


We have all made the mistake of feeling that 
our real competitor was our competing lumber 
yard. This is mainly not true. Your greatest 
competitors are those organizations, such as 
the automobile industry and the insurance in- 
dustry, which have, through better merchan- 
dising, succeeded in getting that part of the 
consumer’s dollar which you should have had. 


Distribution System Made Efficient 


We completely reorganized our distribution 
points, and during 1935 purchased a large ware- 
house solely for the purpose of handling all 
materials other than lumber, so that today we 
can furnish, within a few hours’ notice, within 
a radius of 200 to 300 miles of Chicago, any 
materials that are normally handled by a car- 
penter-contractor. 

Only last week in our main yard we received 
from a Wisconsin retailer a telephone call at 
4 o’clock in the afternoon, and had small tim- 
bers, some sash and doors, and some roofing 
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material delivered in Wisconsin by 9 o'clock 
the next morning. 

All leads developed from our advertisere 
outside of Chicago are mailed to retailers in 
that locality. 


Publicity Increases Consumer Confidence 


As to the price you receive for your re- 
modeling work, that is largely dependent upon 
the service you perform and the quality you 
give. I will give you one concrete example: 

Not long ago a lady visited one of our yards 
and told the manager she was building a small 
house and wanted to buy about $400 worth of 
lumber. After receiving a price, she said she 
was going to call on some of our competitors 
and get their prices before she made her de- 
cision. The following Sunday she saw our 
advertisement in the Chicago Tribune, came to 
our yard on Monday morning and said that 
any company that could sell French doors of 
that quality at that price was entitled to re- 
ceive all her business, and she gave us the 
$400 lumber order without interviewing another 
competitor. 


Mental Pictures That Create Desire to Buy 


Are building materials difficult to sell? There 
is probably no one in this room who would 
not at first say “Yes.” That is because we 
have been in the habit of selling them merely 
as materials. By selling a porch and merely 
calling it a porch, we have added very little to 
the romance of the sale. On the other hand, 
the moment we endeavor to sell the porch as 
either an extra comfortable warm room in win- 
ter or a cheery playroom for children in the 
summer, we have given the customer that pic- 
ture which makes him anxious to purchase. 

We have a general sales meeting of the 
entire Edward Hines Lumber Co. retail de- 
partment at least once a week. While these 
meetings formerly were confined merely to 
managers, today we include our bookkeepers, 
yard foremen, and sometimes our truck drivers. 
The whole force of the Edward Hines Lumber 
Co. is now merchandise-minded, because, when 
dealing directly with the consumers, one can 
never tell whom they will happen to find in 
our office, or the tremendous value of courtesy 
on the part of the man who is delivering the 
lumber. 


Learn Importance of Moisture Content 


We have found that we knew less about 
lumber than about any product we handled— 
some of it our own fault, and some through the 
lack of real merchandising strength supplied by 
manufacturers. 

We found that the most important part of 
lumber is not always the grade, but the species 
and the conditioning. The effectiveness of 
lumber, at least its structural use in joist 
and framing, is almost entirely dependent upon 
its moisture condition when used. Our yards 
have been one of the greatest educational helps 
to the manufacturing end of our business, for 
upon discovering the importance of condition- 
ing in 1934, we built two dry kilns at our saw- 
mill in Wisconsin to properly condition our 
hemlock. The demand was so great for this 
that in 1935 we were forced to build one more 
kiln, so that, with a normal demand, we can 
furnish all of our hemlock kiln-dried, and today 
are the only manufacturers that are able to do 
this. When walking through our yards today 
you will find bright, kiln-dried, double end 
trimmed hemlock dimension in all our sheds. 

We frequently found that those in our or- 
ganization whom we considered highly efficient 
in selling contractors would not educate them- 
selves on proper lumber merchandising. On 
the other hand, just last week one young man 
who has had only two weeks’ training in our 
engineering department sold a lumber bill of 
$1,500 for a new residence, only because he 
was able to explain to the customer the im- 
portance of properly conditioned lumber. 


Avoiding "Dead Horse" Financing 


Keep in your minds one important point that 
has developed during the depression—the mort- 
gaging today is on a 15-year basis and not 
5-year, consequently your materials must be 


WHAT WE DID— 


[What we did was little more than country 
yards have always done] 


Rounded out line by adding standard, trade- 
marked products 


Added service to combat direct-mill business 


Re-organized distribution system to speed 
service 


Invited co-operation of retailers in other com- 
munities by mailing them leads from adver- 
tising 

Let the public know we were in position to 
give it service and wanted its trade 


Put in kitchen displays and advertised to at- 
tract women buyers 


Staged remodeling contest 


Advertised remodeling service to public, put- 
ting company’s name back of it 


Took advantage of FHA financing 


Increased consumer confidence by advertis- 
ing so that haggling over prices is greatly 
reduced 


Aimed to please customer so his recommenda- 
tions would bring more business 


Tested out advertising by checking sales of 
advertised against those of non-advertised 
yards 


Studied yard sales to find what items the pub- 
lic is buying most readily 


Began re-education of merchandising staff 


Made whole force merchandise-minded, in- 
cluding bookkeepers and drivers 


Used educated salesmen that know product 
and can forcefully present it to customer 


Recommended lumber on engineering stand- 


ards 
Guaranteed performance 








shown to have at least a 15-year life, or soon 
those that furnish this money may specify ma- 
terials other than those we now carry. The re- 
tailer must either control his business, or deal 
with those he can educate and indirectly control 
their specifications. 

We, as an industry, have always faced the 
question of what is proper and equitable 
distribution. Our comnany, as a manufacturer, 
clearly states its position, but as a retailer, 
direct mill shipments and direct wholesale ship- 
ments were always the bane of our existence. 
However, since developing improved merchan- 
dising and improved products, whereby we 
actually fulfill a service to the consumer, we 
find that the consumer can not buy those ma- 
terials direct, can not get the proper informa- 
tion, and is glad to buy from us and to pay us 
a service that we have performed as retailer. 


Can't Sell a Better Product Than You Buy 


We sell our products not only on grades, but 
for utility. Quality selling needs quality buy- 
ing. Our purchasing department must be 
familiar with all of the products which we sell. 
This department must regularly visit our yards 
and actually examine the various products be- 
ing bought for our yards; it must understand 
the quality which is demanded and the various 
items that are being readily sold by our sales- 
men. 

To give you some concrete evidence of the 
benefit of direct consumer business, in 1935, 65 
percent more people came into our yards than 
in 1932. One out of every twenty individuals 
in the metropolitan area of Chicago entered 
our retail yards during 1935. If we can im- 
prove that percentage during the next four or 
five years, we have accomplished every ambi- 
tion we had. 


Lumber's Big Detriment—Incorrect Use 


Make your place of business a selling or- 
ganization dedicated to serving the public 
properly, then you will not have to worry so 
much about direct mill competition. Disabuse 
your minds of any inferiority complex that 
might exist toward lumber. The proper kind 


(Continued on page 55) 
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The attention of customers of the Hixon-Peterson Lumber Co., 

Toledo, Ohio, is caught, the moment they step into this cheerful 

reception hall, by the neat arrangement of flooring samples in the 
display cuse beneath the serviceable counter 


“We took our own advice . . . and MODERNIZED.” 

This potent message appeared on the front cover of a folder 
printed by the Hixon-Peterson Lumber Co., Toledo, Ohio, for 
distribution before the firm’s improved offices were opened 
recently. How thoroughly the company “took its own advice” 
is clearly seen in the accompanying pictures, taken inside the 
beautiful plant. More than 6,300 persons viewed the layout, 
while the rooms were open to the public during the second week 
of March. Mill men and dealers have made special trips for 
inspection. 

An interesting feature of the newly modernized Hixon- 
Peterson offices is the fact that each room is a combination 
display and work room. Beauty has been achieved through 
using block and plank flooring, knotty pine on the walls, varied 
colored wallboards, and the numerous other building materials 
which are sold by the concern, The,offices effectively demon- 
strate the highly gratifying results obtainable with modern ma- 
terials on the market. As with many lumber companies 
throughout the country, the Toledo firm previously could only 
show customers samples of merchandise; but now is able to 
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It looks as though there is plenty of storage space in this kitchen 
to satisfy the largest of families. The office is fully equipped with 
Curtis units, an electric refrigerator and an electric stove 
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TOLEDO COMPANY 
PRACTICES WHAT 
IT PREACHES 


point to the different types of goods in use. The officials be- 
lieve retailers should keep up with the times by showing their 
products in service. 

As a visitor enters the offices through the Curtis Colonial 
doorway, his first glance shows that the correct use of modern 
building materials means the combining of style, utility, beauty 
and durability. Stepping through the entrance one has the 
feeling that he has made a mistake, and has gotten into a 
palatial home, instead of a lumber-yard office. The side walls 
are of rose and buff paneled Johns-Manville flexboard, and the 
floors are Masonite blocks. The ceiling is of Johns-Manville 
tile blocks. To one side of the corridor stretching back from 
the door is a display case 21 feet long, which is highly illu- 








The Masonite room has a "clubby" atmosphere with its Bruce two- 

color, pre-finished, block floor, Presdboard walls, and Masonite; 

insulation board ceiling. A lucky employee has the modern, wood 
desk to work at, seated in a form-fitting chair 


minated with indirect lighting. In back of this case is the 
order department, whose walls are paneled with Winton’s Idaho 
knotty pine. Efficient office equipment is installed to speed up 
work, and for the sake of appearance. 

Across from the order division is the Masonite room showing 
different types of tempered Presdwood and insulation. The 
floor is of Bruce blocks, and Masonite insulation board forms 
the ceiling. The gracious charm of this room, which has the 
appearance of a lovely living room or salon in a private resi- 
dence, is added to by mirrors on each end and a trough of light 
its full length. Part of the several hundred feet of polished 
aluminum extruded mouldings, used throughout the offices 
in modernistic style, was employed as a final touch. 

To the left of the room just discussed is the Johns-Manville 
room. Here one finds the same good taste existing as in the 
rest of the modernized layout. With table, chairs and a buffet 
the office could be transposed into a tranquil and lovely dining 
room. The side walls and ceiling are of paneled board and 
blocks, respectively. Displays of asbestos shingles, asphalt shin- 
gles, bathroom tile, insulation, two types of Curtis doors and 
Curtis Silentite windows are in this office for the inspection of 
interested persons. 
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Offices Are Completely Modernized 
With Products Carried in Yard's 
Stocks, and Now Form Physical 
Displays for Examination by Firm’s 
Interested Customers 


April 11, 1986 


The tour of the building will be halted momentarily at this 
point to state that the structure is completely insulated with 
Johns-Manville Rock Wool, Owens-Illinois Glass Wool, and 
Balsam-Wool. The result of this insulation is strikingly illus- 
trated in the fact that the original heating plant uses less fuel to 
heat the building perfectly than before, despite the increasing 
of space by forty percent! We never heard of any anti-insula- 
tionists, but if there are such folks they would have a hard 
time arguing down such a point. 

The United States Gypsum room is next to the stairway 
leading to the upper floors. Its lower walls are Sheet Rock 
and knotty pine, above which the stipple textone finish gives 
the impression of slightly rough plaster. There is also a sam- 





Displays of six types of shingles, a panel of bathroom tile board, 

and insulation are exhibited in the Johns-Manville room. The plank 

walls and block ceiling are J-M products which combined to make 
a light and cheerful office 


ple installation of Owens-Illinois Glass Wool in this office for 
public inspection. The room is used as estimating quarters. 

On the opposite side of the stairs one comes upon the mod- 
ern kitchen, which brings ecstatic “ohs” and “ahs” from women. 
The room is finished in ivory and striped with coral, with black 
shoe. It is a place where serviceability and beauty have been 
achieved together. Just as there are never too many closets in 
a house, so there was never a kitchen with an oversupply of 
cupboards. Standard Curtis units were fitted into this kitchen, 
and it would seem that no housewife could ever desire more 
storage space. The wash room has walls of Marsh marltile, 
which is regarded by officials of the company as an ideal ma- 
terial for such purpose. 

Taking the stairs to the second floor, the visitor is shown 
the wholesale department’s room. The walls are of green flex- 
board, with Masonite above and Johns-Manville ceiling com- 
pleting the job. The floor is interesting through the combining 
of plain and block flooring from the E. L. Bruce Co. A view 
of the bookkeeping office accompanies this story. It is as effi- 
cient and businesslike as could be desired, with its equipment 
modern and time-saving. Windows supply natural light, which 
can be supplemented on dark days by the indirect lighting 
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Here is a pattern of efficiency for other lumber dealers to follow 

in modernizing their own offices. Files, adding machines, a comp- 

tometer, sales slip machines and good typewriters are part of the 
equipment in the general office 


found throughout the building. The sound-deadening ceiling 
reduces to a minimum the usual noise of business machines. 
The walls are two-color wallboard. On the left of the upper 
hall is the secretary’s office, where three types of Bruce flooring 
were installed—strip, block and quarter-sawed oak. 

Just as a person will sometimes save a delectable morsel of 
nuts and syrup from a pecan roll for the last bite, so the writer 
has kept the most beautiful of all the offices for the concluding 
note. A view of the office of H. E. MacKinnon, president and 
general manager of the Hixon-Peterson Lumber Co., is shown 
on the front cover of this issue, while another aspect of the 
same delightful room appears on these pages. It is a true lum- 
berman’s office, and depicts the beautiful qualities of wood 
which properly combined create a wonderful effect. The walls 
of the spacious room are Shevlin knotty pine paneling; Bruce 
plank flooring was used, and the beam ceiling is sound-absorb- 
ent. Satiny desks, graceful built-in cabinets and bookcases, 
pictures on the walls, and heavy drapes at the windows provide 
the last touches to an office which is a challenge to the beauty 
of any other in the country! 





Another view of the office of the president, which is also pictured 
on the front cover. The new Bruce plank flooring is fitting accom- 
paniment to the Shevlin knotty pine walls and beam ceiling 
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Kitchen Beauty Can Be Given Buying 
Appeal Irresistible to Women 


An outstanding record in the sale of 
kitchen convenience by the Wahlfeld 
Manufacturing Co., Peoria, Ill., reveals 
the development of a merchandising plan 
of the highest order, embracing visual 
presentation of plans, careful study of the 
psychology of selling to women, news- 


paper advertising, and facilities for 
supplying complete installations. The 


company, in business for more than fifty 
years, is essentially a large millwork and 
retail lumber concern, fully equipped to 
fabricate and assemble any kind of lum- 
ber product. About two years ago, while 
seeking new outlets for mill products, the 
Wahlfeld company engaged Arthur B. 
Campen to organize and manage a kitchen 
division. Mr. Campen, fortified with a 
number of years of experience in the sale 
of complete kitchens, made full use of 
the almost unlimited production facilities 
of the mill, and the progressive mer- 
chandising policies of the company. The 
result has been the sale of an average 
of two kitchens a week, and a record of 
19 sales out of 20 calls on bona fide pros- 
pects. 


SIZING UP THE PROSPECTS 


One of the first things that was done 
was to provide in the company office an 
alcove installation of a_ kitchen’ sink 
framed appropriately in wood cabinets, 
the whole being typical in size and de- 
sign of what might be expected in the 
average well appointed kitchen. A very 
definite procedure is followed with all 
prospects. First, a request is made for 
the privilege of a personal survey of the 
home premises in order to determine the 
proper installation, arrangement of sink, 
stove, refrigerator, cabinets, and other 
items. The salesman on making his initial 
call tries to get an approximate idea of 
the amount of money the prospect con- 
templates spending for the work. If the 
prospect is willing to spend only $50 or 
$100 for the complete job, an exact price 
is quoted without delay, and an attempt 
made to get the order without any waste 
of time. If the prospect plans to spend 
enough money to assure an effective in- 
stallation, or can be induced to increase 
the amount she had in mind, measure- 
ments are taken and color schemes sug- 


gested. In most cases, however, the 
housewife has rather definite ideas 


about colors. Where the salesman can 
see that enough money is available to do 
a good job, no price is quoted at this time. 


VISUALIZING KITCHEN BEAUTY 

The next step is the preparation of a 
perspective drawing in color. This in- 
cludes a complete visual presentation of 
all the special features. The purpose of 


this drawing is to aid generally in making 
the sale, and to provide a picture suffi- 
ciently attractive to secure the sale on a 
basis of quality rather than price. 

“I am neither a good draftsman nor 
an artist in any sense of the word,” said 
Mr. Campen in a recent interview, “and 
perspective and color drawing was a new 
venture to me. I found, however, that, 
by studying photographs appearing in 
magazines, I could get something con- 
forming in a general way to the layout 
I was working with, and I just produce 
the perspective lines and angles as I see 
them after establishing my corners. I 


tail, the perspective shown, and the price 
quoted. The salesman is always in pos- 
session beforehand of exact or approxi- 
mate costs of all subcontracts, so that the 
prospect may be given a total cost esti- 
mate. No installation is undertaken by 
the company, but, if the prospect wishes, 
arrangements are made with friendly con- 
tractors to do the work. 

The most satisfactory procedure in pre- 
senting perspective drawings is to have 
the prospect come to the office, where 
the sinks and cabinets on display can be 
discussed, and their merits fully ex- 
plained. All of the cabinet work is cus- 
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rough the colors in with crayons. I have 
no doubt that a skilled artist could criti- 
cize my pictures, and find a lot of things 
wrong with them, but the pictures do 
what I want them to do, and that is all 
I am interested in. I mention this to 
indicate that real technical skill is not 
essential in the preparation of these 
drawings.” 

A DIGNIFIED PRESENTATION OF PLAN 

The drawings are made on heavy sign- 
board, and protected with a covering of 
cellophane, lapping over the back about 
one inch on each edge. The remaining 
unprotected rectangle on the rear side is 
used for tabulating and pricing the items 
to be furnished. 

The next step is either another call on 
the prospect, or an invitation to her to 
call at the office for a personal examina- 
tion of the materials proposed. In either 
event, the whole plan is explained in de- 
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tom built to fit the requirements of each 

individual job. 

CHOOSING MATERIALS AND 
DESIGNING 


“We keep posted, of course, on all 
types of sink available,’ added Mr. Cam- 
pen, “as well as their costs. From the 
standpoint of sanitation and all around 
serviceability, the porcelain enameled sink 
is our first choice. It is the best and most 
practicable combination worktop and 
sink, is available in any length, not ex- 
cessive in cost, and with reasonable care 
will last a lifetime.” 

Said Mr. Campen, “Our mill can build 
any kind of cabinet, and, aside from the 
flexibility of design and treatment af- 
forded by our methods, the custom-built 
wood cabinet has the additional advantage 
of permitting us to make allowance for 
walls and corners that are not plumb. By 
building cabinets so that the ends are set 
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Their Pride in Home and Good Taste in Design and Color Are Made the 
Basis of Visual Presentation—of Complete Units That Provide Convenience 
Fitted to Individual User and Healthy, Cheerful Surroundings—in an Illi- 
nois Concern's Merchandising Plan That Has Proved Highly Successful 


in the walls, installation carpenters have 
enough leeway in material to allow them 
to plane the edges for perfect fit. 

“We build all of our cabinets solidly 
with dovetail joints, and equip them with 
factory-fitted oversize doors, the latter 
feature being a guaranty against sticking 
and jamming. Drawers are built with 
center guide and oversize fronts, again 
providing a guaranty against sticking and 
jamming. Whenever possible we like to 
provide deep end-units. Concealed leaf 
hinges and vertical latches are standard 
equipment. 


FITTING CABINET TO THE USER 


Of course, in every design, attention 
is given to the stature of the woman who 
will use the equipment, and ease of oper- 


that you have underestimated the pros- 
pects tastes and pocketbook. 

“Generally, our approach is that used 
by successful automobile salesmen. We 
have a thing of beauty and utility to sell. 
We sell it on that basis, emphasizing 
the advantages of cheerful surroundings 
in the woman’s workshop, health and ease 
of operation through sanitary equipment 
strategically placed, and economy. On 
one sale recently we were quoting about 
four hundred dollars for the complete 
job, and the woman raised a question 
about spending that much money on the 
kitchen. We asked her how long she 
had been married, and were told, about 
thirty years. We made a rapid calcula- 
tion, and suggested to her that a bonus of 
one cent a meal for three meals a day over 





Left—Photographic reproduction of typi- 
cal perspective drawing used by Wahl- 
feld salesman in presenting visual de- 
scription of proposed installation. This 
job was sold 


Right—House on hill, tenant of which was 
sold Veribrite sink and cabinet installa- 
tion. Note character of neighborhood, 
as indicated by porch and makeshift 
stairs on house part of which is shown 
at right 





ation for her is a governing principle. 
“We have learned a number of things 
about selling to women. In the first 
place, they are creatures of habit, and, 
after a woman has become accustomed to 
the location of windows, doors and par- 
titions, it is difficult to convince her that 
changes should be made. Accordingly, 
in all cases, we attempt to fit our designs 
to the physical conditions as we find 
them, unless there is a specific desire for 
alteration. 


SOLD AS BEAUTY AND UTILITY 


“Another valuable lesson we have 
learned is the use of a sort of left-handed 
flattery. We accomplish this by appeal- 
ing to vanity in a subtle way, simply 
assuming at the outset that the prospect 
appreciates nice things, and can and will 
buy something attractive and complete. 
We always do this in a way that permits 
the prospect to retreat gracefully, and not 
feel that she is cheapening herself if we 
have overshot the mark. It is much 
easier to do this than to try to explain 





a period of thirty years amounted to about 
three hundred twenty-five dollars. She 
thought about that for a moment, and we 
came away with an order. About one- 
third of a woman’s time is spent in the 
kitchen, and there is usually little diffi- 
culty in convincing her that she owes 
herself every kitchen comfort she can 
get.” 

As an indication of the fact that the 
possibilities of making sales may not 
always be judged by the external appear- 
ance of a home, the accompanying photo- 
graph is presented. The tenant, Roy 
Truex, recently moved to Peoria from 
California to take a job as a machinist in 
a local concern. Unable to find suitable 
accommodations, he was forced into this 
house, located in a very low-price rent 
area on the edge of the city. He was 
contacted, invited to visit Wahlfeld’s 
office, and subsequently embarked on a 
plan for completely remodeling the in- 
terior of the house he occupies. Wahl- 
feld’s demonstration kitchen impressed 
him so much that he started there. A 


visit to his house resulted in an order 
for an 87-inch Veribrite sink with deep 
end units, making a total cabinet and sink 
length of 123 inches. Since he was in- 
stalling an electric range and an electric 
refrigerator, it was easy to sell him on the 
advantages of a porcelain enameled sink. 

To a representative of the AMERICAN 
LUMBERMAN, Truex said, “We have a 
lot of good ideas on neat, compact. ar- 
rangements out in California, but this 
beats everything I have seen. Soon as 
I fix up the other two rooms, I am going 
after the outside, and then some land- 
scaping. I figured my wife’s kitchen 
came first—and wait until she gets here 
and sees it!” 


ONE STORY IN EACH TIMELY AD 


The company is a constant user of 
newspaper advertising, and budgets about 
one hundred twenty-five dollars a month 
for display space in local papers. The 
preparation of copy and layout are done 
by James Wahlfeld. Advertising is timed 
to the season, and each advertisement is 
designed to tell one story only about one 
given product and its application. By 
revolving the subjects, and changing the 
copy and layout for each insertion, the 
Wahlfeld ads are always fresh and in- 
teresting. Many prospects for kitchens 
as well as other types of work are secured 
in this manner. 


PLANT IS EFFICIENTLY EQUIPPED 


The building which houses the mill 
and general and sales offices is three 
stories high, and occupies the greater part 
of a half square block. Across the street 
from it is the large retail lumber yard. 
The first floor of the main building con- 
tains the shipping and inspection depart- 
ments, molding racks, belt sanders which 
are used on all millwork, and the heat and 
power plants. The heating unit is fired 
almost entirely with shavings and scrap. 
In a nearby corner is located the power 
generating plant, in which the company 
generates alternating current for all its 
machinery. A kiln with three-car capac- 
ity is also located in this end of the floor. 

The second and third floors are of 
laminated construction, formed with 
2x10-inch planks on edge. The roof is 
insulated on the under side. The second 
floor houses the mill stock, all of which 
is kept inside. Also on this floor is a 
special kiln for drying windows and 
doors after manufacture. On the third 
floor is the machine shop, cabinet shop, 
truck repair department and a large stock 
of panel board. 

The office, in addition to containing an 
alcove kitchen, has a sample bathroom, 
dining room and library. 








nt 


Our retail friends in Iowa are starting 
what promises to be a right good building 
season. 

After a winter of sub-zero weather and 
deep snows, so tough that the oldest in- 
habitant had to think back to a time be- 
fore he was born to remember a worse, 
a comparatively mild March took the 
drifts off and sent the moisture into the 
ground. There were comparatively few 
flooded areas, for the earth took up the 
water like a sponge. Some belated wet 
snows added to the supply; all of which 
will give the crops a good start. So the 
farmers, who are the important boys out 
this way, are tuning up their plows 
hopefully. 

The dry weather a couple of years ago 
cut into the normal grain reserves ; espe- 
cially in the southern half of the State. 
3ut it looks as though, with a good crop 
this year, the farmers in those counties 
would catch up again. The men in the 
northern half of the State weighed in with 
pretty good crops right along, and they 
had the further advantage of getting 
drouth prices for what they raised. Sales- 
men tell us that dealers have been stock- 
ing up pretty heavily, are doing a lot of 
estimating, and are already making sales. 

Nevada, Iowa, is the capital of Story 
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County; and a few miles west is Ames, 
where is located Iowa State College; one 
of the great agricultural institutions of 
the country and of the world. Story is a 
rich farming county and, like the rest of 
the State, it has a whale of a deferred 
farm market. The boys need about every- 
thing in the building line, from front- 
door steps to back fences. 

Glen R. Newton operates a retail yard 
in Nevada. He is a widely known re- 
tailer and has just retired from the presi- 
dency of the State association. 


THE PORTABLE RETURNS 


Mr. Newton tells us that his farmer 
friends are acting like men who have 
money to spend, and who know the value 
of buildings and equipment. One sign of 
the times is the increasing sales of port- 
ables. Back in the ’20’s this yard had a 
rather large and steady trade in port- 
ables, such as brooder houses and far- 
rowing houses. Then the economic skies 
clouded up, and the old shelters were 
made to do. This spring the farmers are 
again buying new shelters. These port- 
ables, in the nature of things, get rather 
hard usage, and they came through the 
tough years rather the worse for wear; 
so a good many country people have been 
looking them over and deciding they’d 
have to be given repairs or be replaced. 
Quite a number of farmers have decided 
to do both these things; that is, John 
Farmer buys a new brooder house and 
then decides it’s too bad just to wreck 
the old one, so he gets him a little stock 
and fixes it up. He'll raise a larger flock 
this year. 

You’ve probably noticed that hog prices 
stay pretty well up. When the corn price 
rose last year, a good many farmers de- 
cided to send their hogs to market and 
to haul the corn to the elevator. The way 
the relative prices stacked up, corn was 





To the front came 
fencing, for many 
dealers, shocked to 
learn that their cus- 
tomers didn't know 
they carried it, have 
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view 
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worth less on the hoof than in the ear. 
So the supply of hogs on farms is below 
normal; and a good many will be raised, 
with a collateral need of farrowing 
houses. The sale of these little buildings 
is important in itself, and it is also an 
indicator of money being spent in needed 
equipment. 

Added to this is fence sales. Mr. New- 
ton carries a big stock of woven fence, 
barb wire and posts. So that no farmer 
need be in doubt that he can get fence 
requirements here, Mr. Newton has a 
display near the warehouse. Back of the 
high woven estate-fence which surrounds 
the open yard is a low platform, sup- 





porting a row of fence rolls topped by 
spools of barb. There are some perma- 
nent displays of steel posts. A good many 
dealers have been shocked to learn that 
their farm customers didn’t know they 
carried fencing. And some of them have 
doubled such sales merely by putting the 
stock in sight. 


DEMONSTRATING REMODELING 
AT HOME 


Mr. Newton tells us that displays are 
an important part of the advertising in 
a small city that has both town and coun- 
try trade. It is pretty hard to manage. 
In the first place, it takes much imagina- 
tion to work some kinds of stock into an 
attractive display. And in the second 
place, such displays ought to be changed 
frequently. Some time ago this yard put 
on a remodeling contest. You may have 
read about it in the AMERICAN LUMBER- 
MAN. This project created much inter- 
est. Mr. Newton wants to push the re- 
modeling idea this year. And in order 
to have a different approach, he traded 
his own house for another and is prepar- 
ing to do a rather extensive job of re- 
modeling his new home. 

“People in a community like this,” he 
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said to the Realm, “are keenly interested 
in what goes on locally. They respond to 
the usual type of advertising pretty well. 
They'll respond a lot better to an actual 
nroject, such as the remodeling contest. 
They’d be keen on a model house. But 
some of the realists would tell themselves 
that these were just stunts; artificial ef- 
forts to induce somebody to buy some- 
thing. But when a man goes to work on 
his own house, spends his own money 
on his own living quarters, that’s tops. 
He must believe in what he’s doing. I’m 
relying on this feeling in making this re- 
modeling job of my own demonstration 


r 





—LEFT 


This brooder house, 
built by local carpen- 
ter, was on display at | 

the Newton yard 





RIGHT— 


A factory-built | 
brooder house which 
Glen R. Newton has 
for sale at his Nevada 
(lowa) yard 





of the new materials and the new ideas. 
I expect to make it a public event; and 
that will not be hard. Naturally I do be- 
lieve in the things I’m doing for myself, 
and it'll be easy to get people to come and 
watch what I’m doing. I think it’ll carry 
a pretty good quality of conviction. 
There'll be nothing artificial about it, for 
I'll be doing it for myself, spending my 
own money for a place in which I intend 
to live. Naturally, I’m going to play it 
up as a demonstration. 

“I’m planning to remodel the office in 
order to have more display space. A man 
can’t remodel his own house so often for 
advertising purposes and this office dis- 
play of the goods he handles works for 
him right along, calling what he has for 
sale to the attention of everybody who 
comes in. You notice we carry a sizable 
stock of paint. This has been a good line, 
and it promises to go very well this year. 
Painting, like every other kind of build- 
ing and repair, has been allowed to lag, 
and while we’ve sold a lot of paint al- 
ready, last year and this, there'll be a big 
market for some time to come while peo- 
ple just catch up with needs. 
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The Farmer Builds a Building 


A Mid-Western Yard That Is Selling 
Portables Again -- Mechanical Book- 
keeping--A Dealer Shows a Contrac- 
tor How to Make Sales and Profits 


Aluminum painted 

warehouse of Glen R. 

Newton, Nevada, 
lowa 





“We've made considerable use of FHA 
loans on small jobs. It took some time 
to get these started, and I think these 
Federal loans stimulated other business 
that was privately financed.” 

The Newton yard has a sizable coal 
business. Probably because the coal busi- 
ness involves many accounts, but also 
because Mr. Newton wanted to systema- 
tize and speed up his bookkeeping, he 





has installed an electrically operated 
bookkeeping machine and the system that 
goes with it. The boys in the office say 
that for speed and accuracy it’s a honey. 

Among the small buildings for sale at 
this yard was a “Chic Sale Special”; the 
pride of the country plumber, of song and 


story. If we remember correctly, some 
carpenter built it to work out a small bill. 
The yard usually keeps one of these struc- 
tures and frequently makes a sale. They 
tell us in other parts of the country that 
these buildings are proving to be big sell- 
ers. This is another case of having to 
have the article to make the sale. 

The Newton yard is a handsome place ; 
well stocked, well kept afid well managed. 
Mr. Newton is widely known in the in- 
dustry of Iowa and beyond. 

On the same block is the W. W. 
Horras Lumber Co. Unluckily for us, 
Mr. Horras was away. But we did have 





One of these, "the country plumber's 

pride," is usually on hand at the Newton 

yard; having it ready for delivery helps 
make sales 
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the good fortune to meet J. A. Olinger, 
a courteous and friendly young man. Mr. 
Horras has operated this yard for four 
years. Previous to that time it was owned 
and operated by the C. W. Chapman 
Lumber Co., of Waterloo. Mr. Horras 
has done some remodeling about the yard, 
and it is a handsome and efficient looking 
place. Mr. Olinger told us about the 
same things in regard to business pros- 
pects that we heard in the Newton office. 
Mr. Olinger thinks new residence work 
may hang back a bit; that it probably will 
get its earliest start in volume in larger 
cities. But there still remains a world of 
smaller work at hand; something that 
probably will account for local volume 
this season. 


AN EXPERIMENT IN COST KNOWLEDGE 


Some weeks ago this department sat 
beside H. A. Hellyer, of Tenafly, N. J. 
We were at the Johns-Manville luncheon 
in New York. Mr. Hellyer is widely 
known both as a lumber retailer and as 
an engineer who has specialized in de- 
signing lumber warehouses and yard lay- 
outs, being the only specialist in that field 
the Realm can recall at the moment. He 
has made shrewd, scientific solutions to 
many odd yard problems in many States. 
But at the moment we were talking about 
the matter of contractors and their efforts 
at salesmanship. Following is the outline 
of the story he told us, as we remember it. 

(Continued on Page 64) 
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More on “Where Are Young Carpenters Coming From?” 


An editorial in preceding issue of the 
AMERICAN LUMBERMAN (page 16) ask- 
ing “Where Are the Young Carpenters 
Coming From?” drew sparks from the 
anvil of O. G. Hughson, Portland, Ore., 
who is fieldman for the Oregon Building 
Congress. In a caustic but courteous let- 
ter he asks: ‘‘Whose business is it to 
raise up and train replacements in lumber 
and building construction ranks if not 
that of the industry?” 

Then, addressing himself more spe- 
cifically to the “midwestern retailer” 
quoted in the editorial, he says in part: 

“What he wants is for some other in- 
terest to train these ‘young fellows’ free, 
gratis, for nothing, so he can sell them. 
He doesn’t care a damn about them— 
where they come from, where they go or 
what becomes of them, nor the effect of 
their training on thém, their families or 
the State. All he wants is a ‘half dozen 
young fellows’ from his community 
trained at no expense to him, so he will 
not ‘lose this post-depression business’.” 

Our Oregon friend, like most persons 
who venture to speak ex-cathedra upon a 
controversial question, probably is 
neither wholly right nor wholly wrong 
in his emphatically expressed conclusions ; 
which, it is only fair to say, were not 
written for publication, and are here 
quoted only because the editor thought 
perhaps the barb shot at random might 
have a salutary effect in reminding some- 
one that if we are going to continue to 
have houses built of wood, or any simi- 
lar material—and of course we are—we 
must have men who know how to fashion, 
put together, and otherwise use, these 
materials. In other words—capable car- 
penters. Lumbermen don’t need to worry 
about a new crop of brick masons or tile 
setters, though they, too, will be needed ; 
but the future supply of carpenters and 
woodworkers of every sort is a special 
problem of the lumber industry. To that 
extent our Oregon friend is right; but 
he is wrong in assuming that any par- 
ticular unit or group of the industry is 
especially charged with that responsibil- 
ity. It is too big a problem to be handled 
individually. For its effective solution 
there will be required co-operation by 
lumber and woodworking interests, labor 
organizations, and possibly educational 
institutions throughout the land. The 
part which the latter might play in such 
a problem is foreshadowed by the ef- 
fective work that has been done by some 
of the State agricultural colleges in fur- 


nishing instruction regarding the design- 
ing and construction of farm buildings 
of all kinds. 

In presenting Mr. Hughson’s views, 
it should be said that he speaks from a 
background of considerable experience in 
training youths in practical construction 
and woodworking, having been success- 
ful in establishing numerous 4-H Build- 
ers’ Clubs in his State, the objectives of 
these clubs being the construction, for 
educational and training purposes, of 
buildings — houses, barns, etc. — not 
merely models, but real, though miniature, 
structures; correctly designed and ac- 
curately built to scale. These groups of 
boys have done some excellent work 
along those lines; which has been fully 
described and illustrated, on various oc- 
casions, in the pages of this journal. 

Says Mr. Hughson, also: “If that re- 
tailer will send me the “six young fel- 


lows” of his town that he would like to 
see trained as carpenters, and will pro- 
vide for their keep, I will put them in my 
4-H Builders’ Clubs, and will turn them 
out a fair bunch of workmen, familiar 
with up-to-date methods and materials, 
inside of six months.” Perhaps he 


could! 
—_————— sr 


Free Gas as Booster for Cash- 
Carry Sales 


Sometimes when a _ customer buys 
twenty or thirty dollars’ worth of lumber 
from the Reliable Lumber, Rosemead, 
Calif., he is handed an order on a nearby 
service station for five gallons of gas, free. 
This is about the best advertising the 
yard does, states Manager J. M. Higman. 

“Tt comes as an unexpected gift, in 
most instances, and certainly does tickle 
the customer,” said he. “It is a fine 





with the sizes contained therein. 








The FE. J. Clay & Son Lumber Co., Bowling Green, Ky., has a plan for 
condensing much variety of material into small space. There are the mold- 
ings, for example, that would occupy three times the space were it not 
for the Clay color system; each color, representing a length, held in a 
single bin. The bins, containing a variety of styles, run along the shed 





Leonard Clay demonstrates his color system for moldings 


driveway. At convenient places the color guide-cards are posted. Each 
of the cards is headed “Moldings.” The list runs as follows: 6 feet (green) ; 
8 feet (white); 10 feet (blue); 12 feet (black); 14 feet (red); 16 feet 
(brown) ; 18 feet (yellow) ; 20 feet (pink). Thus, guided by the color, one 
can see at a glance which to pull out to get a certain footage. The plan is 
extended to some of the other lines, and all bins are conspicuously posted 
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builder of good-will, because the recipient 
of the free gas will talk about it. We do 
not do this with every sale, nor even 
every time a customer gives us a large 
order. And we always limit the gift to 
customers whose purchases amount to 
twenty dollars or over. 

“The gas costs but little, and this 
method stimulates more word-of-mouth 
advertising than any other we have ever 
used. Many new customers have come 
to us saying that they have heard about 
this free gas offer. 

“We figure that this helps build up 
cash-and-carry sales by attracting larger 
individual orders. The gas costs us only 
a littke more than would the delivery of 
such an order; and it helps us to sell 
more goods—hbecause when we get the 
customer in the yard he will frequently 
see things that he needs but would not 
think of if placing a telephone order.” 





A "Good Man" But His Board 
Had to Fire Him 


Some of the metropolitan newspapers 
pay talented columnists and _ special 
writers fancy salaries for digging up 
“human interest” stories about people of 
high and low degree; but buried in the 
sometimes smudgy pages of small-town 
weeklies are stories as vivid and as poig- 
nant as any penned by Brisbane or any 
of the rest of the big-time writers. 

For instance, this recent item from a 
little country weekly, published in a town 
of less than 1,000 population, is quoted 
verbatim, except that all identifying 
names are deleted: 

rare alate babs arrived here Monday and 
began checking in at the .......... Lum- 
ber Co., relieving............. 

jE RRR ee has been manager of 
the yard for twelve years. He is a good 
lumberman and excellent on figuring 
buildings. As an office man or manager 
he will be hard to beat, but business has 
slumped so much in the past few years 
that the board of directors felt a more 
active man in the yard would be to their 
advantage. The board, so we are in- 
formed, told Mr........... there was 
not a thing personally against him. 

i... fae have been 
active in social circles. They held an 
auction sale Saturday and are staying 


ea until they decide where 
they will go or what they will do. 


There really are here two stories—one 
in the printed text and the other “between 
the lines.” The ousted yard manager had 
held the job for twelve years ; a good lum- 
berman and expert at figuring building 
bills; also good at keeping the accounts, 
making out reports and running the office. 
All excellent qualifications, but— 

That is to say, those qualifications suf- 
ficed under old conditions, but when the 
local contractors and carpenters, as well 
as home owners and others, quit bringing 
in bills to be figured; when bookkeeping 
entries to be made were few, except on 
the expense side; and when reports were 
brief because there was nothing much to 
report, the board of directors quite natur- 
ally felt that “a more active man in the 


AMERICAN 


yard would be to their advantage.” In 
other words, apparently a man was need- 
ed to go out and coax business into the 
yard, as well as take care of it after it 
came. Men who can do the latter are 
plentiful, but successful coaxers are rela- 
tively few. 

So one day a new manager dropped in 
to take over. The old manager and his 
wife held an auction sale of their house- 
hold goods, and are staying with “some- 
one” until they decide where they will go 
or what they will do—a problem per- 
chance more easily stated than solved. 

Perhaps this drastic uprooting would 
not have been necessary had the old man- 
ager, years ago, himself recognized the 
need of “a more active man in the yard,” 
and then and there resolved that he would 
be that individual. On the other hand, 
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possibly the board of directors is simply 


“swapping a bay horse for a roan.”” Even 
time will not determine that point; be- 
cause improving conditions which may 
help the new manager to make a favor- 
able record also very likely would have 
brought more business to the yard any- 
way. 


Lumber Dealer Supports the 
"Build With Bonus" Campaign 


JACKSONVILLE, Fra., April 6.—En- 
dorsing the campaign launched by the 
AMERICAN LUMBERMAN to impress upon 
the war veterans the wisdom of using 
their bonus money, so far as practicable, 
to modernize and improve their homes 
or to take the first step toward ownership 
of a new home, Hugh Holley, of the 
Jacksonville Lumber & Supply Co., in an 
interview printed in the Florida Times- 
Union today, said: 


This is the right time for home building. The 
worst of the depression is over, rents are start- 
ing upward, but building can still be done at 
low cost. The veteran who wisely invests his 
bonus money either in reconditioning the home 
he now owns or in a down-payment on a new 
home is saving money for the future, for the 
value of his home will increase as prices go up. 
Besides, through all the years to come, he will 
have something to show for his money, and 
will in the meantime be giving his family the 
comfort and happiness of a real home. Every 
dollar put into building or improving the home 
is safely invested and insured against the haz- 
ards of speculation, inflation or anything else 
that might deprive the veterans of the benefits 
of their adjusted compensation. 
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Respect for Clean Lumber 
Caused This Move 


Desire to carry a stock of clean lumber 
caused the E. J. Clay & Son Lumber Co., 
of Bowling Green, Ky., to change its lo- 
cation within the last year. First estab- 
lished, two years ago, farther along the 
L. & N. railroad, and close by a big flour 
and feed mill that did its share of dust 
throwing, the atmosphere was not good 
for new lumber nor pleasant for the pro- 
prietors. So E. J. Clay and his son 
Leonard, who constitute the company, 
managed to trade the yard site for a 
house and lot in the residence section, 
which they turned for some lots and two 
old houses down by the railroad. There 
they carried out a renovizing and rebuild- 
ing program that has given them one of 
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This modern shed of 

the E. J. Clay & Son 

Lumber Co., Bowling 

Green, Ky., is in part 

result of remodeling 
an old house 





the niftiest little retail yard plants of its 
kind in the bluegrass State. 

One of the old houses was worked over 
to form part of the new front, but back 
of this, and at the side, new structures 
were set up to be the lumber shed and the 
carpenter shop. The other old house 
was moved to the rear of the lot to serve 
temporarily for storage of lime, cement, 
plaster, etc., pending the time when new 
buildings will line the whole rear of the 
area. 

In the new shop no line shafts can be 
seen, for they are all underneath the floor, 
and belts pass upward to connect with the 
various machines; all in boxed enclos- 
ures. Likewise the drive belt on the pro- 
tected motor is passed down through the 
floor to the line shaft connection. This 
makes for neat appearance as well as 
safety, and there is no cluttering of space. 

The head of this concern was for years 
a carpenter, working for other lumber 
dealers about the city. Then for five 
years he was a building contractor in his 
own right. That led into the lumber and 
material business, with his son Leonard 
as partner. His contracting experience 
is invaluable in building up the new busi- 
ness; so is the extensive acquaintance 
which he made. He helps his customers 
draw up plans for new buildings and im- 
provements. 

“Business has been good, and it’s get- 
ting better,” he says; and all the while 
the office, shop and yard carry the air of 
activity, bearing out his statement. 
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Retail Yard Changes Hands 


SHAWNEE, OKLA., April 6.—The retail 
lumber yard formerly operated here by 
the Sutherland Lumber Co. recently has 
been purchased by F. T. Laster and is 
now being operated as the F. T. Laster 
Lumber Co. Mr. Laster announces that 
some minor improvements will be made 
in order to make the buildings more at- 
tractive, and he also plans soon to put in 
a stock of wallpaper in order to be pre- 
pared to more adequately supply the 
needs of prospective builders in that com- 
munity. 





Beautifies Its Office 

Rep Oak, Iowa, April 6.—Prepara- 
tory to opening of the spring trade the 
Hawkeye Lumber Co. has been improv- 
ing its quarters here. The walls of the 
office have been covered with Celotex 
10-inch plank No. 75, and the ceiling 
with 16x1l6-inch Celotex tile No. 55, 
making a very attractive job. Also, the 
shed front has been covered with 12x24- 
inch Ruberoid Timbertex, gray. Other 
improvements have been made in connec- 
tion with the spring fixing-up program 
carried out under the direction of local 
Manager Perry O. Sterett. 


Stray Notes About Yards 


and Yardmen 


Arthur Idso, manager of the McGregor 
Brothers & Co. yard at Rosalie, Neb., is 
referred to in a personal item in the local 
newspaper as “an agreeable little cuss.” 
Unconventional, but complimentary! It’s 
the “agreeable little cusses” that get busi- 
ness for their yards—if they have what 
else it takes. And that’s a pretty big 
“if,” sometimes. The local paper at Ros- 
alie, by the way, is named the Rip Saw— 
suggestive of lumber, sawdust and build- 
ing. 

J. 'W. McGaha, who for several years 
has been manager of the O. L. Wilkirson 
Lumber Co. yard at Mineral Wells, Tex., 
has recently acquired an interest therein. 
Mr. McGaha, who will continue as man- 
ager, announces that the stock of lumber 
and building materials will be enlarged, 
and the business actively promoted 
throughout its trade territory. 





The music will “go ’round and ’round” 
at a little livelier tempo for the high 
school band at Dowagiac, Mich., as re- 
sult of the kindness and liberality of the 
Judd Lumber Co. of that city; for on 
Saturday, April 18, members of the mu- 
sical organization will run the yard for 
the day and 10 percent of their gross sales 
will go to the band fund. And perhaps it 
will not be a bad stroke of business for 
the yard, as the boys are urging all their 
acquaintances to “drop around and buy 
something” on that date. 


The Lane-Moore Lumber Co., lineyard 
concern with headquarters at Storm Lake, 
lowa, recently transferred Arthur J. 
Johnson, manager of the yard at Webb, 
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to a similar but more important post at 
Northwood, succeeding H. C. Johnson, 
who becomes the new postmaster of that 
little city of about 1,500 population. Mr. 
Johnson has been connected with the 
Lane-Moore Lumber Co. for some fifteen 
years. He is known not only as a good 
lumberman but as an all-around useful 
citizen of his community. His place in 
the Webb yard is taken by Wayne Wess- 
man, former assistant. Changes like 
these, constantly occurring on the check- 
erboard of lineyard management, often 
spell a wider opportunity to demonstrate 
ability. So it is important, for young em- 
ployees especially, to be ready for promo- 
tion when it comes. Like Major Bowes’ 
wheel of fortune, “ ’round and ’round it 
goes, and where it stops nobody knows.” 


Starts Building ''Bonus'’ House 


Conway, Ark., April 6.—Victor Wag- 
ner, of the Conway Lumber Co., has 
started the “bonus spending” by initiating 
the erection of a seven-room dwelling. 
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The house will have all modern conveni- 
ences and during its erection will give 
employment to a score or so of local 
workmen. Mr. Wagner expects that 
quite a number of the veterans, upon re- 
ceiving their adjusted compensation 
bonds, will invest a goodly portion in 
home-building or remodeling. 





Opens New Lumber Yard 


BRANTFORD, Ont., April 6.—The Lamb 
& McKenzie Lumber Co. has recently 
opened a yard at 39 Erie Ave., Brantford, 





with a full line of stock, and machinery | 


to handle special materials. The presi- 
dent is Alexander Lamb, who has been 
engaged in the contracting business in 
Brantford for a number of years. The 
secretary-treasurer is Thos. A. McKen- 
zie, who has been connected with the 
lumber industry for many years, and was 
formerly superintendent of the Schultz 
Bros. Co. and the Brantford Novelties & 
Builders’ Supply Co., both of Brantford. 


When Buyer Makes His Own Grades 


What would you do, friend retailer, 
if you received a set of specifications like 
those which follow? Would you submit 
an estimate and try to sell the bill, or 
would you do as did the retailer to whom 
they actually were submitted—decline to 
quote? The trouble is not that the speci- 
fications are—as so often is the case— 
vague, obscure, or difficult to interpret. 
On the contrary, they are exceptionally 
clear and specific. The prospective 
builder knew exactly what he wanted, 
and expressed his wishes with clarity and 
precision. Therein, indeed, lies the diffi- 
culty; for it happens that his personal 
wishes do not, at least on some items, 
coincide with established grading rules 
and manufacturing or yard practice. 

For instance, while grading rules 
clearly define the number, size, charac- 
ter and location of knots permissible in 
a piece, they do not leave to the judgment 
of the purchaser the decision as to 
whether or not a particular knot may 
or may not loosen. Nor does good retail 
yard practice give the buyer the right to 
return, for full credit, any material that 
he might feel to be “unsuitable.” That 
privilege would take in a good deal of 
territory. 

The retail concern to which these 
specifications were recently submitted is 
the Model Lumber Co., at Tacoma, 
Wash., and M. Kleiner, manager of the 
yard, sends them in to this department 
with the suggestion that we print same in 
order “to show the manufacturers what 
some people expect of them.” Accord- 
ingly, they are herewith presented, as 
follows: 


GENTLEMEN : 


I am at once beginning construction of a hen 
house 24x60, and am finding the present grades 
of lumber confusing. I desire to use my own 


specifications as to grades, which are as follows: 

Boards may not have a knot therein which 
I think will be likely to loosen. 

No knot to exceed one inch in diameter. 

No board to have more than one knot in 
any ten lineal feet. 

Unless specified, boards to be 12 feet or 
longer in length. 

Any material left over, or that I feel un- 
suitable to go into the building, is to be 
called for, and myself given credit for the 
price paid for it. 

Any material required for the building, 
and not listed upon the original estimate, 
to be supplied at price of such grade of 
lumber. 

FOUNDATION 

300 lin. ft. 4x6 to fit foundation blocks 5 
feet apart (10- 16- and 20-ft. length). 

30 2x6-24 joists. 


FLOOR AND BACK WALL 
1x4 air-dried stock, 14 feet and longer and 


slash can be used for walls—2,550 b.f. 
120 lin. ft. 2x4 binder. 


FRONT WALL 
6 pes. 2x8-6 risers. 
60 lin. ft. 2x8-10 or 20 (plates). 
ROOF 
30 pes. 2x6-14 rafters. 
30 pes. 2x6-16 rafters. 
60 lin. ft. 2x8 ridge board. 
2,300 lin. ft. 1x6 air dried T&G sheeting. 
18 rolls 3-ply (55 pound roll) roofing. 
ROOSTS 
2x4-inch 14- and 16-foot lengths (half of 
each). 
2x2-inch 14- and 16-foot lengths (half of 
each). 
FINISHING 
120 lin. ft. 2-inch half-round. 
1 roll 48-inch electric weld feeding front 11 
ga. (may need two rolls). 
NESTS 
Common drop-bottom nests built in 14- and 
16-foot sections. 
1 keg 8d box nails. 
10 lbs. 5-penny box nails. 
5 lbs. 2-penny box nails. 
10 lbs. 16-penny com. nails. 
5 Ibs. 10-penny com. nails. 
10 lbs. 20-penny com. nails. 
1 Bundle No. 2 lath. 
4-light 20-24 barn sash (quantity unknown 
—not many). 


This building is desired to be of as good 
material as the one which it will join, and which 
you may inspect before submitting bids. 

Yours truly, 
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Profit on Fence Sales Almost Clear 


Small Town Dealer Tells How to Meet 


Selling Methods of Competitors in Field 


Quincy, Ou1o, April 6.—‘‘Properly 
stored and handled, farm fence is a rel- 
atively good item for the lumber dealer 
to sell inasmuch as the margin is prac- 
tically all clear profit, there being no 
depreciation or wastage.” 

Such is the interesting comment of 
Maurice Albaugh, manager of the Quincy 
Lumber Co. of this city, in discussing 
fencing problems with a representative of 
AMERICAN LUMBERMAN. 

“Fence should be stored under a roof, 
the warehouse should be truck high, and 
the rolls should stand on end. If these 
details are provided for,’ Mr. Albaugh 
points out, “one man with a heavy bag 
truck can handle the heaviest rolls alone 
and the stock is always kept in good con- 
dition. The tags will be clean, bright, 
and in plain view of persons visiting the 
yard.” 

Mr. Albaugh says that his experience 
is that farmers like to buy as much of 
their needs as possible from one dealer, 
hence the lumberman who is a good 
housekeeper actually has a competitive 
advantage over certain other dealers. 
Mr. Albaugh says he was thinking par- 
ticularly about operators of grain ele- 
vators who are something of competitors 
in that territory. 

Mr. Albaugh thinks the practice of 
storing fence in huge piles out-of-doors 
with the rolls lying around on the ground 
should be discouraged as uneconomical, 
since it takes two or three men to load, 
thus increasing handling costs. 

Speaking particularly with reference 
to competition, Mr. Albaugh ‘says that he 
hasn’t had much of any trouble except 
occasionally from two sources—the fence 
selling mail order house and the fence 
erector. 

“We've learned how to meet this com- 
petition, however,” says Mr. Albaugh. “I 
can’t say that every fence selling mail 
order house gives the customer an in- 
ferior product, but I know that some of 
them that we’ve come in contact with do. 


™- 





Those are brooder 
houses in the fore- 
ground, with the main 
shed of the company 
to the back. The 
brooders will be dis- 
cussed in a later 
article 





When you measure up the wire you find 
that it is usually at least a half gauge 
shy in size. 

“The plan that some of these mail 
order houses follow is to send out elab- 
orate catalogs which insinuate that the 
local dealer is asking too much and fur- 
nishing too little. By smooth language 
and constant repetition the customer is 
led to believe this. It’s up to the local 
dealer to drive home to the farmers in his 
trade area that the product he sells is 
actually a better product and well worth 
the money. 


Weight Proves Difference 


“We’ve found that one of the best ways 
to show up some of these mail order 
claims on fence is to take a roll of their 
fence and put it on the scales, and then 
put a roll of our fence on the scales. As 
a general rule we're delivering just as 
many pounds of fence or more for the 
customer’s dollar as the average fence 
selling mail order house and it is apparent 
to the customer that price per rod doesn’t 
tell the whole story. 

“We've found it helpful to point out to 
the customer how a good many of these 
mail order houses by buying material by 
the ton and selling it by the rod, are 
able to palm off slightly smaller wire 
with the result that the customer isn’t 
getting what he thinks he is. The farmer 
who has this pointed out to him in black 
and white may be counted on to pass his 
findings along to other farmers in his 
vicinity, which is all to the credit of the 
local lumber dealer, strengthening farmer 





A portion of the stock 
of fencing carried by 
the Quincy Lumber 
Co. can be seen in 
this shed. The dock of 
the building is truck 
high to facilitate the 
loading of heavy rolls 
of fence and building 
materials 








lumber dealer’s fence 


confidence in the 
values.” 


In discussing the second type of com- 
petition Mr. Albaugh described his ex- 
perience with the fence “erector”, who 
furnishes and erects the fence complete 
for a given price per rod. “We've found 
that when a buyer asks this man for the 
price of the fence in rolls, he is told that 
they are not in the fence selling business, 
they sell fence erected only, but if they 
were to make a price for just the fence, it 
would be so much, quoting a cent or two 
below the market price. Naturally the 
fence erector figures on making up the 
difference in the installation charge. 


“Our view is that the lumber dealer 
can not argue very well against this 
method of selling fence put up, since it 
seems perfectly proper—and most of the 
erectors are fairly good workmen. How 
best to meet this competition each dealer 
will have to work out for himself. If it 
is necessary he can always go into the 
fence building business himself, putting 
up the brand of fence that he sells or 
he can go into partnership with a good 
erector.” Mr. Albaugh says that he 
personally has had pretty good success 
in persuading his customers that they 
ought to string their own fence. 

“Gates are also a profitable item for 
the lumber dealer to handle,” says Mr. 
Albaugh, “and are a natural companion 
article for fencing.” 





FERA Helps Organize 
operative Shingle Mill 


BLAINE, WasHu., April 4—The Peace Portal 
Co-operative Mill, a new 6-machine shingle 
manufacturing plant, began operations here 
March 25. This new shingle plant occupies 
the mill site, power house and buildings of the 
Blaine plant of the Morrison Mill Co. The 
sawmill machinery was moved out by the Mor- 
rison company, and the plant leased to the co- 
operative organization, which installed the 
shingle machinery. This is a 100 percent co- 
operative organization, with 53 members, and 
is the first shingle mill organized under the 
financial aid of the Self Help Co-operative Di- 
vision of the Washington State Department of 
Public Welfare and the FERA. The organi- 
zation was brought about through the efforts 
of C. C. Goff, one of the members. 


Co- 
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ON SHINGLE 
DISTRIBUTION 


[As Presented at Annual Meeting of Red Cedar Shingle Bureau} 


Seatrte, Wasu., April 4.—The theme song 
of the entire annual meeting of the Red Cedar 
Shingle Bureau held here March 27 was good 
will and friendly relations between the shingle 
manufacturers and all branches of the industry 
distributing shingles. During the past two years 
it has been the policy of the Bureau and its 
manager, W. W. Woodbridge, to foster these 
friendly relations. It was, therefore, not sur- 
prising that shingle distributors were given 
prominent places on the program. Also it was 
only natural that the Bureau and Mr. Wood- 
bridge won the appreciation of retailers, com- 
mission salesmen, wholesalers and the shingle 
staining industry. 


It's Been a Busy Year, Says Manager 


In the words of Manager Woodbridge, it was 
a “Viewpoint” program, largely made up of 
addresses giving viewpoints of outstanding men 
engaged in distribution and promotion of red 
cedar shingles. So the two principal subjects 
were distribution and sales promotion. 

Presiding was H. J. Bailey, Aberdeen, Wash., 
president of the Bureau, who gave the view- 
point of the president. The viewpoint of the 
manager was presented by W. W. Woodbridge. 
The viewpoint of the dealer was expressed by 
George W. LaPointe, Jr., Menomonie, Wis., 
president National Retail Lumber Dealers’ As- 
sociation. The viewpoint of the salesman was 
voiced by Harvey Hanson, Detroit, Mich., rep- 
resenting the National Association of Commis- 
sion Lumber Salesmen. Roy A. Dailey, Pacific 
Coast manager National-American Wholesale 
Lumber Association, set forth the viewpoint of 
the wholesalers. George Emslie, of the Weyer- 
haeuser Sales Co., St. Paul, Minn., representing 
the National Stained Shingle Manufacturers’ 
Association, gave the viewpoint of stained shin- 
gle manufacturers. Burt Cochran, Seattle, 
manager of. McCann-Erickson (Inc.), gave the 
viewpoint of the advertiser; Lewis Russell, Pa- 
cific Coast manager Better Homes & Gardens, 
that of the consumer. 


Trustees and Officers Elected 


The business session was concluded in a rela- 
tively short time. The board of trustees elected 
consists of: 

H. J. Bailey, Aberdeen, Wash.; P. H. Olwell, 
Everett, Wash.; L. S. Black, Seattle, Wash.; 
Cc. H. Kreienbaum, Shelton, Wash.; A. H. Lan- 
dram, Tacoma, Wash.; Dale Craft, Whites, 
Wash.; S. P. Johns, Tacoma, Wash.; R. M. 
Ingram, Aberdeen, Wash.; Jess Schwartz, 
Kelso, Wash.; Earl McNair, Vancouver, B. C.; 
Charles Plant, Vancouver, B. C.; William Mc- 
Lallen, North Vancouver, B. C.; Charles 
Hone, Coquitlam, B. C. 

The officers of the Bureau were re-elected. 
They are: 

President—H. J. Bailey, Aberdeen, Wash. 

Vice president—P. H. Olwell, 
Wash. 

Manager—W. W. Woodbridge, Seattle. 

Manager of the Vancouver office—G. S. 

taphael, Vancouver, B. C. 


Everett, 


In addition to being secretary-treasurer, 
Miss Grace Jones is manager of the inspec- 
tion department. 


Consumption Greatly Increased in 1935 

President Bailey briefly named the biggest 
accomplishment of the bureau during the past 
year—the large increase in the consumption of 
red cedar shingles. In 1934 the shingle con- 
sumption was 4,629,000 squares, and in 1935 
this was increased to 6,801,000 squares. Mr. 
Bailey expressed it as his belief that this in- 
crease could all be attributed to the work of 


the Red Cedar Shingle Bureau. He stressed 
the importance of the Bureau's continued efforts 
among the retail dealers to help them sell 
shingles, and, during the past year particularly, 
to sell shingles for re-roofing jobs. He pointed 
to the expected increase in building and said 
this meant that shingle manufacturers would 
have to work harder to get their share of both 
the re-roofing and new roofing jobs. The Bu- 
reau will devote additional efforts to get this 
business. He reported that the Bureau has 
added two new men to its field force, in addi- 
tion to having started a national advertising 
campaign, and that there is a prospect that it 
will continue to strengthen its field forces dur- 
ing the year. In concluding, he complimented 
Manager Woodbridge and the field force and 
office staff for their fine promotional work, and 
Miss Grace Jones and the inspection staff for 
their fine records. 

Manager Woodbridge stated that brevity was 
the keynote of his report. He did not review 
the Bureau work for 1935, stating that that 
had been done in a printed pamphlet entitled 





H. J. BAILEY 
Aberdeen, Wash.; 
Re-elected President 


Ww. W. WOODBRIDGE 
Seattle, Wash.; 
Manager of Bureau 


“Activities” which had been sent to all the 
members. He reported that since the beginning 
of the year much of the promotion work had 
concentrated at retail lumbermen’s conventions 
throughout the country. The Bureau had at 
least one man at every convention. The Bu- 
reau’s moving picture, “Home of the Wooden 
Soldiers,” was shown at all principal retail 
conventions. In addition to that, the Bureau 
had display booths at more than twenty of 
these meetings. Mr. Woodbridge told of the 
splendid co-operation he had received from the 
retail association secretaries, and particularly 
expressed his appreciation and deep obligation 
to George W. LaPointe, Jr., president of the 
National Retail Lumber Dealers’ Association. 
Mr. Woodbridge stated that within a few 
weeks the Bureau will have completed a new 
Red Cedar Shingle handbook, containing about 
64 pages. About 50,000 copies will be pub- 
lished. He stressed the necessity of continuous 
work to establish the name “Certigrade,” and 
promised the members that they will soon be 
furnished “with illustrative material which they 
are urged to use on all their stationery, in this 
way publicizing the name “Certigrade.” 
George W. LaPointe, Jr., was introduced by 
President Bailey as the principal speaker of the 


day. Mr. LaPointe had come from Menomonie, 
Wis., to be present at this meeting. He lauded 
the assistance given by the shingle manufac- 
turers to the retailers, by promptly adopting 
the retailers’ distribution program. He stated 
the retailers are holding up this Shingle Bureau 
action as an example to other groups of build- 
ing material manufacturers. He said that Man- 
ager Woodbridge had done an excellent job of 
selling the “Certigrade” shingle program to the 
retail associations throughout the country. Mr. 
LaPointe told his hearers of the work of the 
National Retail Lumber Dealers’ Association. 
He stated that he has told retailers in every 
section of the country of the splendid co-opera- 
tion the Red Cedar Shingle Bureau had given 
the retailers, and that the best way they can 
show their appreciation is with orders. He has 
told them that he as a retailer will buy only 
shingles bearing the Certigrade label. He spoke 
very encouragingly of business prospects for 
larger sales, and praised the FHA as the 
greatest aid the building industry has ever re- 
ceived. He spoke very frankly of the duty of 
both retailer and manufacturer to sell the homes 
of America now that the opportunity is open 
to them. The Government has made cheap 
financing possible, and has advertised home 
building. He pleaded for co-operation in orderly 
distribution through the established channels, 
and condemned the idea of rebates or whole- 
sale commissions to retailers. He warned the 
industry against a movement which has been 
started, to foster consumer co-operative pur- 
chasing organizations, and referred to an ad- 
dress delivered by E. W. Dobson, vice president 
J. F. Anderson Lumber Co., Minneapolis, be- 
fore the Wisconsin Retail Lumbermen’s Asso- 
ciation, which was reported on page 31 of the 
Feb. 29 issue of the AMERICAN LUMBERMAN. 
In closing, Mr. LaPointe pledged hearty and 
sincere co-operation of the entire retail lumber 
industry to the Shingle Bureau. He praised 
them for their excellent inspection work, which 
has developed the highest quality product, also 
complimented the lumber manufacturers for the 
many improvements in their product, speaking 
particularly of the value of end-matched lum- 
ber for sheathing and other purposes. 


From the Men on the Firing Line 


Harvey Hanson, Detroit, Mich., representing 
the National Association of Commission Lum- 
ber Salesmen, gave the shingle manufacturers 
a real message direct from the front line 
trenches. He pointed out that the majority of 
the shingles are sold through commission sales- 
men, and said, “We salesmen know of the 
results of your trade promotion work, and be- 
lieve you are doing the best trade promotion 
job being done for any lumber product.” He 
outlined the purposes of the commission men’s 
association, and stressed its importance to the 
manufacturer. In the past, lumber trade pro- 
motion has lacked follow through, and was not 
co-ordinated with the work of the salesmen. 
The salesmen were not educated as to the 
merits and uses of the products they were to 
sell. He urges greater stability of prices, stat- 
ing that retail lumber dealers have no confi- 
dence in the stability of the shingle market. 
He deplored the vicious circle of discounts to 
dealers or buying services, which tend to beat 
down prices all around. He said the buying 
service organization is hi-jacking the manu- 
facturers, and will eliminate the commission 
salesmen and legitimate wholesaler. He also 
condemned multiple representation. He pointed 
to example of two salesmen representing the 
same producer competing with one another for 
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Manufacturers Report Fine Results from Merchan- 
dising Effort—Wholesale Distributors Urge Stricter 
Adherence to Orderly Practices in Distribution— 


Retailers 


the same order. Mr. Hanson said: “Exclusive 
representation and reasonable compensation 
would quickly raise the standard of prices. I 
suggest you establish a commission-plus-a- 
bonus for moving slow stock at the market.” 


Doesn't Distribution Include Selling? 


Roy Dailey, representing the National-Amer- 
ican Wholesale Lumber Association, devoted 
most of his time to pointing out some of the 
evils of unethical distribution practices. Mr. 
Dailey said, in part: 

Distribution has always carried in the minds 
of wholesalers the assumption that it included 
salesmanship, one of the wholesaler’s three 
functions, of which the other two are carrying 
the credit risks, and buying. Wholesale dis- 
tributors have nothing but lumber and shingles 
to sell, and, not only in the big centers, but also 
in the suburbs and byways, are spending their 
time and money to increase the sales of your 
product. A very large proportion of the annual 
shingle sales are made to smaller retail firms 
that require longer than normal terms of pay- 
ment, and financial assistance from their sup- 
pliers. This market is actively competed for 
by manufacturers of other roofing materials, 
who are willing to accept the credit risk in 
order to cultivate this great segment of the 
roofing-materials market. Either the shingle 
manufacturer who sells direct, or the wholesaler, 
must encourage this important outlet for 
shingles and must accept the credit risk. 


Some Want What They Don't Earn 


For such services it was customary, in pre- 
Code days, for many mills to deal with whole- 
salers on a trade discount basis, while others 
dealt on an open-trading basis; the Code, how- 
ever made mandatory the discount arrangement, 
setting 8 percent as the commission on rail 
shipments of lumber, and the equivalent on 
shingles. Then, for the first time it seemed, 
some folk learned that the wholesaler had a 
margin between his buying and selling price, 
and they concluded that they wanted it and set 
about getting it by various subterfuges. Are 
they performing any of the services that earn 
it: 

Price Competition Destroys a Market 


The commission buyer gets his orders from 
firms that are, directly or indirectly, his prin- 
cipals, and passes along to them the big end of 
the profit margin. The shingle price-informa- 
tion services frankly state that they are not 
interested in selling the product, but their ad- 
vices are used as a club to beat down the 
selling price of everyone else in the market, and 
at times they advise their clients to hold .off 
the market for lower quotations. The “broad- 
casting” wholesaler attracts trade by quoting 
lower prices, and displaces salesmanship, for 
such a wholesaler is only an order taker who 
gets his business by acting as a depressing mar- 
ket influence. The constant auctioneering of 
these factors keeps the market disturbed, and 
lowers the prestige of the product in the eyes of 
the average retailer. 

Retailers’ efforts to secure the wholesale dis- 
count fall into two classes. Some “gang up” to 
secure it on their joint purchases. Others use 
special stationery headed “Wholesale Depart- 
ment.” Retailers, at their recent annual con- 
ventions, gave evidence that they could see the 
danger to themselves of far-reaching repercus- 
sions from these practices. The average re- 
tailer (as long as he is buying on the same 
price level as his competitor) is not so much 
interested in price as he is in a stable market. 


Voice Thanks for 


Co-operation 


Need Co-operative, Constructive Effort 


A friend is a person with whom one can be 
sincere, and he wished to treat friendship with 
the roughest courage, said Mr. Dailey, quoting 
Emerson. Tolerance of any system of distribu- 
tion that includes an auctioneering of the prod- 
uct, with its result in price instability and lack 
of buyer confidence, threatens the progress of 
the shingle industry. Many manufacturers— 
probably 90 percent are on the constructive side 
of the industry—realize the futility of helping 
to carry an overhead of distribution cost with- 
out any control over the channels of distribu- 
tion. Some of them, unfortunately, have chosen 
the easy, down-hill way of depending on pricing 
for sales. The majority, the speaker urged, 
should choose the harder but ultimately more 
profitable course, and confine their sales to con- 
structive and orderly channels of distribution— 
either direct from manufacturer to retailer 
through salaried or commission salesmen, or 
through responsible and ethical wholesale dis- 
tributors. An increasing number of manufac- 


turers have determined to stamp out unsound 





ROY A. DAILEY, 
Seattle, Wash.; 
For the Wholesalers 


G. W. LaPOINTE 
Menomonie, Wis.; 
Speaks for Retailers 


practices. Ethical distributors have been tak- 
ing “on the chin” the results of disorderly 
competitive methods, but are a little tired of 
their role. Intelligently planned co-operation 
in a constructive trade extension job is what 
builds up big industries, for it is the greatest 
force in the business world today. The solu- 
tion of the distribution problem lies right in 
the hands of the manufacturers, and the speaker 
concluded his address by calling for quick cor- 
rection of present distribution abuses—by plac- 
ing every buyer in his proper category. 


Color Will Help Sell Consumer 


George Emslie, Weyerhaeuser Sales Co., St. 
Paul, guest speaker representing the National 
Stained Shingle Manufacturers’ Association, 
told of the plan of the staining companies to in- 
crease the use of shingles. He pointed out that 
the consumer wants color. The stained shingle 
manufacturers are selling color. He emphasized 
the importance of quality stain. He cautioned 
the shingle manufacturers that although the 
shingle business is improving, the industry is 
not getting its share of Title I financed, side- 
wall business. He gave some idea of the im- 
mense business done by applicators in apply- 
ing asphalt products on side walls. Mr. Emslie 
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quoted estimated percentages of the styles of 
homes which will be built during the next two 
years, and pointed out that a large majority of 
these are prospects for shingle side walls. 


Sales Essentials — Product, Organization, 
Advertising 


Burt Cochran, Seattle manager McCann- 
Erickson (Inc.),-which is handling the Red 
Cedar Shingle Bureau advertising account, ex- 
plained that his company had had experience 
of working with several groups of associated 
producers in basic industries, and was amazed 
to find one with such a complete substructure 
for successful advertising. He pointed out that 
it had seemed good policy to make this a re- 
tailers’ campaign, and evéry advertisement car- 
ries with it the statement that Certigrade red 
cedar shingles are sold only through established 
retail lumber dealers. He displayed a list of 
consumer publications which are to be used in 
the campaign and stated that in addition to this, 
for keeping the retailer informed, they were 
using retail lumber association papers and the 
AMERICAN LUMBERMAN, which he referred to 
as “the Bible of the retailers.” Mr. Cochran 
said that there are three essentials to selling. 
First is quality of product, second is selling 
organization, and third is advertising. He con- 
gratulated the Bureau for having so soundly 
led up to its advertising program by devel- 
oping the first and second essentials, namely 
quality of product and selling organization. Mr. 
Cochran announced that the Bureau will very 
soon be provided with a complete mat service 
for the use of retail lumber dealers in their 
local advertising. 

Lewis Russell, Pacific Coast manager of Bet- 
ter Homes & Gardens, confined his. remarks to 
the consumer’s reaction to advertising. He em- 
phasized the style factor as very important in 
shingle advertising to the consumer. He urged 
that the shingle manufacturers promote the idea 
that the shingle-covered house is the proper 
style. He said people do not want a 1910 
model house any more than they want an out- 
moded automobile. He pointed to the coming 
year as an advantageous time to advertise 
building materials, because of the apparent 
shortage of homes. 


President Bailey, in summing up the various 
discussions, said: “I think we now realize from 
all that has been said that we must keep up 
our trade promotion and expand it.” 


Just before adjournment, one of the largest 
shingle producers in Washington, Neil Jamieson, 
Everett, Wash., called for a vote of apprecia- 
tion to Manager Woodbridge for the excellent 
work he has done during the past year, and 
this proposal brought a unanimous response. 


Want Code of Ethical Distribution 


Orderly distribution was the subject of the 
only resolution passed by the Bureau members. 
This resolution was to the effect that, not- 
withstanding the established distribution state- 
ment of the retailers which was accepted by 
the Red Cedar Shingle Bureau, there is still 
some confusion as to certain details. Therefore, 
the shingle manufacturers petition the retailers 
to confer with the manager of the Red Cedar 
Shingle Bureau at the annual meeting of the 
National Retail Lumber Dealers’ Association, 
and suggest a code of ethics for early consid- 
eration of the industry. 

As secretary-treasurer of the association, 
Miss Grace Jones reported on its financial con- 
dition. As manager of the inspection depart- 
ment, Miss Jones also outlined its work and 
progress. Both reports were very gratifying 
and were approved by members. 


During the complimentary luncheon served 
between the forenoon and afternoon sessions, 
R. M. Ingram, Aberdeen, Wash., presided. 
George LaPointe spoke briefly. Lloyd Spencer, 
Seattle newspaper man and dialect entertainer, 
brought roars of laughter and applause from 
his hearers. Dan Giles, shingle manufacturer, 
Seattle, sang two parodies of his own compo- 
sition, furnishing the fitting climax of the 
luncheon program. 
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Twenty-first Year of “March of Pine’ 


Southern Pine Takes Steps to Assure Specifiers That They'll Get 
What They Buy -- Report Good Results From Extension Program -- 
Welcome First President’s Wise Counsel on Persistent Promotion 


New Orteans, La., April 2.—Celebrating its 
twenty-first anniversary with the theme “Twen- 
ty-one Years of Progress—The March of Pine,” 
the Southern Pine Association in its annual 
meeting on March 30 and 31 and April 1, looked 
back over the accomplishments of its past, and 
into the future. H.C. Berckes, secretary-man- 
ager of the association, said in his report, “The 
southern pine industry is united today as it has 
never been before. It comprises within its as- 
sociation all classes of manufacturers, and em- 
braces, for the first time, all producing terri- 
tory. Except for the Code period, the associa- 
tion today represents more mills and a greater 
percentage of the total production of southern 
pine than at any other period.” 


Inspectors to Assist Pine Buyers 


Most important of all the business transacted 
was the authorization for placing in the field, 
under the control of the advertising and trade 
promotion committee, several highly trained in- 
spectors, whose sole duty will be to assist speci- 
fiers and consumers of southern pine in getting 
what they buy. 

This action marks a development in associa- 
tion work and was not imagined when the first 
associations were organized. It occurred because 
manufacturers in certain regions found it neces- 
sary to establish standard specifications, so that 
buyers of lumber could act intelligently and the 
manufacturers would know what the buyers 
meant by the terms they used, and so everybody 
would be doing business in an informed manner. 
After grading rules came mill inspection, and 
after mill inspection came claim inspection, and 
now there is to be the higher service of seeing 
that specifiers write specifications that can be 
filled by the manufacturers of lumber, and then 
see that the specifier receives just what he has 
specified. 

This new service will be financed by an in- 
crease in the dues of 1% cents a thousand feet 
by special contract with subscribers, and be- 
comes effective as soon as 70 percent of the 
subscribers co-operate. An additional increase 
of one cent a thousand will be allotted to the 
National Lumber Manufacturers’ Association 
to be collected in the same manner. 

R. C. Fulbright, general counsel of the as- 
sociation, told the subscribers that the decision 
of the United States Supreme Court in the 
sugar case was a victory for the lumbermen 
and, as far as all operations are concerned, as- 
sociation plans are upheld by a unanimous de- 
cision. 

Four associations of lumber manufacturers 
were officially represented at the meeting to 
congratulate the association on its attainments. 
They came in the role of “kid brother,” who 
had looked to the elder brother for guidance. 
Col. W. B. Greeley came from the West Coast 
Lumbermen’s Association, S. V. Fullaway, Jr., 
from the Western Pine Association; R. G. Kim- 
bell, National Lumber Manufacturers’ Associa- 
tion, and C. C. Sheppard, Southern Hardwood 
Producers (Inc.). 

An Old Timers Banquet was the chief social 
event, John Henry Kirby being the toastmaster. 
There were luncheons, and drives for the ladies. 


Only One Change in List of Officers 


There was only one change in the officers. 
E. A. Hauss, president of Alger-Sullivan Lum- 
ber Co., Century, Fla., was elected first vice 
president. The number of directors was in- 
creased from 46 to 55. The officers are: 

President—E. L. Kurth, Angelina County 
Lumber Co., Keltys, Tex. 





First vice president—E. A. Hauss, Alger- 
Sullivan Lumber Co., Century, Fla. 

Second vice president—T. J. Wright, Jr., 
Richmond Cedar Works, Norfolk, Va. 

Treasurer—D. T. Cushing, Great Southern 
Lumber Co., Bogalusa, La. 

Secretary-manager—H. C. Berckes, 
Orleans. 


New 


Board of Directors 
ALABAMA—E. F. Allison, Allison Lumber 
Co.; Bellamy; E. M. McGowin, W. T. Smith 
Lumber Co., Chapman; L. W. Morgan, Sims- 
Morgan Lumber Co., Selma; W. T. Neal, T. R. 
Miller Mill Co., Brewton; M. P. Tinsley, Smith 
Lumber Co., Red Bay. 


ARKANSAS—L. J. Arnold, Crossett Lumber 
Co., Crossett; J. R. Bemis, Ozan Lumber Co., 
Prescott; T. W. Rosborough, Caddo River 
Lumber Co., Glenwood; Z. K. Thomas, South- 
ern Lumber Co., Warren; F. W. Scott, Union 
Sawmill Co., Huttig; B. A. Mayhew, For- 
dyce Lumber Co., Fordyce. 


FLORIDA—M. L. Fleishel, Putnam Lumber 
Co., Shamrock; J. S. Foley, Brooks-Scanlon 
Corp., Foley; E. A. Hauss, Alger-Sullivan 
Lumber Co., Century; Basil E. Kenney, Basil 
E. Kenney Lumber Co., Blountstown; B. M. 








W. T. MURRAY 
Rochelle La.; 
Grading Chairman 


E. L. KURTH, 
Keltys, Tex.; 
Re-elected President 


Lewis, Tallahassee Lumber Co., Tallahassee. 


GEORGIA—J. H. Rush, Lumber City; H. 
Dixon Smith, H. Dixon Smith (Inc.), Colum- 
bus, 

LOUISIANA—D. T. Cushing, Great South- 
ern Lumber Co., Bogalusa; Q. T. Hardtner, 
Urania Lumber Co., Urania; Brown McCul- 
lough, Mansfield Hardwood Lumber Co., 
Shreveport; W. T. Murray, Tremont Lumber 
Co., Rochelle; F. W. Reimers, Natalbany Lum- 
ber Co., Hammond; J. P. Voss, Bernice Mill 
Co., Bernice; A. J. Peavy, Peavy-Wilson Lum- 
ber Co., Shreveport; R. D. Crowell, Sr., Crow- 
ell-Spencer Lumber Co., Longleaf; P. A. 
Bloomer, Louisiana Longleaf Lumber Co., 
Fisher. 

MISSISSIPPI—L. O. Crosby, Goodyear Yel- 
low Pine Co., Picayune; Chas. Green, East- 
man, Gardiner & Co., Laurel; F. L. Adams, 
Adams-Edgar Lumber Co., Morton; S. E. 
Moreton, J. J. Newman Lumber Co., Brook- 
haven; J. J. Paschal, Paschal Lumber Co., 
Walnut Grove; V. R. Lackey, S. E. Lackey 
Lumber Co., Forest; W. L. Legg, Sumter 
Lumber Co., Electric Mills. 

MISSOURI—E. A. Frost, Frost Lumber In- 
dustries (Inc.), Shreveport, La.; C. C. Shep- 
pard, Louisiana Central Lumber Co., Clarks, 
La.; R. B. White, Exchange Sawmills Sales 
Co., Kansas City, Mo, 


NORTH CAROLINA—M. T. Clement, South 
Atlantic Lumber Co., Greensboro; J. W. Fore- 
man, Foreman-Blades Lumber Co., Eliza- 
beth City; S. S. Ambrose, Jacksonville Lum- 
ber Co., Jacksonville. 


OKLAHOMA—Herman Dierks, Dierks Lum- 
ber & Coal Co., Kansas City, Mo.; C. W. Wil- 
son, Wilson-Bennett Lumber Co., Antlers, 
Okla. 

SOUTH CAROLINA—W. B. McNeal, Argent 
Lumber Co., Hardeeville; Fred Lightsey, 
Lightsey Bros., Miley; R. A. Huffstetler, Lex- 
ington Lumber Co., Columbia. 

TEXAS—W. F. Edens, Edens-Birch Lumber 
Co., Corrigan; J. H. Kirby, Kirby Lumber Co., 
Houston; E. L. Kurth, Angelina County Lum- 
ber Co., Keltys; Eli Wiener, Angelina County 
Lumber Co., Dallas; R. W. Wier, Wier Long 
Leaf Lumber Co., Houston; Arthur Temple, 
Southern Pine Lumber Co., Texarkana; P. T. 


Sanderson, Texas Long Leaf Lumber Co., 
Trinity; A. L. Carter, W. T. Carter & Bros., 
Houston, 


VIRGINIA—Garland Gray, Gray Lumber 
Co., Waverly; W. H. Burruss, Burruss Land & 
Lumber Co., Lynchburg; P. R. Roper, Roper 
Bros. Lumber Co., Petersburg; T. J. Wright, 
Jr., Richmond Cedar Works, Norfolk. 


Opposes Governmental Restraints 


The following statement of principles with 
respect to Federal legislation was adopted by 
the subscribers: 


The Southern Pine Association believes 
that the time has come when the best inter- 
est of the country will be served by mini- 
mum interference of Government in busi- 
ness. Legislative and administrative experi- 
ments which have been made by the Govern- 
ment during the past few years have in many 
instances temporarily served a good pur- 
pose, but there is no necessity nor occasion 
for the continuance of most of these experi- 
ments. The existing laws against monopo- 
lies and restraints of trade are generally suf- 
ficient to protect the public if these laws are 
wisely administered. 

Numerous bills pending before the present 
Congress embody proposals to confer upon 
Governmental authorities the power to place 
numerous additional restraints upon opera- 
tions of business concerns. Doubtless there 
are good features in some of these bills but 
we do not believe there has been sufficient op- 
portunity for the general public throughout 
the country to consider all of the provisions 
of such bills. We respectfully urge that 
Congress abandon the attempt for the pres- 
ent to pass any additional legislation of this 
character. 


Quoting Delivered Prices Preserves 
Competition 


Some of the pending proposals are particu- 
larly objectionable not only to the lumber in- 
dustry but to the consumers of its products. 
Among these are the bills which would make 
it unlawful for lumber producers to sell their 
product upon delivered prices in the consum- 
ing markets, and bills which would prohibit 
lumber manufacturers from quoting different 
prices or terms upon the same items in a 
given market. Competition in the lumber 
trade is very keen, and it is in the interests 
of the consuming public that such competi- 
tion be preserved as fully as possible. Com- 
petitive conditions frequently require manu- 
facturers and distributors of lumber to meet 
the prices of their competitors from day to 
day and from time to time as conditions 
change. The practice of selling lumber upon 
delivered prices enables the consuming mar- 
kets to have the benefit of competition from 
numerous producing sections. This is also 4 
benefit to the producers in that it enables 
them to reach markets which otherwise they 
could not serve, and certainly the manufac- 
turers desire full opportunity to meet the 
prices of their competitors whenever they 
feel that they can afford to do so. The asso- 
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Additional Government Control and New Machinery for Supervising 
Trade Are Opposed--Against Anti-Basing Point Legislation-- Warned 
of Danger in Proposed Rate Increases in South and Southwest 


ciation is therefore opposed to any legisla- 
tion which would prohibit the sale of lumber 
upon delivered prices, or restrain manufac- 
turers from meeting competition wherever 
and whenever it is found. 


Present Laws Provide for Fair Competition 

The present laws confer upon the Federal 
Trade Commission and upon the courts juris- 
diction to deal with unfair competition. It 
is now proposed to make unlawful any “de- 
ceptive acts in commerce.” The association 
does not believe that any such law should be 
passed unless it is provided that the decep- 
tion shall be shown to be willful deception. 
The association also is opposed to conferring 
upon the Federal Trade Commission at this 
time broad inquisitorial powers to conduct 
investigations of the affairs of private con- 
cerns, and to make public the results of such 
investigations. We believe that existing law 
affords reasonable opportunity to industry 
to seek protection against unfair methods of 
competition. 


New Labor Legislation Is Unnecessary 


The association has already gone on rec- 
ord as being opposed to proposed legislation 
which would confer upon the Government the 
power to dictate to private concerns the 
wages and the hours of service which shall 
be observed where such concerns are engaged 
in producing materials to be sold to the Gov- 
ernment. Labor conditions are being con- 
stantly improved in the lumber industry, 
and we do not believe there is any present 
necessity for Governmental interference in 
such affairs. 

We are particularly opposed to any legisla- 
tion which would confer upon the Depart- 
ment of Labor or appointees in the executive 
branch of the Government the power to pre- 
scribe minimum wages and maximum hours 
of service without regard to the local condi- 
tions prevailing where the services are per- 
formed or goods produced whether for the 
Government or for private consumers. 


Tax on Corporation Surplus Is Unfair 

The Southern Pine Association is opposed 
to the recommendation which has been made 
by the sub-committee of the committee on 
ways and means of the House of Representa- 
tives, to enact legislation with would tax 
dividends paid out of earnings and profits ac- 
crued before March 1, 1913, or out of increase 
in value accrued before March 1, 1913. We 
believe that this is an indirect method of 
taxing surplus which accrued prior to the 
enactment of the Constitutional Amendment 
permitting Congress to levy income taxes, 
and that it is unfair at this date to go back 
more than twenty-three years to determine 
the profit or loss that may be included in dis- 
tributions made by corporations or the suc- 
cessors of corporations which were in exist- 
ence prior to 1913. The association is also 
opposed to the general principle of penaliz- 
ing corporations which for financial or busi- 
ness reasons find it necessary to retain a part 
of their net income in order to permit such 
corporations to successfully carry out their 
operations. The proposed plan of taxation 
would penalize those corporations which are 
still encumbered with debt carried over from 
the severe years of the recent depression, and 
it would effectually prohibit all corpora- 
tions from building up a suitable reserve as 
a protection against future depressions. 


Reconstruction Following Code 


President Ernest L. Kurth began his presi- 
dent’s address with the statement that the lum- 
ber industry is at present in the strongest sta- 
tistical position in many years at the very time 
an unusually large demand is developing. “A 
very different situation faces us today than at 
our last annual meeting,” he said. “One year 
ago we were in the uncertainties of Code ad- 
ministration. The minimum price structure had 


collapsed, and other features of the Code were 
crumbling fast, because of non-enforcement by 
the United States Government. With the de- 
cision of the United States Supreme Court in 
the Schecter case in May, the last vestige of 
two years of Code activities disappeared. All 
industry, especially southern pine, was “on its 
own.” With some sacrifice, our industry, dur- 
ing the two years of Code work, did not allow 
the essentials of its trade association work to 
lapse. Consequently, when the Lumber Code 
disappeared, we found, still operating, the ma- 
chinery for our own self help. Within six 
months our association was functioning as it 
had not for many years. In the knowledge and 
security of this association protection, our in- 
dividual manufacturers devoted most of their 
time to the reconstruction of their own busi- 
nesses. We accordingly find ourselves in a 
very strong position today.” 


Stocks Low; Sales Prospects Good 


Mr. Kurth stated that many mills already are 
booked to capacity and are obliged to decline 
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orders, while sales managers were predicting 
an increase in business during April, May and 
June of some 33% percent over the like period 
a year ago, the estimates ranging from 10 to 200 
percent. Stocks as of March 1, 1936, are esti- 
mated at 1,580,000,000 feet, a decline of 3 per- 
cent from Jan. 1, and a decline of 16 percent 
from March 1, 1935. The liquidation in stocks 
since the peak of Jan. 1, 1931, when the industry 
had 3,458,420,000 feet of southern pine on hand, 
has been 54 percent. Southern pine stocks were re- 
duced 568,000,000 feet during 1931; 639,000,000 
feet during 1932; 249,000,000 feet during 1933; 
2,000,000 feet during 1934 ; 370,000,000 feet during 
1935. During the first three months of 1936, 
stocks have been reduced approximately another 
50,000,000 feet. Stocks at their peak mark were 
equal to about eight and one-half months of 
1931 demand. Today current stocks are equal 
to less than three months’ demand. Shipments 
in the second quarter of 1936 are expected to 
reach 1,875,000,000 feet, slightly under the like 
quarter of 1930. Demand will probably reach 
its highest level of any similar quarter since 
1929. 


Mr. Kurth said that prices, f. o. b. mills, 





based on a study of seventeen items in sales of 
forty-odd mills, averaged $23.83 in the week 
ended March 11, which is an increase of 5 per- 
cent over the average of $22.61 for the week 
ended Jan. 6, 1936; and a gain of 13 percent 
over the average of $21.01 for the week ended 
March 9, 1935. Compared with the Code cost- 
protection minimum, the current price level for 
these seventeen items shows an increase of about 
5 percent, and it is 12 percent under the 1929 
level. Production is at about 50 percent of 
rated capacity. For the first three months of 
1936 the estimate of production is 1,450,000,000 
feet, which is expected to increase by 10 percent 
during the second quarter. Mr. Kurth urged 
his audience to study the statistics issued by the 
association and the national association, and 
apply them with all common sense and judg- 
ment to their own operations. 

In concluding his address, Mr. Kurth said, 
“Your association has continued the policy of 
better distributor and retailer understanding, 
and it is with particular pleasure that I report 
to you that the National organization, through 
its president, George W. La Pointe, is urging 
retail organizations and their memberships to 
work with the associations serving manufac- 
turers. Many retailers who in the past have 
fought the grade-mark idea are now heartily in 
favor of it, realizing that they can best protect 
their own business and customers by handling 
grade-marked lumber.” 


Three-Fold Nature of Permanence 


H. C. Berckes, secretary-manager, chose the 
subject for his annual message, “Permanence in 
Pine.” “Permanence in our industry,” he said, 
“is of a three-fold nature. It lies not only in 
our timber supplies, but in our institutions and 
in our markets. By institutions I mean not 
only our association, but our producing facilities 
as well. Institutions and markets can not be 
maintained without timber supplies, and timber 
supplies are useless without institutions and 
markets.” 

Mr. Berckes said the forestry department of 
the association had justified its exisence, if for 
no other reason than that it had proved the per- 
manence of the supply of southern pine, and 
made possible the impression of that fact upon 
manufacturers, distributors, specifiers and con- 
sumers. 


Secretary-Manager Recommends Program 


Stating that the association depends for its 
progressiveness upon the permanent and im- 
proving tendency of its manufacturing facilities 
and industry policies, he made the following 
recommendations : 


1. That grading and inspection work be 
strengthened and rules made thoroughly rep- 
resentative of the product of the industry. 


2. That more specific attention be given 
by the association to improved methods of 
manufacturing southern pine. In this direc- 
— lies a large measure of true conserva- 
tion. 


3. That closer co-operation be established 
with wood preservers through joint promo- 
tion and maintenance of joint standards of 
grade and treatment. 


4. That our traffic work be kept at a high 
degree of proficiency, so that there shall be 
no “hardening of the arteries” of distribu- 
tion. 

5. That our intelligence system, i. e., our 
statistical service, be strengthened and con- 
tinuity be assured, not only by adequate 
financial support, but by prompt and repre- 
sentative reporting. 


6. That all possible service be given to 
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those operators desiring to grow southern 
pine and to efficiently harvest it. 

7. That special services be rendered to 
groups of manufacturers within our indus- 
try who have for their purpose the improve- 
ment of their product, the establishment of 
new ideas and methods, when such services 
have as their result the ultimate advance- 
ment of the whole industry. The above and 
many other services can and should be ren- 
dered by our association. But we will only 
do so when fully aware and confident of the 
stability of our industry. 


Have Won Faith of Distributors, Users 


In relation to permanent markets, Mr. 
Berckes said, “The Southern Pine Association 
has spent two and one-half million dollars in 
advertising and promoting its product. Cer- 
tainly this was no ‘flash-in-the-pan’ effort in 
an attempt to dump upon the market a vanish- 
ing product. The distributors, specifiers and 
consumers have come to realize this far better 
than some of our own manufacturers. They 
have an abiding faith and continue to handle 
and use southern pine. It has taken much time, 
effort and money to hold their opinion of south- 
ern pine, and make them confident of its avail- 
ability. With the public assured of an ade- 
quate supply of properly manufactured south- 
ern pine, our task is far from complete; we 
must make certain that they get what they re- 
quire. This phase of our problem is about to 
face us in a none-too-pleasant manner. Aside 
from our usual mill certificate and claim in- 
spection service, we should establish, under our 
engineering department, a corps of trained in- 
spectors whose sole duty will be to assist speci- 
fiers and consumers of southern pine in getting 
what they buy. It will not be necessary to cover 
the entire field at once, but by the judicious use 
of a limited corps of such inspectors, constantly 
educating and advising the specifier and con- 
sumer, a great step will be made in securing 
permanency for southern pine in many markets 
which will otherwise be lost to us.” 


The First President Reminisces 


Charles S. Keith, the first president of the 
association, who held office for four successive 
terms, was naturally reminiscent in his re- 
marks, He said, “I was very much surprised 
and agreeably pleased when I received a cordial 
invitation from President Kurth to address this 
organization on its twenty-first birthday. I had 
not realized that the Southern Pine Association 
had reached its majority. Time flies! When 
I look back to the memorable time in - Decem- 
ber, 1914, when we met here, and when I con- 
sider subsequent events, I am astounded we 
built so well. Our industry was totally disor- 
ganized. The Missouri supreme court had just 
handed down its famous decision in the Mis- 
souri lumber ouster suit. Today this associa- 
tion is outstanding among associations with a 
fine record of achievement. 

“A plan of organization was perfected by a 
committee consisting of R. A. Long, Capt. J. B. 
White and myself, assisted by Henry Schott 
and the wise counsel of Judge John H. Lucas, 
which was entirely new in industrial organiza- 
tion, for it was organized as an educational 
institution, incorporated, without members, but 
with subscribers. Practically all of its sub- 
scribers were placed on committees. In this 
manner the legal difficulties surrounding an un- 
incorporated, voluntary association were avoided 
and full co-operation secured. Under the old 
plan, any act of any individual member rendered 
all members liable to legal attack, although they 
might have been entirely unaware of the act. 
This plan has been generally adopted by others, 
although their purposes may vary. 


Adverse Decision Was Guiding Chart 


“When we met, the industry was indignant 
at the findings of the Missouri supreme court. 
They were indignant because they felt the find- 
ings were unjust, but that decision had done 
what no other trust decision had done before. 
It laid down a chart under which we could act 
without violation of the Missouri trust law, and, 
if followed, was a perfect defense in case of 
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an attack under the laws of other States and 
the Federal Government. It told us what we 
could do. This indignation resulted in a firm 
purpose of those present not to accept anything 
that came from Missouri. It had been decided 
to organize the industry into State organiza- 
tions. This would have resulted in confusion. 
The Missouri delegation was in position where 
their acts were under court observation, and 
their attorneys felt that the new organization 
should be organized under Missouri laws where 
it could be closely observed by the court. The 
result was long and continuous sessions to try 
and harmonize the thought of all. The meet- 
ing lasted all of the first day and was finally 
subbed down to a representative committee of 
twenty-five, who labored until five o'clock in 
the morning, and adjourned to meet at eight 
o'clock, three hours later, when they did meet 
and agree on a report to the convention rec- 
ommending its adoption. The result was the 
report was approved and the association was 
born, but the organization was not completed 
until January, 1915.” 


Gives Trade Promotion First Place 


Mr. Keith paid a fine tribute to the mem- 
ory of men who had been active in the work 
of the association but had been called to their 
reward. After reviewing the economic and 
historical happenings since the organization of 
the association, Mr. Keith closed his remarks 
with several suggestions. “I suggest,” he said, 
“that this industry devote its activities largely 
to promotion of its products and meeting the 
competition of its substitutes. To do this there 
are certain principles that must be recognized 
and accepted and, if not recognized and ac- 
cepted, such efferts will fail. Unless we pro- 
mote our product for what it is best adapted, 
and refuse to urge its use for purposes other 
species are better qualified to serve, the effort 
will result as it has resulted, in promoting the 
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use of substitutes. The manufacturer of any 
product must create demand for his product 
with the consumers. If he does, none will be 
as quick to handle and distribute his product 
as the rural distributor. We must build a de- 
mand for this distributor. 

“Tf we think less about prices and more about 
demand, bending our efforts to develop volume 
through promotion and sales effort, price will 
take care of itself. No artificial means has 
ever succeeded but for a short time. There 
must be developed a substantial background of 
demand to support production profitably. 


Trust Laws Make the Impossible Unlawful 


“Constant curtailment of production can only 
result in loss of business, stoppage of produc- 
tion, reduction in employment, and promotion 
of substitutes. The NRA, with all of the force 
of Government back of it, failed to do that 
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which no loose agreement could ever hope to 
accomplish. This is a proved fact. And this 
is true—our trust laws are laws making it 
unlawful to do impossible things. Because of 
their uncertainties, they only operate to inter- 
rupt and delay. 

“If this idustry follows the plan and pur- 
poses of its organization and does the work in- 
telligently, it will bring prosperity to its sub- 
scribers and its dependents. 


When Demand's Good—Maintain 
Promotion 


“As a word of caution, I believe, first, that 
this industry finds itself now with a backlog 
of potential demand arising from unsatisfied 
requirements of six years of increased popula- 
tion; from accumulated need arising from ob- 
solescence and lack of maintenance and failure 
to replace fire losses and other destruction; 
and, second, it confronts this situation with a 
substantially depleted production and liquidated 
supply. These factors, with a return of con- 
fidence, will produce a volume of demand very 
largely in excess of the supply. I think our 
present economic position is the strongest I have 
seen. It is only a question of time when con- 
fidence will crystallize potential demand into 
active demand. 

“During the period of meeting this situation 
we may think it unnecessary to develop a pub- 
lic good will and desire for our product by 
constant promotion. If we stop such effort, 
when the crest of demand is satisfied we will 
find ourselves again where we will have a de- 
pression in our industry while other industries 
prosper.” 

Nathan Adams, president First National 
Bank, Dallas, Tex., brought the financial mes- 
sage. He said business men would have had 
more influence in Washington if they had been 
more willing to give and take. There are four 
things that need the attention of business men 
—Balanced Banking System, Taxation, Govern- 
ment Expenditures, and Tariff. Credit was in- 
tended to build and not to destroy. It was the 
function of local banks to extend credit, stabil- 
ize values and promote trade. Every commod- 
ity should have the same debt paying power as 
gold. All banking is intended to do is to facili- 
tate trade. 


Extension Committee Reports Good 
Results 


Monday was given over to open session com- 
mittee meetings. The advertising and trade 
extension committee met in the morning and the 
conservation and transportation committees met 
in the afternoon. The programs consisted of 
reports of the activities of staff men. 

S. P. Deas told the advertising committee that 
housing was the most important market. The 
Washington representative of the association is 
lumber industry adviser for the FHA, Speak- 
ers appeared before eleven retailers’ associations. 
A Texas centennial house of all southern pine 
is being constructed on the exposition grounds. 
The cost is less than a double-page spread in 
the Saturday Evening Post. The greatest value 
to arise from the project is not so much that 
southern pine will be shown in competition with 
other materials, but that it is shown just at the 
time a tremendous building program is before 
the country. During the year there have been 
distributed 175,000 pieces of literature, book of 
house plans to 40,000 prospective builders, sug- 
gestions for remodeling to 20,000 home owners, 
and 5,000 copies of Southern Pine Garages. 
The revenue from literature sales was more 
than $10,000, part coming from 500 house plans. 
The building page service in 109 newspapers 
reaches millions of readers, and requests for ap- 
proximately 25,000 plans of homes, detailed 
drawings of garages, lawn furniture, and farm 
buildings have been received. 

M. H. O’Brien, who has charge of field ac- 
tivities, reported that 2,200 calls were made— 
retailers, 533; Federal Government, 700; State 
and city governments, 70; railroads, 116; archi- 
tects, 485; engineers, 115; contractors, 65; mill 
representatives, 100; industrials, 25. Members 
of the staff made 25 addresses before meetings 
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of engineers, architects, retailers and others. 
The staff was successful, with the assistance 
of the National Lumber Manufacturers’ Asso- 
ciation, in having more than 100,000,000 feet 
of grade-marked southern pine used in CCC 
camp construction. There are 115 specifying 
agencies of the Government, all of which have 
agreed to specify southern pine. There has 
been used in the construction of distilleries 
600,000,000 feet of southern pine due to the 
efforts of the staff. A number of other in- 
stances were reported, from other sources, of 
consumers visited, which resulted in the speci- 
fying of southern pine. 


Conservation Is Foundation of 
Permanence 


A. G. T. Moore, reporting to the conserva- 
tion committee, said, “We have found that the 
rapid growth of southern pine trees to mer- 
chantable sawlog size has been beyond all pre- 
dictions, and that the second-growth timber 





R. W. WIER, 
Houston, Tex.; 
Director 


M. L. FLEISHEL, 
Shamrock, Fla.; 
Director 


that has followed virgin timber cutting is the 
basis for the permanence of southern pine. We 
have some serious obstacles and danger signals 
to overcome and avoid—the archaic methods of 
forest land taxation; the general prevalence of 
forest fires, 94.5 percent of which are started 
by the public, and the proneness of the railroads 
to build tariff barriers against the flow of south- 
ern pine to the great consuming markets. Bu- 
reaucratic control of forest industries is among 
the danger signals, likewise a “defeatist” at- 
titude on the part of some toward our common 
problems, which emanates from fears that we 
are engaged in a decadent or disappearing in- 
dustry. We should promote the manufacture, 
treating and fabricating of forest products at 
or near the source of raw materials. The co- 
ordination of forest product industries is essen- 
tial. Conservation is the foundation of perma- 
nent forest products industries and the promo- 
tion thereof, together with the maintenance of 
forest ownership by private enterprise, the pro- 
motion of a conservative policy toward forest 
products industries by railroads, individual pol- 
icies devoid of defeatism, and collective policies 
predicated upon permanence and _ progress 
through effective trade association activities.” 


Threatened by Southern Rate Increases 


A. G. T. Moore reported to the transporta- 
tion committee in detail the work of the traffic 
department. He said a very acute situation 
confronted the southern lumbermen in the pro- 
posal for rate increases fostered by the South- 
ern and Southwestern lines. If not successfully 
contested, it will materially increase the lum- 
ber shippers’ freight bill on traffic moving within 
the South, and lay a strong predicate for 
freight rate advances to territory north of the 
Ohio and Potomac rivers and east of Chicago. 
This will seriously handicap southern pine in its 
competition with lumber from other producing 


regions, and with substitutes for lumber manu- 
factured in the consuming territory named. He 
also touched on the possibility of mileage rates 
being put into effect in Official Territory. The 
southern lumber traffic managers are preparing 
to not only protest but will be fully prepared 
to submit a practical system of origin and des- 
tination grouping to the regulating agencies, if 
necessary. 


Minor Grading Rule Changes 
Recommended 


W. T. Murray, chairman of the grading com- 
mittee, recommended minor changes in the 
grading rules involving clarification of certain 
sections to avoid misunderstanding, and con- 
tinued study of the moisture content of lumber 
actually shipped. Mr. Murray stated that at 
the meeting of inspectors held recently, it de- 
veloped that a total of almost 600 years of prac- 
tical inspection experience in the inspection of 
southern pine is represented in the personnel of 
the SPA inspection staff. The oldest inspector 
has had 45 years, the youngest 19 years, and 
the average is 33 years. 


Other Associations Send Felicitations 


The last sessions of the annual meeting were 
marked by the felicitations of representatives 
from other associations. The first speaker was 
R. G. Kimbell, who explained the set-up of the 
National Lumber Manufacturers’ Association. 

Col. W. B. Greeley, secretary-manager West 
Coast Lumbermen’s Association, said that the 
industry on the Coast is gradually coming back, 
and its statistical position is strong with re- 
spect to stocks on hand, which are low, well 
filled order files and improvement in prices. 
He thinks there will be very little overproduc- 
tion for the next year or so, as the working cap- 
ital of producers has been impaired. Another 
factor is a very high labor cost and an estab- 
lished 40-hour week. “Some of our folks have 
been thinking,” said Col. Greeley, “of the south- 
ern pine industry as a doddering, decrepit old 
man on its last legs and about finished. But 
after sitting in your meetings here the last 
few days, l’m going back there and tell them 
that the southern pine industry is a very active 
and vigorous young man and has just reached 
his majority and can be counted on for many 
years of useful service.” 

S. V. Fullaway, Jr., secretary-manager West- 
ern Pine Association, Portland, Ore., said he 
was impressed with the similarity of problems 
in all the different lumber regions. His asso- 
ciation is spending $100,000 a year in trade 
promotion. Most of the producers are keeping 
well within the recommendations of the produc- 
tion committee for production, and stocks and 
production are in good balance. They are op- 
erating on the same schedule of wages and hours 
as the West Coast. 

C. C. Sheppard, speaking for the Southern 
Hardwood Producers (Inc.), said that it was 
a mistake for a pine man to try to manufac- 
ture his hardwoods in his pine mill, running 
alternately on pine and hardwoods. The manu- 
facture of hardwoods is entirely different 
from that of pine. He explained the purposes 
of the Southern Hardwood Producers (Inc.). 


Pulpwood Resources of the South 


Capt. I. F. Eldredge, regional director For- 
est Survey, amazed his audience with the knowl- 
edge that the incomplete and tentative data, 
gathered so far by the Forest Survey, gives an 
estimate of 329 million cords of pulpwood now 
growing on 82,000,000 acres, increasing by 
growth annually to the extent of approximately 
18 million cords, or % cord net for each acre 
a year in pulping species. In 1934, he said, the 
lumber and other well established forest indus- 
tries were cutting this resource at the rate of 
approximately 9% million cords a year. At 
this rate of drain, 814 million cords of growth 
are added each year to the uncut growing stock. 
The present annual pulpwood cut in the section 
covered by the survey is about 700,000 cords. 
Correlation of the wood utilization practice of 
the various industries, and the adoption of in- 
telligent forest management, would do much 
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Send TODAY for our free folder—no obli- 
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Marquart Frames which permit Screens 
and Storm Sash to be interchanged FROM 
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Air-tight—light weight—easily han- 
dled—quickly removable for clean- 
ing—lock open for ventilation— 
cost no more than old style. 


Here’s an item that will sell readily and 
make you a worthwhile profit. 


MILLWORK MANUFACTURERS 


Your present design frames can be easily 
converted to the new Marquart type under 
our license arrangement. Only on is 
in the casing—sash and screens made in 
two sections—upper and lower—permitting 
a big saving in the use of short length 
stock. 


There’s a vast market in new homes as 
well as existing structures. Special patent- 
applied-for moulding converts present style 
frames into Marquart type. 


This proposition has real merit— 
Write TODAY for full information. 
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from trees discarded by naval stores operators. companies, it is assumed that the stockholders There is also a provision in the bill that ut tie 
If the pulp mill will use thinnings, the lumber would permit the Government to go back to made 
company will be able to grow its crops of timber values before March 1, 1913, to ascertain a mark 
in shorter time, and the quality of stands for basis for computing surpluses. the ¢ 
lumber growth may be improved if = a OLD TIMERS' BANQUET place 
an fective trees can be used for pulpwood. , if : : 
yh yon limbs can ie used for en _t resident E, L. Kurth presided at the Old — 
the logger can clean up his cut-over areas and ogee Banquet, oq pn Henry — No 
eliminate tremendous fire hazards. “If a large the toastmaster. Mr. Kirby made one of his mana; 
number of pulp mills came to the South,” said fine talks. He referred by name to leaders in builde 
Capt. Eldredge in concluding his remarks, “they the industry of the early day, and said that they from 
will create a tremendous market for small-size were the pioneers that made possible the build- insula 
wane” ing of 11,000,000 homes west of the Mississippi cold, 
Capt. Eldredge’s address closed the meeting. River. He mentioned the lumber newspaper Oreg 
men who had been constantly serving the in- ond 
Charts Show "March of Pine" dustry, paying tribute to Leonard Bronson, pa 
= ; : a ” J. E. and E. H. Defebaugh, William Eddie laces 
“The March of Pine—21 Years of Progress Barns, Bolling Arthur Johnson, Robert Emmet P 
was graphically shown by charts, one for each Kelley, James H. Baird and Walter C. Wright. Bette 
year, naming the activities of the year and the Only one of these men survives. Mr. Kirby T 
accomplishments. The titles of the charts were: called upon C. S. Keith, R. M. Hallowell, Ben he 
1915—Lumber Awakes, Charies S. Keith, presi- Woodhead, E. G. Swartz, W. B. Greeley, C. C. “te 
dent 1916—Association Achievements ; _1917— Sheppard, W. T. Murray, Frank L. Adams, but Ww 
Pine and Patriotism; 1918—Southern Pine and Mrs. Eli Wiener, Joe Lane, Charles Green, S. wean 
Reconstruction; 1919—Association Growth, A. V. Fullaway, Jr., S. H. Bolinger, T. W. Ros- —- 
L. Clark, president; 1920—Lumber Liquidates ; H. C. BERCKES, Z. K. THOMAS, borough, Eli Wiener, Mrs. Charles S. Keith, = 
1921—Protection for Buyers of Pine, P. S. Gar- New Orleans, La.; Warren, Ark.; Mrs. M. L., Fleishel, J. S. Foley, M. L. Fleishel, lifer 
diner, president; 1922—Home and Citizenship, Secretary-Manager Director James Boyd, and H. C. Berckes. — 
John H. Kirby, president; 1923—Dawn of a name! 
New Era; 1924—A Decade of Service, E. A. with | 
Frost, president; 1925—Standardization and . a . * men 
Grade-marking ; 1926—An Allied Industry Pro- © t W tr M {| D a , 
gresses, A. J. Peavy, president; 1927—Protect- o-opera Ion I HS ISCUSSE = fo 
ing and Expanding Markets; 1928—Telling the — e follow 
World About Southern Pine, F. W. Reimers, b % R - | . 
president; 1929—Looking Ahead; 1930—Meet- y oulsiana e al ers “= 
ing the Shock of Depression, C. C. Sheppard, tes “4 
president; 1931—Consolidating All Southern New Orveans, La., April 6—According to wants something of his own style and his own a , 
Pine Manufacture; 1932—Preparing for Re- custom the Louisiana Retail Lumber & Build- arrangement. He may be able to build a cheap Many 
covery; 1933—Industry and Self-Regulation, L. ing Material Dealers’ Association held its an- house, but it will be a cheap house. He thought volum 
O. Crosby, president ; 1934—Administration of nual meeting at the St. Charles hotel, here, on a retail dealer would think a long time before ioyed 
Code; 1935—Southern Pine Helps Itself, E. L. March 30, while the Southern Pine Association he would add to his inventory a lot of prefab- condit 
Kurth, president. was maving he first day of its annual meeting. ricated items that would ha up his money, plans 
‘ J. Frank Carroll, Alexandria, president, was Cause it was not seasonable and would compe us 
Proposed Tax on Corporation Surpluses in, the chair. R. A. dendion is secretary. him to carry two different kinds of stocks. whieh 
New Or.eans, La., April 2.—R. C. Fulbright, The features of the meeting were talks by Mr. Sundbery said that 14 retailers in the ganize 
general counsel of the Southern Pine Associa- C. C. Sheppard, of Clarks, La., as a manufac- towns in the vicinity of Houma, where he lives, memb 
tion, discussed the effect of the proposed tax turer, and Oscar C, Sundbery, Houma, La., as had incorporated an association not for profit, to in 
on corporation surpluses provided in the bill a retailer. Mr. Sheppard spoke of prefabri- under the name Lafourche Valley Dealers. The We 1 
now before Congress. He used as an example cated lumber. He said the sawmills can cut dues are %4 of 1 percent of sales. There is a agreet 
three lumber companies, each owned by three umber into any shapes the retailer wants it paid secretary who issues bulletins containing agreet 
stockholders, Smith, 50 percent; Jones, 30 per- cut, and will help him sell the lumber. But information, and the organization also has a the la 
cent; Brown, 20 percent. In each case the profit up to this time there had not been produced price-list. Mr. Sundbery said the organization as str 
was the same, $20,000. He assumed that each houses from fabricated lumber that are as satis- had been a benefit to its members, and he ad- that ; 
man had other income that would handle his factory as those built in the traditional way. He vocated the organization of other local groups placed 
exemptions, so that all would be on the same does not believe that a man who wants to build in parts of the State where it is convenient for such | 
basis as to the effect of the proposed tax. In @ home would want to have one that looks like retailers to meet. He believes that several such We 
the first example, the corporation distributed 2 lot of others in the same neighborhood; but organizations would be of value to the State hoping 
all of its earnings, $20,000; in the second, 50 association. ciplin 
The officers elected are: sawm: 
EFFECTS OF PROPOSED TAX ON CORPORATION SURPLUSES President—F. Lisle Peters, Louisiana West- almos 
All sawmills earn $20,000, have three stockholders, Smith 50 percent, Jones 30 percent, © Lumber Co., Lake Charles. Pri 
Brown 20 percent each. Vice President—Ben F. Johnston, Madison rice 
a “ a Lumber Co., New Orleans. Thi 
istri . ' anes 53 Second Vice President—T. L. Pittman, ; 
—— oo rorry ‘To — —— Shreveport Long Leaf Lumber Co., Shreve- — 
All Jones 6,000 320 0 320 «0s Port. trollin 
Distb. Brown 4,000 160 0 160 Treasurer—George E, Knoop, Knoop Lum- Conse 
1180 ber & Realty Co., New Orleans. ing, v 
be Smith 5,000 240 $3,500 et rt, Secretary—R. A. McLauchlan, New Orleans. mainis 
20 ‘fo Jvones os 120 2,100 ’ Directors—C. M. Managan, Krause & Mana- 
Dist. Brown 2,000 80 1,400 1,480 gan Lumber Co., advan Chechens J. T. Wil- — 
$7,000 $7,440 bert, Ascension Lumber Yard, Donaldsonville; memb 
Z Co. Smith 7,000 410 1,500 19190 W. F. Trieschmann, East Arkansas Building 
10% Jones 4,200 170 900 1070 Supply Co., Lake Providence; Lee Hodges, ondly, 
Distb. Brown 2,800 112 600 "11 Superior Lumber Co., Monroe; A. H. Wolff, that v 
—— Vivian Lumber Co., Vivian; J. S. Gary, Brous- ship e 
Other From $3,000 $3,692 sard Lumber Co., Kaplan; J. F. McCrocklin, is the 
_—_— Coep. & Mansféld Lumber _Co., Mansfield; P. A. of thi 
ancharda, ancnar umber u O,. . 
4 oe 5 nd ae + £78000 3.488 S a New Orleans; H. H. Harris, Hill, Harris & inspec 
Distb Brown 2/800 4:000 380 0 3890  Co., Alexandria; P. V. Nohe, St. Germaine- qualit; 
Nohe Lumber Co., Jennings; E. C. Slagle, lumbe 
From $4,060 Slagle-Johnson Lumber Co., Monroe; J. Frank Purpo: 
Corp. Y Carroll, Carroll Lumber Co., Alexandria. (1) # 
B Co. Smith 20,000 43000 1,010 3,500 4,519 . The Tulane Hardwood Lumber Co., New Or- ff (crial 
50% Jones 4,000 + 3,000 250 2,100 2)350 leans, furnished a buffet supper and a floor show tical 1 
Distb. Brown 6,000 + 2,000 180 1,400 1,580 under the direction of Louis G. Riecke, presi- factor’ 
$7,000 $3,440 dent of the company. that a 
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AMERICAN LUMBERMAN 


On Our Way to Greater Prosperity 


(Continued from page 37) 

uf lumber needed for a given purpose can be 
made to satisfy better than any material in the 
market. The abuse of our material has been 
the chief contributing factor toward its dis- 
placement. Every retail trade association should 
tackle this problem of lumber promotion and 
research first. 

Not long ago out at one of our yards, the 
manager was showing a prospective large home 
builder a car of our own Ponderosa pine shipped 
from Hines, Ore., in a car that was completely 
insulated from all moisture, extreme heat or 
cold, that might occur between Chicago and 
Oregon. He explained all this to his customer, 
and the man became so enthusiastic while ex- 
amining this carload that before leaving he 
placed his entire business with us. 


Better Merchandising a Permanent Benefit 


The retail lumber industry is making prog- 
ress; we must not be too impatient of results, 
but we never can achieve those results until we 
control our own business. The only perma- 
nent benefit is to develop better merchandising 
methods than your competitor. 

Now, coming to the problem of solving our 
difficulties in the large metropolitan area, 
namely, severe price cutting, being interfered 
with by direct mill shipments and direct whole- 
sale and commission shipments, promoting our 
products, price agreements etc., we have had 
the following experience and are developing the 
following proposition: 


Co-operation as Weak as Its Weakest Link 


We made a complete analysis of four or five 
large metropolitan areas of the United States. 
One of these was a large city in Wisconsin. 
Many of them had percentage increases in 
volume two or three times more than we en- 
joyed in Chicago, but their price and grade 
conditions were deplorable. A great many 
plans we ourselves had tried in Chicago. We 
used to have an allotment plan in Chicago, 
which failed because many members of the or- 
ganization had nothing in common with other 
members, and in 1932 this plan would have had 
to involve too large a financial responsibility. 
We next tried some form of definite price 
agreement, either in the form of a gentlemen’s 
agreement or with a so-called Czar to enforce 
the law. They all failed because they are only 
as strong as their weakest link, or because of 
that individual or group of individuals who 
placed a premium on chiseling. Today, all 
such plans are illegal. 

We next tried to control the source of supply, 
hoping that the disorderly dealer might be dis- 
ciplined. Considering the very large number of 
sawmills that are willing to supply lumber to 
almost anyone, we found that plan failed. 


Price Control Through Customer Service 


This is particularly true if your market con- 
tinues to degenerate into low quality lumber. 
These same facts remain true in regard to con- 
trolling the wholesaler and commission man. 
Consequently, in the plan we are now formulat- 
ing, we look to the purchaser as the only re- 
maining medium through which to control our 
lumber market. In our present organization we 
consider it a matter of first importance that the 
membership must be on a selected basis. Sec- 
ondly, we have endeavored to suggest something 
that would build real benefits for the member- 
ship exclusively. The name of our organization 
is the Chicago Lumber Institute. The purpose 
of this organization is to investigate, specify, 
inspect and guarantee delivery of a species, 
quality, condition of seasoning and grade of 
lumber that should be used for each specific 
Purpose in order to demonstrate to the public 
(1) that lumber is still the most desirable ma- 
terial to use; (2) that it is possible and prac- 
tical to secure lumber that will perform satis- 
factorily under every condition of use; (3) 
that a recommendation of the organized lumber 


trade of Chicago has sufficient merit to warrant 
complete confidence, and (4) that the integrity 
of the organized lumber trade of Chicago guar- 
antees the delivery of the exact quality of lum- 
ber specified, if purchased according to specifi- 
cation. 


Earning Confidence of the Buyer 


Organization. To assure performance to the 
letter, each member shall contract with the or- 
ganization to unequivocally assume full respon- 
sibility for complete performance in every de- 
tail of investigation, promotion and performance. 
This applies to the actions of the entire per- 
sonnel of each member’s firm, 

Investigation. Where there is the slightest 
doubt regarding the lumber to be used for any 
purpose, in every field of usage, whether indus- 
trial, plant maintenance, or construction, each 
member agrees to consult with the engineer. 

Promotion. Each member shall agree to in- 
ject the organization service into every possible 
contact with the public, and shall further agree 
to accept and fulfill assignments requesting him 
to call upon any lumber user or specifier for the 
purpose of securing recognition and acceptance 
of the organization service. 

Performance. In order that all the known 
hazards and disappointments and gentlemen’s 
agreements etc. be eliminated from this organ- 
ization, and that the public should have every 
guarantee of performance, we regard it as im- 
perative that each member should post with the 
Organization a performance bond. The bond 
would also guarantee the payment of the dues of 
the member for the term of his contract. 

I believe no reasonable architect could doubt 
that there were sufficient members of the Insti- 
tute to furnish real competition. I believe we 
can sell the idea that guaranteed lumber can 
only be bought under the stamp of the C. L. I. 

This plan will not be a cure-all for price de- 
moralization. It will, however, gradually act 
as a foundation upon which the select lumber 
trade can build real prosperity. In time, it will 
dominate the lumber market of Chicago. Its 
possibilities are unlimited; its progress must be 
slow and sure. 





Longleaf Stress Grades Speci- 
fied for Niagara Bridge 


The International Railway Co., which has the 
street railway franchise in Buffalo and Niagara 
Falls, is about to engage in redecking the Falls 
View Bridge, across the Niagara River just 
below the Niagara Falls cataract. The company 
is specifying 1,800-pound-stress grade joists and 
planking, and longleaf pine will be used, the 
order calling for 120,000 feet. This order is of 
unusual interest to lumbermen of Buffalo and 
the Niagara Frontier, for it is the first time 
that engineers have specified the new type of 
stress-grades in this market. The grades have 
been worked out in the Forest Products Lab- 
oratory, Madison, Wis. The order calls for 
delivery of the lumber by May 1. It is ex- 
pected that the new stress-grades for hardwoods 
will be published by the National Hardwood 
Lumber Association this week. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
March 28, 1936, totaled 1,167,295 cars as fol- 
lows: Forest products, 60,350 cars (a decrease 
of 1,380 cars below the amount for the two 
weeks ended March 14); coal, 179,782 cars; 
grain, 62,044 cars; livestock, 24,383 cars; ore, 
10,633 cars; coke, 11,949 cars; merchandise, 
305,101 cars, and miscellaneous, 513,053 cars. 
The total loadings for the two weeks ended 
March 28 shows a decrease of 84,395 cars be- 
low the amount for the two weeks ended 
March 14. 
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A Complete 
INSULATION LINE 


covering every requirement of 
the home-building trade 


you find in Capitol Rock Wool 
NO the utmost convenience and 
profit of a leading line of 
Home-Building insulation in a range that 


covers the requirements of all types of 
builders for every conceivable construction 


1—WALL-THICK BATT 


Unequalled; assures dealer a product that 
will meet architects’ and builders’ highest 
specifications for insulation against heat and 
cold, yet with utmost installation convenience. 

Wall-thick (35%”); size 15x23”; packed in 
carton; 8 pieces covering 1914 sq. ft.; treated 
to repel moisture; used on walls, ceilings and 
slopes. Everlasting; fire-proof; wind-proof. 
Conductivity .250 B. T. U. 


2—SEMI-THICK BATT 


Differs from above Wall-Thick Batt in the 
following regards only: Thickness 2”; 13 
pieces to the carton, covering 31.14 sq. ft. 


S—LOOSE Batt WOOL 


A new, handier form of loose commercial 
rock wool. Cheaper to install and gives abso- 
lute assurance of uniform insulation over 
every square foot. Flexible; 3” thickness. Size 
9”x15”. Packed in bags, 21 strips to the bag. 
A lighter-weight fabrication that covers 20 
sq. ft. of walls, ceilings or slopes. 


4—ROLL FELT 


Like all Capitol Rock Wool, it acts as a 
sound deadener as well as an insulator. Should 
only be specified where 2” thickness is accept- 
able and expected. 

Flexible; paper on one side; 2” thickness; 
size 8 feet by 15 inches; two rolls; packed in 
a bag; covers 20 sq. ft. of surface. In wide 
demand for insulating ceilings, floors, slopes. 


As soon as you learn the full de- 
tails, you will pronounce this COM- 
PLETE LINE a real money-maker— 
easy to stock, convenient to sell. 
ONLY A FEW lumber dealers in 
each territory can be given the oppor- 
tunity of handling this line. 
Convenient coupon below. 


CAPITOL 





a MAIL THIS COUPON TODAY 
The Standard Lime & Stone Co., (Est. 1888) 


First National Bank Bldg., Baltimore, Md. 


Please send us full details on your COMPLETE 
LINE of Home Insulation, including prices, etc. 


I hers cease uitiessinis sacs easeincabaasi nein nbesiaieaiunileaiiniantetion 


Ne I reisieenitiscaipittnnedenicnndeannenincnixntiinaniaae , 
AL6-4 
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Low Dealers and Others 
Are Co-operating 


Somebody did exceptionally fine work 
in organizing the very efficient “Build 
With the Bonus” advertising campaign 





now in progress at La Crosse, Wis.—an 
outgrowth of the AMERICAN LUMBER- 
MAN’S message to the trade broadcast 


in the issue of Feb. 1, and those of sub- 
sequent publication dates. And we 
strongly suspect’that the lumber retailers 
of that city were, and are, the “some- 
bodies” that initiated and have success- 
fully carried forward, in the above city, 
the campaign referred to. Anyway, a 
fine group of representative lumber and 
building material dealers, including most 
if not all of the local firms in that line, 
together with a number of other enter- 
prising concerns representing architec- 
tural, equipment, plumbing and heating, 
utilities, financing and other lines affiliated 
with the building interests are co-operat- 
ing in a series of the most striking full- 
page newspaper advertisements, promot- 
ing the “Build With the Bonus” idea, 
that have come to the notice of this de- 
partment. 


All of the advertisements are illustrated 
with cuts emphasizing the idea that the 
wisest use which the veterans can make 
of their bonus money is to use it for im- 
proving and modernizing their homes; 
or for making the initial payment, to be 
supplemented by FHA or private financ- 
ing, on new homes. Four of these ad- 
vertisements, which appeared in consecu- 
tive issues of the La Cross Tribune and 
Leader-Press, of March 8, 15, 22 and 29, 
are before the writer. They show care- 
ful planning, good illustration and layout, 
persuasive copy, and skilled typography. 
We regret that the size of the advertise- 
ments forbids reproduction in the space 
here available. 

Suffice it to say that the first advertise- 
ment of the series is patterned closely 
upon the AMERICAN LUMBERMAN’S 
front-page message of Feb. 1, headed 
“Build With the Bonus’; and is illus- 
trated by a drawing of a column of march- 
ing soldiers, merging into an attractive 
home scene featuring a civilian veteran 
being greeted by his wife and children 
as he approaches the new home made 
possible by his bonus. Here are some 
excerpts from the text of the other ad- 
vertisements, which present arguments 
that other dealers might adopt in prepar- 
ing similar advertisements : 


Plan how to invest your bonus money wisely. 
Your bonus can buy lifelong security and hap- 
piness. You'll want a sound investment, of 
course; one that is dependable, that will offer 
you the security you want. You want to do 
something for your family. Consider the pleas- 
ure of having a home of your own; a garden, 
room for the children to play, a place to pur- 
sue your own hobby, and room to entertain. 


Then consider the present low cost of building, 
and remember how much your bonus can bring 
you if you invest in a home of your own. Lib- 
eral financing arrangements are now available, 
making this year an ideal time for building. 

Every man cherishes the dream of a home 
of his own. Now yeu can make this dream 
come true. Use that bonus money to help buy 
a lovely, comfortable place you can really call 
yours. Give your family the pleasant environ- 
ment they deserve. This is the time to buy. 
Prices are going up. Invest now, and reap the 
benefits of your wisdom for years to come. 

Use your bonus to buy a lifetime of comfort 
and security. Invest in a home. Each evening 
when you return from work, the pride of owner- 
ship will repay you again and again for your 
wise purchase. 


Each of the advertisements states that: 


Any of the firms listed on this page will be 
glad to help you with your building plans and 





WILL OTT, president Segelke 
& Kohlhaus Co., La Crosse (Wis.) 
millwork manufacturer, who 
kindly sent in the sample adver- 


tisements here described, writes 
under date of April 3: 
Following your recommenda- 


tions about “Building With the 
Bonus” in issue of Feb. 1, and with 
the thought that you might be 
interested, we are enclosing sam- 
ples of four full-page advertise- 
ments that have appeared in our 
local daily paper, sponsored by a 
group of business houses, archi- 
tects and contractors. We congrat- 
ulate the AMERICAN LUMBERMAN 
on presenting to its readers this 
very impressive idea, from which 
we are confident excellent results 
will follow. 





explain how easily and economically a home 
can be financed at the present time. 


These firms, thirty-three in number, are 
as follows: 


George C. Philips Appliance Co., oil burners, 
stokers, air-conditioning. 

Palmer Hanson, sheet metal work and furnaces. 

Boyum, Shubert & Sorenson, architects and 
engineers. 

Badger Lumber & Coal Co. 

Bice-Olsen Lumber Co. 

Consumers Lumber & Coal Co. 

Gateway Lumber Co. 

Lieder-Lampert Lumber Co. 

North La Crosse Lumber Co. 

Taylor Lumber Co. 

Bentzen Sand & Gravel Co. 

Cargill Fuel & Equipment Corporation. 

Cary Oil Burner Co. 

Doerflinger’s, Pittsburgh paint products. 

First Federal Savings & Loan Association. 

The Hengel Co., plumbing and heating con- 
tractors. 

Hirschheimer Tent & Awning Co. 

Kalamazoo furnaces and ranges. 

George Kathan, building and cement work. 
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To Promote the “Build With 

the Bonus” Campaign--Many 

Allied Lines Represented -- 
Selling the Idea With Ads 


Adam Kroner Co., hardware and paints. 

La Crosse Mosaic Tile Co. 

La Crosse Awning & Tent Co. 

La Crosse Mutual Loan & Building Associa- 
tion. 

Meir Brick Co. 

Peter Nelson & Son, general contracting. 

Northern States Power Co. 

W. A. Roosevelt Co., wholesale plumbing and 
electrical supplies. 

Schnell Brick Co. 

Sears Roebuck & Co. 

Segelke & Kohlhaus Co., millwork. 

Michael Sobkowiak, cement and building ma- 
terials. 

Lee Staats & Son, home decorators. 

Tausche’s, hardware and paints. 

—_—_—_—_—_—_—_— 


Dealer Contacts Two Hundred 
Veterans by Mail 


As an example of the direct-mail 
method of bringing the “Build With the 
Bonus” idea home to the veterans of a 
community, we are here reproducing the 
text of a form letter which C. D. Streeter, 
president Streeter Lumber Co., Keokuk, 
Iowa, informs us was recently sent to 
over 200 of “the boys.” The letter was 
sent out under date of March 26, signed 
by the president, vice-president and sec- 
retary of the company, and reads as fol- 
lows: 

Dear Mr. BLANK: 


We join with your many friends in extend- 
ing congratulations on your bonus victory. 

It is evident that Uncle Sam is trying to 
show, even if in a small way, his appreciation 
for your loyalty to the good old U. S. A. 

In the event that you have not fully decided 
how you will invest your bonus funds, may we 
suggest that you give some thought to an in- 
vestment of a rather permanent nature, such as: 

A new home; a new garage; a new porch; 
hardwood floors; new wallpaper; repairing or 
remodeling your present home; painting in- 
terior and exterior. 

If your allotment will not permit you to do 
all that you would like to accomplish, we might 
assist you in a financial way with the amount 
you are short. Our plan and estimating service 
is free to you. 

Many of the war veteran comrades have told 
us that they are interested in our materials 
and would call on us. Why not you? 

Cordially yours, 
STREETER LUMBER CO. 


Tornado Strikes Cedar Products 
Plant 


GREENSBORO, N. C., April 6—A destructive 
tornado that struck this section on April 2 did 
much damage to the plant of George C. Brown 
& Co., manufacturer of cedar closet lining and 
other cedar products. The tornado completely 
demolished this company’s power plant, oil pro- 
ducing plant and destroyed all the power lines. 
conveyor systems etc. It is expected that sixty 
days will be required in which to do the neces- 
sary rebuilding and again put the plant into 
production. 








THE IDEAL home should have spaciousness in 
the arrangement of the living area and com- 
pactness in the working area. 
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liany H AND HL HINGES DOUBLE ACTING CABINET LATCH SURFACE BOLT 
d For use on doors and cupboards in FLOOR HINGE 
ed -- residences where colonial effect is 


a 


A oe desired, ba 











No. 1190 
\ssocia- No. 155 No. 1124% 
Particularly suitable for pantry doors Hammered design is especially appro- 

H Hinges HL Hinges in residences, Will hold the door open Attractive hammered design especially priate for use on doors where a colo- 
z. No. 857 Plain No. 858 Plain at an angle of 90°. Ball Bearings appropriate for use on cabinets having nial effect is desired. 

No. 857%4 No. 858% assure long wear, H and HL hinges. 
ing and Hammered Hammered 

COMBINATION CASEMENT CABINET HINGES 
and SCREEN HARDWARE 

ing ma- 


ndred 


For use on single 
wood casements, 
combination 
hinges swing both 
sash and screen 
outward. Unique 
fastener locks 
both sash and 

















(Grefree DOORS WILL 
MAKE (Gireprece SALES 




















No. 289 

ect-mail screen. 

rT: . For cupboards, bookcases, and cab- 
Jith the | HIS SPRING / inets. Available in a wide variety of 
ns of a Ne. 268 . * @ F e finishes to match any other hardware. 
‘ing the 
streeter, BUTT HINGES : : : . ; FRICTION HINGES 
Keokuk This year, Stanley is making home builders think 
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on this page — items you have in your own stock. 
It will pay you to send for your supply of these 
booklets now and let your store be known as 
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Affirms Policy of Selling Only Grade-Marked 


Los ANGELES, Cauir., April 4.—*To- 
morrow you embark upon a glorious ad- 
venture.” That is the inspiring opening 
sentence of a bulletin issued to members 
of the Lumber & Allied Products Insti- 
tute on March 31 by Kenneth Smith, sec- 
retary, in connection with the adoption of 
a policy of selling grade-marked lumber. 
The bulletin continues: 


For the first time in the history of Los 
Angeles you are jointly recognizing your re- 
sponsibility for dealing honestly with the unsus- 
pecting and technically uninformed public—for 
protecting the public against the rapaciousness 
of chiseling lumber dealers and chiseling con- 
tractors (often in collusion)—and for restoring 
lumber to its once proud and honestly won 
place as the world’s best and most economical 
building material. You can hold your head a 
little higher tomorrow from the knowledge that 
you are taking part in a program that is going 
to restore your pride in your calling—that is 
going to make it unnecessary for you to defend 
lumber against the bad name it has been given 
by improper use and dishonest selling. But— 
you just start tomorrow. You win by following 
through. 


Dealers Must "Stick to Guns” 


That the adoption of this policy and 
its strict observance by those who are co- 
operating in this movement will not be 
a bed of roses is made clear in this bulle- 
tin. But dealers are urged to courage- 
ously “stick to their guns,” assured that 


they will find this both helpful to their 
trade and profitable to themselves. The 
bulletin continues: 


We have developed these bad practices 
through a long period of years. They will not 
be corrected overnight. We have some few 
dealers who can not see beyond their noses— 
who care nothing about tomorrow—who are 
perfectly willing to see No. 4 and No, 3 Com- 
mon go into large permanent structures, fail 
to give service and discredit wood for all time 
to that buyer, if they can make (or think they 
make) a dollar out of its turnover today. We 
are dealing with plenty of jerry builders who 
are interested only in price per thousand (pro- 
vided the lumber is not branded so they can 
lie to the buyer of the home as to its quality) 
and who do not care a damn about the fact 
that they and their tribe are destroying the 
confidence of the public in an honest product. 
We are dealing with a public which has been 
educated by the long lean years to buy every- 
thing on “price” and to which “lumber is lum- 
ber.” At a meeting in the City Hall the other 
day one of your councilmen, who is certainly 
of above average intelligence, remarked that 
“THEY” had to find some way to protect the 
public against getting dry rot in their lumber. 
I doubt if many of you realize what a low 
opinion most people outside of our industry 
have of us, and how far we have to beat back 
to rewin the respect of our neighbors. 


Tells Obstacles to Program 


The bulletin then calls attention to the 
fact that there are a few wholesalers who 
are not co-operating in the program and 


who are indicating that the dealers are 
not serious in this effort, and that after 
a little while will be back in the old rut 
of selling substandard lumber for pur- 
poses for which it is not fitted. The 
bulletin also combats the argument that 
grade-marked lumber will cost $1 per 
thousand more, and dealers are advised 
to tell such wholesalers that they have 
decided to do business with manufactur- 
ers who do not ask a premium “for guar- 
anteeing to give you what you buy.” It 
is also suggested that even if West Coast 
Lumbermen’s Association grade-marked 
Commons did cost $1 more, it would be 
a bargain if only for the reason that it 
would enable dealers to learn what mills 
are “cutting your throat by selling direct 
to consumers.” 


One of the large retail concerns, the 
Owens-Parks Lumber Co., reports that 
since beginning on March 1 to grade- 
mark No. 2 Commons, it had had eight 
requests from buyers to eliminate the No. 
2 stamp, this being a tacit admission that 
No. 2 was being substituted for the No. 
1 supposed to be used. In a message to 
all of the employees of the company, the 
manager pointed out that if the contractor 
was discovered to be cheating, he would 
put the blame on the lumber dealer, and 











MILLS AT 


QUINCY, CALIFORNIA 
SLOAT, CALIFORNIA 


PLANING MILL 








Quincy LyumMBer Com 


HOME OFFICE 
LAKE CHARLES, LOUISIANA 





QVINCY, CALIFORNIA, 


SUGAR PINE + PONDEROSA PINE + DOUGLAS FIR 
WHITE FIR + INCENSE CEDAR 


MOULDINGS 


PANY, "«. 


SALES OFFICE 


QUINCY, CALIFORNIA 
©. C. MORRIS, SALES MGR. 


BOX FACTORY 

















ZZ, 





Vi Wii Wy ibn x Y uf 
7 10 J 
2 ® FS 
4 Y 


TO). 


adiitilidiladdanduddunalditdi 
CAR LOADS OR MmIxED 


ae ti 188 


=fJaloj i slogan ea aSi—)| Se elole)] -Aeok 
YY “rr y Yj wy y y 
Yj PRYING Aad ded 
_ £ 


oe Z Y Y 


WY 


Yr?“ My “YY 
Wasi 


44,444 44 


ZZ 


CARS 


—Syee(PAMUDO) 





My 


Be 


pe 22d 


Y 
My 
mnoin Te GS 


Z 


7 


Y 
Y 

My 
YY 


DIRECT FROM THE FACTORY. 


WASHINGTON, 








April 


he sz 


Th 
Califc 
tion | 
well 
whick 
with 
selfis] 
prote: 
for c¢ 


R 
Se 


who 
son 
simil 
ploye 
pledg 
TI 
their 
only 
tion 
of N 
tural 
to d 
and | 
tome 
It 
deale 
ten ¢ 
(exc 
fund 
the s 
to su 
indiv 
all ci 
ers b 
Co 
punc 
if th 
ligiot 
will t 
years 
best» 


E 


VIE 
of the 
Timbe 
ing a; 
of the 
supple 
copyri 
the in 
ket « 
Janua 


THI 
ment | 
appara 
ordinat 
and to 


1936 


April 11, 1936 AMERICAN LUMBERMAN 59 


he said to members of his staff: 


The leading lumber operations in Southern 3 _ 
California are taking this action for the protec- % 
tion of reputable architects and contractors, as 























) are well as for the benefit of the general public, 
after which in the final analysis furnishes the money 
1 rut with which to build. Indirectly, and for purely 
u selfish reasons, the lumber industry intends to 
pur protect itself as well as the reputation of lumber 
bw for construction purposes. 
a 
per Reminds Dealers of Obligation A 
vised Secretary Smith urges every dealer e 
have who has even as much as one other per- 
ctur- son contacting the public to put out a 
puar- similar “unequivocal notice to your em- 
" at ployees that you intend to live up to your 
Coast pledge.” 
arked The bulletin reminds the dealers that 
Id be their obligation is “to sell and deliver 
rat it only West Coast Lumbermen’s Aésocia- 
mills tion grade-marked Douglas fir in grades 
direct of No. 4 Common to dense select struc- 
tural inclusive. There is only one way al 
;, the to do that—it is just to bow your neck it 
; that and do it, regardless of pressure by cus- 
rrade- tomer or salesman.” 
eight It is a part of the program that the 
e No. dealers who are co-operating will pay 
n that ten cents per thousand feet on all sales 
e No. (except to other lumber dealers) into a 
ige to fund to be used exclusively for promoting 
y, the the sale of grade-marked lumber and also 
ractor to support the campaign with their own 
would individual advertising, as well as through "3 
r, and all contacts with specifiers and consum- 
ers by the dealer and his salesmen. 
ae Concluding this bulletin with a real 
| punch, the secretary tells the dealers that 
if they live up to that obligation re- 
— es less — — months we ILL you pay 12c to 15c per thousand board feet to 
will be wondering why it took us so man , - 
years to see ear ae all honesty is a keep your lumber bright? To have that “fresh from the 
best policy.” saw look” even though it has been stacked for several months? 
European Export Statistics Investigate the possibilities of rump the time tested 
Vrewnwa, Avusrata, March 19—A summary anti-stain chemical and prove for yoursel that LIGNASAN 
of the official control statistics of the European does prevent sap stain and keeps lumber bright. 
Timber Exporters’ Convention, which by bind- 
ing agreement limits the sawn timber exports Keep your lumber bright with LIGNASAN and cash in on the 
of the signatory countries, has been issued as a , 
supplement for publication (other details are profitable sales that bright lumber offers. 


copyright and can not be reproduced), to help 
the industry form an estimate of coming mar- 
ket developments. The first issue covers 


January business, and follows: 
EUROPEAN TIMBER EXPORTS FOR 
JANUARY, 1936 
Exports of Sawn 


* Trade- Mark Registered 

















—— ree 
‘een Manufactured by E.1.DuPont de Nemours &Co., Inc. 
in Total Wilmington, Delaware, for 
Total Exports Column 2) 
Country of Origin Cubic Meters Standards* THE GRASSELLI CHEMICAL Co. : 
OS eae 14.484 2.400 Founded 1839 Incorporated Cleveland, Ohio a 
ERS aes © 266.714 50.257 
EE cua dra aocwiavahe 267.459 42.940 Dip one-half the length of 50 freshly sawn, very sappy boards 
U-8.8.R. settee eeeees ad y+ 4.334 MAKE THIS in LIGNASAN solution. Leave other half undipped. Carefully 
rn na SRE RI saeet 1-486 mark boards for identification later and stack in lower part of an 
Lithuania errr ee 8.485 1.375 air seasoning pile. Inspect when dry and note sap stain control 
NEE hawk: acninaieia wae 211.203 25.051 NASAN -dipped ends. 
Czechoslovakia .... 148.355 3.236 a. PP 
guste ae wre 14.344 
fugoslavia ........ 44.601 4.140 THE GRASSELLI CHEMICAL CO., INC. 
Roumania ......... 66.839 9.276 629 Euclid Ave., Cleveland, Ohio 
| reer 1,300.293 164.841 GENTLEMEN: Please send me more (| ) 
*Official equivalent is 4.672 cubic meters. information and prices on LIGNASAN. 


This is not to obligate me in any way. 





THERE SHOULD be a place on porch, in base- Nan 
ment or in the yard for climbing and building 
apparatus on which children may learn co- 
ordination of muscles, for physical development 
and to encourage group play. 
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The Mother 


of 
Prosperity-- 


THE COW 


AMERICAN 





| Wouldn’t Want to 
Be a Cow If-- 


had a pine thicket or a leaky, open- 
crack barn for shelter. 


— 


— 


had to stand in a lot knee deep in 
mud, manure and water. 


had to eat my feed off the ground. 


—_— 


had to stay under the barn shed, to 
let the mules have the stalls. 


_ 


had to break ice with my feet or go 
without water. 


I had to drink water out of a mudhole 
that drainings from the lot went into. 


I had ox warble grubs (“wolves”) in 
my back. 
I had flies on me in summer and mud 


on me in winter. 


I had to associate with poor type, long- 
horn scrub cattle. 


I produced good milk that was improp- 
erly handled and so brought a low 
price. 


had to eat snowballs and sedge-grass 
hay in order to live through the win- 
ter. 


had to wade through wet, muddy 
fields, and polish cornstalks for a 
living. 


had to depend on my owner cutting 
big soy bean stalks out of the corn 
field to feed me on; his cornfield 
would be too small or he would get 
tired too quick. 


had to eat “all meat and no bread”— 
cottonseed meal and hulls and no 
grain. 


LUMBERMAN 


April 11, 1936 


Deserves 


Good Care, 
Food and 


SHELTER 








Following up the imaginative “broad- 
cast” from “Station KOW” which ap- 
peared on front page of the March 28 is- 
sue of the AMERICAN LUMBERMAN, there 
is here presented the complete series of 
six skits written in the interest of better 
dairying by County Agent R. T. Hobson, 
Eupora, Miss. 

As was suggested in the AMERICAN 
ILUMBERMAN of above date, these skits 





— 


HE COW —one of the 
greatest blessings to the 
human race. No nation 

or people has become highly civilized 
without her. She produces the best 
human food on earth. She makes this 
health - building, strength- giving food 
mainly from grass and coarse plants. She 
provides not only food for her young, 
and for her keeper’s family, but a sur- 
plus to sell. Without her, agriculture is 
not permanent or prosperous; people are 
not healthy or happy. Where the cow is 
kept and cared for, civilization advances, 
land is made richer, homes are better, 
debts are fewer. Truly, the Cow is the 
Mother of Prosperity. 











would make excellent advertising copy 
for lumber dealers located in rural com- 
munities. They could well be used in 
pairs, one part captioned “I Would, etc.” 
and the other “I Wouldn't, etc.”—or in 
reverse order if desired. Such use would 
provide a series of three advertisements, 
each made up of two contrasting sections. 
With a little originality and thought, 
other good advertisements could be pre- 
pared by dealers, in the interest of better 
buildings for swine and poultry, by using 
a pig or a chicken in the leading role. 
Good shelter—in other words, good 
cow barns, hog houses and chicken houses 
—save feed; increase production of milk, 
meat and eggs; and contribute to the 
prosperity of the community, thereby 
helping everyone in it, including—per- 
haps most of all—the lumber dealer. 


| Would Want to 
Be a Cow If-- 


I had a good roof over me and good 
tight walls around me. 


I had a good dry floor to stand on. 
I had a good soft bed of hay to rest 


and chew my cud in. 
I had a good hay rack and feed trough. 


I had a clean, well drained lot in 
which to walk about in the sunshine. 


I had well water or spring water 
(warmed in winter) to drink. 


I had the ox warble grubs (“wolves”) 
removed from my back. 


I had fly spray used on me in summer 
and a brush in winter. 


I had records kept of my production to 
prove my value. 


I had one acre of soy beans producing 
one or more tons planted for me. 


I had oats and vetch planted for me to 
graze on. 


[ had one acre of corn yielding 20 
bushels or more per acre planted 
for me. 


I had good sweet sorghum and corn 
(at least 3 tons) in silo waiting to 
take the place of pasture for me. 


I had a little good cottonseed meal 
sprinkled over my corn and silage. 


I had an acre of good pasture planted 
to bermuda, white clover, lespedeza, 


Dallas grass, and Black Medic. 
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THE CHOICE OF 


LUMBERMEN 


WHO WATCH THEIR 
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Many lumbermen .. . especially those who own large 
fleets of trucks . . . keep accurate records of their oper- 
ating costs. Every item of expense is entered on these 
records. Therefore, when they talk about ‘‘economy’”’ 
they consider ALL the elements that make up operating 
costs. 

On this basis, owners’ records show that V-8 Economy 
is OVER-ALL ECONOMY. Savings are not limited to fuel 
and oil costs. They include repair costs, capital invest- 
ment, depreciation, interest, taxes, license fees, wages, 
insurance and tire costs. Only when you consider the 
savings Ford V-8 Trucks make in ALL these items do you 
get the full meaning of V-8 Economy. 

Many of these savings are not revealed until your 
Ford V-8 Truck has traveled tens of thousands of miles. 
But a trial trip will reveal some of them to you . . . and 
enable you to judge V-8 Performance with your own 
loads, under your own operating conditions. Call your 
Ford dealer today and set a date for an ‘‘on-the-job’’ test. 


Any new 112-inch wheelbase Ford V-8 Commercial Car can be purchased for $25 a 

month, with usual low down-payment. Any new 131!4-inch or 157-inch wheelbase 

Ford V-8 Truck can be purchased with the usual low down-payment on the new 
UCC 144% per month Finance Plans. 
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OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 














J. A. MATHIEU 
LIMITED 





Sales Office: 
Mills at 111 West 
RAINY LAKE, Washington St. 
ONTARIO 


CHICAGO, ILL. 


Sorruenn WHITE PINE 
(Pinus Strobus) 
White Spruce—Norway Pine 
NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
. All Items Northern Pine Boxing and Crating 























‘SOUTHWEST 
LUMBER CO. 


_ Alamogordo, New Mexico | 


| 
Manufacturers of 


DOUGLAS FIR 
PONDEROSA PINE 
ENGELMANN SPRUCE 
WHITE FIR 


| 
| 
Box Shooks and Crates of all kinds. | 
} 





Operating in Sacramento Mountains, 
Otero County. N. M. 


of timber. 





Backed by a supply of 1,600,000,000 feet | 











Idaho— 


Ponderosa— 
California White 


WHITE PINE 


Also 





and Sugar Pine 


Cedar and 
West Coast Products 


Fir Wallboar 
William Schuette Company 


New York 
Office—4i East 42d St. 





PITTSBURGH, PA. 
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What the Associations Are 
Planning and Doing 


COMING CONVENTIONS 


April 14-16—Lumbermen’s Association of Texas, 
Waco, Tex. Annual, 

April 21-22—National Retail Lumber Dealers’ As- 
sociation, Blackstone Hotel, Chicago. Annual}, 
The executive committee will meet April 19-20. 

April 23-25—National Lumber Manufacturers’ As- 
sociation, Blackstone Hotel, Chicago. Annual. 

April 27-30—Chamber of Commerce of the United 
States, Washington, D. C. Annual. 

May 7-8—Kansas Lumbermen’s Association, 

sonic Temple, Salina, Kan. Annual. 

12-14—Associated Cooperage Industries of 

America, Jefferson Hotel, St. Louis, Mo. Annual. 


May 13-14—National-American Wholesale Lumber 
Association, Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Annual. 

27-28—Missouri Retail Lumbermen’s Associa- 
tion, Missouri Hotel, Jefferson City, Mo. An- 
nual, 

June 24-26—National Forest Products Sales Con- 
gress, Cleveland Hotel, Cleveland, Ohio. Spon- 
sored by National Association of Commission 
Lumber Salesmen. 

June 29-July 3—American Society for Testing Ma- 
terials, Chalfonte-Haddon Hall, Atlantic City, 
N. J. Annual. 


Ma- 


May 


May 





Plans for National Retailers’ Annual 
Nearing Completion 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., April 9.—While the of- 
ficial program for the annual convention of the 
National Retail Lumber Dealers’ Association, 
to be held at the Blackstone Hotel in Chicago, 
April 21-22, has not been completed, Secretary 
Frank Carnahan states that the conference will 
take up such matters as new housing legisla- 
tion; basing point; distribution; grade-mark- 
ing, committee reports etc. On April 23 retail- 
ers will join with manufacturers at a joint din- 
ner, and during the convention there will be a 
special conference of secretaries. 





Kansas Lumbermen Plan for Big 
Annual Meeting 


Satina, Kan., April 6—Plans are well ad- 
vanced for the approaching annual meeting of 
the Kansas Lumbermen’s Association, to 
held in the Masonic Temple, this city, May 7-8, 
according to announcement by Secretary J. R. 
Montgomery. An interesting and instructive 
program is being lined up, featuring some out- 
standing speakers. The plans also call for an- 
nual banquet and entertainment on the evening 
of May 7. Other entertainment features, as well 
as a complete program for the ladies, are being 
worked out. The exhibits will be numerous and 
interesting judging by the demand for exhibi- 
tion space, a total of fifty to sixty booths being 
devoted to that purpose. 





Lumbermen Are Urged to Attend 
Important National Meeting 


Wasuincton, D. C., April 6—A statement 
from headquarters of the National Lumber 
Manufacturers’ Association urges that every 
lumberman who reasonably can do so plan to 
attend the annual meeting to be held in the 
Blackstone Hotel, Chicago, April 23-25. The 
official call for the meeting dwells on the busi- 
ness to come before it as follows: 

With almost complete unanimity fore- 
casters predict substantial increase in resi- 
dential construction this year. That means, 
or should mean, more business for the lum- 
ber industry. The question it raises is 
whether, and to what extent, the lumber 
industry will seek to secure its share of the 
enlarged market for building materials. All 
of the federated associations have held their 
annual meetings and made their plans for 
activities for the year. The job remains of 
tving these together so that in connection 


with species promotion there may be ade- 
quate and co-ordinated promotion of lumber 
so that the combined plans may be most 
productive and effective. 

Prospective legislation of vital interest to 
the lumber industry also requires our atten- 


tion. Important revisions in income tax 
laws, bills for the regulation of interstate 
business, and labor legislation, may deter- 


mine the course of business for decades to 
come. Adequate knowledge of what is going 
on, and adequate presentation of lumber in- 
dustry interests, are essential. 

These two major items of business will 
dominate the program. 





Announce Changes in Western 
Retail Association Personnel 


SPOKANE, WasH., April 6.—Announcement 
has been made from headquarters of the West- 
ern Retail Lumbermen’s Association, this city, 
that Roy S. Brown has resigned as secretary- 
treasurer of the organization; taking effect 
April 1. 

At a meeting of the executive committee, con- 
sisting of F. C. Kendall, chairman, C. H. Craw- 
ford and J. Earl Healey, the following re- 
arrangement of staff activities and personnel was 
effected : 

The offices of managing director and secre- 
tary have been consolidated, and W. C. Bell 
appointed secretary-manager, with Harold 
Ostergren as treasurer and assistant secretary. 


New Officers of Canedien 
White Pine 


Toronto, Ont., April 6—J. L. Crane, of the 
Crane Lumber Co. (Ltd.), Thessalon, Ont., 
recently resigned from the position of chair- 
man of the White Pine Bureau, on account of 
poor health. L. B. Christie, of the Canadian 
Timber Co. (Ltd.), Callander, Ont., was 
elected chairman to succeed Mr. Crane, and B. 
A. Bain, of Geo. Gordon & Co., (Ltd.), Cache 
Bay, Ont., was elected vice chairman. Mr. Crane 
has been confined to his bed for some time, but 
hopes to be at work again in the near future. 
The Crane Lumber Co. (Ltd.) will start its 
sawing operations earlier than usual, and ex- 
pects to turn out about 10,000,000 feet this 
season. 


Wholesalers Urged to Attend 
National Convention 


New York, April 6.—In a statement issued 
by Otis N. Shepard, president National-Amer- 
ican Lumber Association, members are urged 
to get away from business routine for a couple 
of days and help demonstrate that lumber 
wholesalers are in earnest about their branch 
of distribution, by attending the annual con- 
vention of the association to be held in the 
Marlborough-Bleinheim Hotel, Atlantic City, 
N. J., May 13-14. 

Atlantic City is at its best during May, and 
while the matters to be discussed are of the 
highest importance, there will be ample time 
for relaxation. At the annual dinner, business 
will be taboo, and good speakers and other 
entertainers will make the event highly en- 








joyable. 
The question of distribution must _ be 
solved rightly, said Mr. Shepard. Recog- 


nized practices among manufacturers, whole- 
salers and retailers must be preserved, or all 
will suffer irreparably. What will whole- 
salers do to help hold lumber markets? 
Grade-marking is coming to the fore. Re- 
tailers will tell us about matters that have 
been quietly discussed and which should be 
brought into the open. Manufacturers will 
be on hand and we shall probably hear some 
frank discussions. This is the one and only 
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meeting where wholesalers all over the 
country can get together, and everyone with 
any ideas on what ought to be done should 
be on hand. I don’t see how any whole- 
saler can afford to miss this meeting. All 
engaged in that line of business, members 
and non-members, are invited, and urged to 
attend in their own interest. 


Special rates at the above hotel and reduced 
railroad fares will be available. Hotel reser- 
vations may be made through Secretary W. W. 
Schupner, 41 East 42nd Street, New York. 


W. A. S. A. Holds Dame! Meeting; 
New Officers Named 


PELHAM, N. Y., April 6—The members of 
the Westchester Allied Salesmen’s Association 
held their annual meeting in the Elks Club, 
White Plains, N. Y., March 30. The officers 
and chairmen of various standing committees 
read their reports, and officers for the ensuing 
year were elected. 

John A. MacHardy, retiring president, dis- 
cussed the various activities of the association 
in the last twelve months, and said that the 
membership had grown, dealer relations im- 
proved, and social affairs expanded during the 
time. Kenneth Walker, secretary, gave a short 
report, and J. B. Wyckoff, treasurer, stated that 
the year had ended with a cash balance. 

The formal installation of the following 
newly elected officers will be April 22, with 
the place announced later: 

President—Kenneth L. Clark, Kenneth L. 
Clark Co. 

First vice president—C. 
A. C. Dutton Co. 

Second vice president—T. C. Hulbert, Ma- 
sonite Corp. 

Third vice president—Joseph J. Walters, 
Hussey-Williams Co. 

Treasurer—Walter K. Van Artsdale, 
Hanley Co. 

Secretary—F. Herbert Brown, Weatherbest 
Corp. 

arene for three years—J. A. MacHardy, 
Allentown Portland Cement Co. 





Leslie Walker, 


The 





Reports Expansion of Mahogany 
Markets 


At the annual meeting of the Mahogany 
Association at its headquarters in Chicago on 
March 27, substantial increases in consumption 
of both mahogany lumber and veneer were re- 
ported, and the outlook for a continued im- 
provement was considered quite encouraging. 

The association was reported to be in splen- 
did financial condition and the members were 
unanimous in the approval of its service activi- 
ties extended to furniture manufacturers, deal- 
ers, architects, designers, decorators and the 
general public. 

The secretary reported that “The Mahogany 
Book” issued a year ago, has met with such 
popular demand that the supply is nearly ex- 
hausted and a second and improved edition was 
authorized. 

More than 200,000 mahogany labels, intro- 
duced at the January market, have been dis- 
tributed. 

Officers of the association 
as follows: 

President—D. H. Allen, Otis Astoria Corp., 
New York City. 

Vice president—Harry A. Freiberg, Frei- 
berg Mahogany Co., Cincinnati, Ohio. 
Treasurer—Charles A. Knapp, 

Hawes & Co., New York City. 

Secretary—George N. Lamb, Chicago. 


were re-elected 


Willard 


Roofer Mills Discuss Affiliation 
with Southern Pine 


Cotumsus, Ga., April 6.-—Optimism over the 
building gain and lumber market outlook was 
expressed generally by officials and members 
of the Roofer Manufacturers’ Association at a 
well attended meeting here April 1. A steady 
gain in demand for roofers was reported by 
lumbermen of this section of Georgia and 
Alabama attending the session. President An- 
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ou Jones, of Donaldsonville, occupied the 
chair. 

After discussion Secretary W. R. Melton, of 
Cuthbert, was instructed to wire the Southern 
Pine Association, assembled in convention at 
New Orleans, protesting a recent increase to 
12% cents per thousand feet of lumber shipped 
assessed as membership dues in the association. 
The telegram expressed belief that a large per- 
centage of the Roofer association members 
would join the Southern Pine Association if 
the membership assessment was 5 to 7% cents 
per thousand feet, as formerly. 

Much of the session was taken up with dis- 
cussions of membership in the Southern Pine 
Association, the value of affiliation, etc. 

In connection with reports of increasing de- 
mand, in view of general pick-up in building 
throughout the country, belief was expressed 
that there would be a gradual advance in prices. 

The next meeting was scheduled to be held 
here on Tuesday, May 12, on which date there 
will be a ball game between the Columbus and 
Augusta teams of the Southeastern league. 





West Coast Elects Vice President 
and Small-Mill Trustee 


SEATTLE, WasH., April 4.—The West Coast 
Lumbermen’s Association has announced the 
election as vice president of that organization 
for Oregon of M. H. Jones, president Jones 
Lumber Co., Portland. The vacancy in the Ore- 
gon vice presidency resulted from the election 
of T. V. Larsen, of Forcia & Larsen, Noti, Ore., 
as president of the association. James Carlson, 
president of Seattle Renton Mill Co., Bryn 
Mawr, Wash., has been chosen as small-mill 
representative for Washington on the associa- 
tion’s board of trustees. This completes the 
membership of the board for 1936. 





Willamette Valley Elects Officers 


PorTLAND, Ore., April 4—Charles Snell- 
strom, of Vaughn, Ore., has been elected presi- 
dent of the Willamette Valley Lumbermen’s 
Association, which has its headquarters at Eu- 
gene. He succeeds T. V. Larsen, who was re- 
cently named president of the West Coast Lum- 
bermen’s Association, with headquarters at Se- 
attle. 

Other new officers of the Willamette Valley 
group are: J. H. Chambers, Cottage Grove, 
vice president, H. J. Cox, Eugene, secretary- 
manager; T .V. Larsen, Noti: * S. Magadry, 
Culp Creek; C. W. Ingram, uiendale; C. G. 
Briggs, Eugene, and Grant Murphy, Stayton, 
directors. 





Salesmen's Organization Elects 


Freeport, L. I., April 6—The annual meet- 
ing of the Long Island Salesmen’s Association 
was held March 31 at the Elks Club, and the 
following officers elected for the coming year: 

President—H. M. Mason, Jr. 

First vice president—Edmund W. Griffith. 

Second vice president—William J. McCloy. 

Third vice president—R. Thompson. 

Treasurer for two years—P. H. Medler. 

Secretary—E. H. Gale. 

Trustees—C. Lloyd Jackson, Royal P. Soule 
and K. F. Holloway. 


A. K. Sieber, retiring president, was pre- 
sented with a razor in appreciation of his serv- 
ice. 

Mr. Mason, president-elect, 
committees below: 

Publicity—Ray M. Guinn. 

Golf—R. E. Brown, chairman, W. C. Ham- 
ilton and R. Carr. 

Entertainment—E. W. Griffith, chairman, 
A. J. Pracny, R. P. Soule, P. H. Medler and 
E. H. Gale. 

The next meeting will be April 28 at the 
same place. An attempt will be made to secure 
a speaker to talk on the Associated Hospital 
Service plan. 


appointed the 





Every soy should have a workshop either in 
the basement, the garage or elsewhere. 
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Douglas Fir 





of Certified 
Quality... 


Unknown, unmarked goods used to 
sell well enough—but folks are more 
particular now. 


They prefer branded, identified, 
grade-marked merchandise, realizing 
that a manufacturer cannot afford to 
have his name identified with an in- 
ferior product. 


Keep step with progress by selling 
Booth-Kelly trade and grade-marked 
lumber. There’s no guesswork about 
its quality or value. 


Booth-Kelly Mixed Cars simplify the 
balancing of your stocks. Let us tell 
you more about our facilities for serv- 
ing your requirements in: 


DOUGLAS FIR 


Dimension, Flooring, Ceiling, 
Drop Siding, Finish, Stepping, 
Mouldings, Casing, Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


\BootliAtell 


“LUMBER C 
SUGENE. ORE: 


£i2 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 




















Realm of the Retailer 


(Continued from Page 43) 


There was a local contractor who was 
widely respected as a builder. He put up 
excellent houses, soundly framed and 
beautifully finished. But he was a poor 
credit risk; owed every dealer within 
reach and could buy nothing on credit. 
He came to Mr. Hellyer and tried to bor- 
row money; stating that if he could meet 
his old bills and start over he felt sure 
he could pay out. Otherwise he was 
stopped without a chance. 

Mr. Hellyer was not interested in mak- 
ing a loan but offered to take some stock 
if the contractor would form a company. 
This was done. The company had a small 
capital, some $7,000 if we remember cor- 
rectly. The arrangement was that Mr. 
Hellyer would figure the estimates, set 
the prices and handle the sales. The con- 
tractor was to supervise the work of con- 
struction. The latter was paid a straight 
daily wage for his work; some $14 a 
day, if again we remember correctly. 

Almost immediately Mr. Hellyer dis- 
covered the contractor’s difficulty as an 
estimator. This contractor figured bills 
pretty closely, making no gross errors in 
arriving at costs. But the thing he could 
not understand, in his independent days, 
was that he actually had overhead costs 
to meet, in addition to costs of materials 
and of labor. So he would add a margin 
for profit that would not quite cover this 
overhead, with the result that he steadily 
and uniformly lost money on every job 
he sold. 

When the new company started opera- 
tions, with an engineer who knew costs 
making the estimates and setting the 
prices, this was promptly changed. With 
the old bills paid off, with plenty of work- 
ing credit, with a builder with a high rep- 
utation for turning out high-grade houses 
in charge of construction, and with com- 
petent estimating and sales skill in the 
office, the new company at once began 
making money. Three years’ dividends 
equalled half its working capital. 

Mr. Hellyer admitted with a smile that 
he had gone into the little project pri- 
marily to get paid the sums the contractor 
owed him for materials bought but not 
paid for; but he got interested in the 
general problem of suitable profits for 
contracting and made it really a project 
study. He learned nothing he did not 
know before; but he proved his knowl- 
edge in a field where he had not previ- 
ously worked. 

It all comes back to the old statement 
the cost accountants have told us over and 
over—that net profit is the last item to be 
added to a sales price and the first taken 
off when mistakes are made or prices are 
cut. Add to it the too-ready assumption 
that every sale is made against somebody 
else who is willing to lose part of his 
legitimate profit in a competitive bid, and 
the chance to make money begins folding 
up. Mr. Hellyer had little trouble getting 
fair prices. In the first place he knew his 
figures were right, and he relied upon 
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them. In the second place, of course, he 
was offering extra good delivered value ; 
since his partner was an extra good 
builder. In the third place he knew that 
a very large percentage of sales, despite 
the competitive shell-shock in the minds 
of material men and builders, are made 
without competition. This is especially 
true where builder and material man have 
something to offer which attracts the at- 
tention of the customer. If the seller talks 
nothing but price, he invites the buyer to 
think of nothing but price. 

Anyway it was an interesting experi- 
ment, proving a number of things we all 
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know but promptly forget. It might sur- 
prise us to know how many of our sup- 
posedly hard-boiled and price-conscious 
customers would like to become more in- 
terested in a serviceable building of which 
they can continue to be proud, instead of 
being virtually invited to get interested in 
a five percent cut on the material bill. 
Mr. Hellyer started this project with 
the clear knowledge that his figures were 
right and that he knew they were right. 
That knowledge on the part of the seller 
puts a different complexion on salesman- 
ship. It’s always a good thing for a man 
to know his stuff before he struts it. 


Putting Customers on the 


“White 


3y creating the “bargain” impression, 
the Reliable Lumber Co., widely known 
as the “Builders’ White Spot,” 1206 Val- 
ley Boulevard, Rosemead, Calif., is able 
to merchandise lumber to people who are 
looking for “bargains” without actually 
becoming a price-cutter. The business 
was established in the height of the de- 
pression and is reported to have shown a 
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Signs, slogan, and displays bring trade to this yard. Note "White Spot" trademark 


Spot’ 


window the entire yard front is utilized 
for merchandising. The fence itself is 
wire, so that persons passing get a full 
view of the yard. It is topped by a wood- 
en sign extending the ‘full width of the 
yard which bears varied advertising of 
goods and services. 

An attractive sunken pool was built at 
one side of the entrance gate, outside the 


BUILDERS ji 


Wurre spol 
=> aon 

ok 
* BIG 


BARGAINS 


SIDING ating 


ou 


(with clock in center) under word "Builders" on sign at right 


good profit since the day it opened. An- 
other yard, operated along similar lines, 
has since been opened. 

The company’s slogan is: “Builders’ 
White Spot.” Instead of being content 
merely to inject that slogan as a selling 
factor, the yard set out to merchandise it, 
until now the corporate name is seldom 
mentioned and the yard has truly become 
the “White Spot” of the area. All sta- 
tionery, billheads, etc. bear the familiar 
“spot.” The yard is located on a busy 
boulevard and a large road sign in front 
bears the “White Spot” with clock in its 
center, as the attention-getter. Across the 
road a fifty-foot sign also features the 
“White Spot”; thus attention of all pas- 
sersby is attracted. 

By placing the yard fence back 20 feet 
from the property line and using the space 
between fence and road as a huge display 


fence. This is effectively landscaped. In 
addition to the “White Spot” sign numer- 
ous others appear. Some of these are 
built, easel fashion, of the material which 
they advertise, the name and price of the 
material then being lettered on them. One 
such, advertising siding, is shown in the 
illustration. Other presentations include 
upright sections of flooring with “Look 
At This Flooring” lettered thereon, stacks 
of lumber, and so on. Part of the fence 
was turned into an open display room. 
The follow-up on all such advertising is 
real service in the yard. Yardmen are in- 
structed to drop whatever they are doing 
and wait on new arrivals. If all are busy 
with customers they excuse themselves 
for a moment and greet the newcomer. 
In the lumber yard, where it takes longer 
to wait on trade than in most other busi- 
nesses, this is found to be good policy. 
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Southeast Hardwood Club 
Supports the Use of 
Wood Box Cars 


JACKSONVILLE, Fia., April 6.—At a meeting 
of the Southeastern Hardwood Manufacturers’ 
Club, held here on March 31, the secretary read 
a number of replies from railroads to letters 
from the club, concerning co-operation in 
furnishing either wood cars or cars with woud 
lining, in which to ship high grade hardwoods 
and dressed stock. All replies were favorable 
and pledged suitable equipment insofar as pos- 
sible. It was agreed among the members that 
all producers when placing requisitions for cars 
should specify the type of equipment best suited 
for each particular shipment. 


Statistical Position of Market Is Strong 


There was a general discussion of market 
conditions, which brought out these facts: 

Gradual strengthening of prices; satisfactory 
shipments ; no over-production in the Southeast 
this year; entire list stronger, with sap gum 
the weakest item: present conditions of stock 
should assure better prices; latest statistics show 
a decrease of 12 percent in unsold stocks of 
gum; there should be at least a half billion feet 
ot gum sold this year; stocks throughout the 
industry are much lower than last fall and more 
badly broken; high waters in the Delta sec- 
tion probably will slow down production in 
that area. The following comparison was com- 
piled from statistical reports: 

Production Orders Shipments 
October, 1935 ...... 67 66 55 
Maven, TRS: 2 iscax 49 55 60 

A marked increase in the use of southern 
hardwoods in modern furniture designs was re- 
ported. 

Ed. R. Linn, secretary-manager, Southern 
Hardwood Producers (Inc.), New Orleans. 
was introduced by President N. S. Curtis, and 
explained the purposes and the plan of his or- 
ganization to serve the southern hardwood in- 
dustry in trade promotion and statistical work. 
This organization employs a trained engineer 
to contact wood using manufacturers, and is 
publishing literature about the various species 
and uses of southern hardwoods. Mr. Linn re- 
ported that a number of manufacturers in 
Georgia and Florida are subscribers to his or- 
ganization, and it is hoped that additional mem- 
berships will be secured from this area. 


Study Freight Rate Proposals 


Latest developments in the lumber freight 
rate situation were reported by the secretary, 
who said that the shippers’ committee, meeting 
in Birmingham recently, had worked out tenta- 
tive origin groupings for lower Alabama and 
west Florida, and that further study was being 
made of origin groupings for Georgia and the 
remainder of Florida. It is hoped that at a 
meeting of the committee to be held in April, 
definite proposals will be ready for presentation 
to the carriers. 

It was voted to distribute in mimeographed 
form to southern hardwood producers advance 
copies of an editorial inspired by a member of 
the Southeastern Hardwood Manufacturers’ 
Club, to be published in the Southern Lumber 
Journal. This was in the nature of an appeal 
to hardwood manufacturers to take a firmer 
stand on the question of price, and to refuse 
orders which are not in line with the present 
market or with costs of production. 





RFC Loans to Lumber Firms 


Wasuincton, D. C., April 4—The Recon- 
struction Finance Corp. during February au- 
thorized the following loans to lumber and 
allied firms: Hallack & Howard Lumber Co., 
Denver, Colo., $68,000; Belleville Lumber & 
Supply Co., South Bend, Ind., $30,000; and the 
Clark Lumber Co., Pittsburgh, Pa., $50,000. 
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THE PEOPLE YOU KNOW are seeing these Sherwin-Williams 


advertisements. They are awakening to the pleasure and value 
in “beauty and protection” that awaits them at every Sherwin- 
Williams dealer’s store. These messages are making Sherwin- 


Williams dealers the leaders in painting message, paint, and 


paint sales for 1936. —SHERWIN-WILLIAMS PAINTS. 
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National Production, Shipments and Orders 


WasHINGTOoN, D. C., 


thirteen weeks ended that date, covering mills whose statistics 


April 6.—Following is the National Lumber Manufacturers’ Association report for two weeks ended March : 
for both 1936 and 1935 are available; also percentage comparison with statistics for 


identical mills for the corresponding period of 1935: 
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TWO WEEKS: Av. No. Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1936 of 1935 93 of 1935 1936 of 1935 
Te tii etna beabeewnnn senna 113 64,033,000 130 70,652,000 121 66,488,000 117 
WESE COGSh.c ccc. ccccccccccceseseccccccecvoes 201 223,829,000 1 215, yee 125 phat tet 117 
Western PING... cccccccccccccccceccrscceccons 118 91,822,000 134 116,808, 122 575, 159 
California Red wo0o0d........ccsccccscccsccves 13 warty 154 18, y +4 105 we ty et tn 
Southern CyPresS....cccccccccccssccvecsccves 12 4,744,000 154 5, ; 102 "950, 0 
Northern Pine Lcd eRe RCO KH STEKO CCR eT ERESR OWEN 5 ig ta ta oes 4,120,000 76 3,251,000 7o 
NMortherm Hemlock..cccccccssccccvccccccccese 19 4,984,000 104 3,000,000 87 3,188,000 112 
Total SOLtwOOdS. .ccccessccccccccsescccvces 483 408,406,000 134 433,530,000 121 35,176,000 126 
Hardwoods: ‘ — 
MawmtMSrm PATO WOCES® ..ccccccccccccecceccces 64t 12,368,000 ine 15,386,000 er 15,358,000 mace 
Northern Hardwoods. .......cccccccvvecccces 19 6,201,000 188 4,425,000 113 5,146,000 166 
Total Hard WOOdS. occcccsccsccccsccccscsvces 83 18,569,000 ae 19,811,000 de 504,000 
CO GOO onc occ ccevectecsevedcsresenees 547 426,975,000 ae 453,341,000 55,680,000 
THIRTEEN WEEKS: 
Softwoods: 
Southern Pine..... atl aise whim ew Ooeenaaweaat 121 417,743,000 130 433,771,000 132 447,306,000 132 
West Coast... cccccccccccccvcsessccccesecseces 201 1,304,151,000 131 1 260,751,000 126 1,301,575,000 124 
ETP TTTTITT TILT Ly 119 436,122,000 145 621,383,000 116 674,151,000 113 
California Red wo00d.........sssccccseecccees 13 105,670,000 141 + 383'000 120 yee 120 
HBoutherm CyPPOSS..cccccccccccccsccscccesescce 12 29,953,000 170 125 y x 1 
Northern Pine ie OAS ERE HOMEDORCO ORC REGRE TONES 7 720,000 83 24,147,000 71 24,282,000 85 
Northern Hemlock. .....cccrcccccccccccescece 7 27,604,000 176 11,552,000 91 16,684,000 95 
SM SbSSdNRED NAHE ROD EEC HOES HS 490 2,321,963,00 135 2,480,675,000 123 2,601,425,000 121 
Total softwoods : ; 
Hardwoods: 
Southern Hard woo0ds®...cccccccccccccccceses 63t 71,261,000 — 89,456,000 ome 88,250,000 oss 
Northern Hardwoods.....-.eeeeeeeseececcee ° 17 41,312,000 126 26,767,000 123 27,332,000 107 
tal Hard WOO0dS...ccccscccccccccccccccces 80 112,573,000 114** 116,223,000 127° 115,582,000 115** 
y Sawn COURIB. ccccccccccnsevcoorestesecenece 55 2,434,536,000 134** 2,596,898,000 123°* 2,717,007,000 121°* 
*1935 figures not available. ** Estimated. +Units of production. 
F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 
Following are f.o.b. mill prices of southern hardwoods, from mills in Texas, Louisiana, Mississippi and Alabama: 
6/4 FAS..... 36.00 , Qtrd. Black Gum— | Plain White Oak— 5/4 FAS..... 58.00] 10/4 No. 1 & 4/4 No. 2-A.. 19.606/4 ....... 30-20-12 
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6/4 FAS..... 62.00 @lS ...e0s . 3” Pp 8/4 FAS. 95.00 N om 22. No. : . 
8/4 FAS..... 65.00] 12/4 No.1& ee 34.00 | 1/9 No.1&Sels 21.00|5/8 No. 3-A.. 11.00 Poplar— 5/4 No. 2Com 16.00 Sete ay Ay 
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West Coast Review California Redwood Canadian Lumber Imports 
[Special telegram to American LumBEeRMAN] San Francisco, Cautr., March 21.—The fol- aves ——s to ae LuMBERMAN] 
SeaTrLe. Wasu., April 8.—The 200 West Coast | lowing information is summarized from the re- ASHINGTON, D. C., April 9.—The Depart- 


Lumbermen’s Association mills giving produc- 
tion, shipments and orders during the two weeks 
ended April 4 reported: 
Production 213,869,000 
Shipments 218,689,000 
Orders 231,967,000 8.46% over production 

A group of 200 mills, whose production re- 
ports for 1936 to date are complete, reported as 


2.25% over production 


follows: 

Average weekly cut for fourteen weeks: 
DE ciened radu d eae ee aed ae 76,487,000 
Ee ror ere 99,255,000 

Average cut for two weeks ended 
EE AK ng havi ae aha wale ae ok ae 106,935,000 


A group of 200 mills whose production for 
the two weeks ended April 4 was 213,869,000 





feet, reported distribution as follows: Unfilled 
Shipments Orders Orders 
Ps sckeee 83,059,000 87,610,000 143,885,000 
Domestic 
cargo... 76,283,000 96,588,000 250,640,000 
Export 30,128,000 18,550,000 92,004,000 
Local 29,219,000 / 4.) 8 | rrr 
218,689,000 231,967,000 486,529,000 


A group of 200 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as fol- 
lows: Aver. for 2 

weeks ended Aver. for 14 weeks ended 
Apr. 4,1936 Apr. 4,1936 Apr. 6, 1935 


Production son 935,000 99,255,000 76,487,000 
Shipments 09,345, 000 96,754,000 77,426,000 
Orders i 5,984,000 99,684,000 79,893,000 





ports of 21 mills to the California Redwood 
Association for February: 


—Redwood— White 
Percent of Wood 





Feet Production Feet 
Production ..... 32,185,000 os 3,600,000 
Shipments ...... 24,711,000) on 3,583,000 
0 ee ee 2,589,000 § 84 478,000 

Orders— 
Received ..... 34,054, se 106 3,134,000 
Cm BORE secon 44,489 - ,106,000 
Stock on hand..271,799, 000 10,541,000 
Detailed Distribution of Redwoed 

Shipments Orders 
Northern California*. ...10,299,000 1,248,000 
Southern California*.... 4,647,000 6,928,000 
SS, errr er 557,000 429,000 
DE sctetveveseonss 7,996,000 11,165,000 
| Sa 1,212,000 4,284,000 
ea 24,711,000 34,054,000 


*North and south of line running through 

San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





With warm weather almost upon us, the 
annual question of storing blankets and winter 
coats arises. A cedar-lined closet saves a lot 
of worry and a lot of damage. Strips of aro- 
matic cedar can be nailed to the wall of a 
closet, but it must be done carefully if it is to 
be effective. A reliable carpenter can do this 
type of work inexpensively. 





ment of Commerce announces that during the 
first three months of this year, United States 
imports of Canadian Douglas fir and western 
hemlock, subject to the quota, totalled 17,008,- 
837 board feet. 


~7—_eo____— 


FRA Building 1200 Homes 


Cincinnati, Ounto., April 6.—The Federal 
Resettlement Administration is to open bids 
April 10 for 5,000,000 board feet of southern 
yellow pine building lumber to be used in the 
construction of the Green Hills project near 
Mt. Healthy, Ohio, some eight miles from Cin- 
cinnati. No flooring is included in the specifi- 
cations, but the other lumber wanted is inch 
and 6/ and 8/4 sheathing; 2-inch common and 
better dimension, and common form lumber. 
Several of the local dealers are bidding, as are 
yellow pine mills of Louisiana, Mississippi and 
Alabama. Work on the project is under way, 
and plans are made for almost twelve hundred 
houses to be erected for the lower-income 
group. - 

MANY HOUSEHOLD management and fatigue 
problems may be avoided by carefully planning 
the house or by means of simple changes in a 
house already built. 
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The Baby Crop 


Building’s slow, the papers say, 
Business prospects far from gay, 
And I used to get quite sad, 
Lumber business Icoked so bad. 
Then I put the paper by, 
“Guess I'll take a walk,” said I, 
And the more I looked around, 
Here is what I always found: 


Young folks keep on getting wed, 
With a dream of home ahead, 
Just as sure as sprouting corn, 
Babies keep on getting born, 
Houses keep on getting old, 

Or too small the brood to hold, 
People keep on building some, 
Even when the times are bum. 


Lumber? Yes, another car, 

Seeing things are as they are. 
When the last returns are in 

I don’t know which side will win, 
Republican or Democrat, 

But I do not go by that, 

For you'll find this little shop 
Betting on the baby crop. 


We See b’ the Papers 


Don’t telegraph, write. And use sealing-wax. 


For tragedy and comedy, we suggest Shakes- 
peare or New Jersey. 

As for April, we didn’t suppose Old Man 
Winter had it left in him. 

The Kentucky Derby will be run May 2. The 
Al Smith derby won’t walk until June. 

The hog-calling contests in Illinois have been 
postponed until after the name-calling contests. 

The Illinois State payroll is to be investi- 
gated, which is all right as far as it goes. 


Which we don’t suppose will be very far. 
What we mean is, that there are other pay- 
rolls, 

Criminals should not only be caught by the 
use of the radio but then compelled to listen 
to it. 

How would you like to be an Italian working- 
man, with wages $5.50 a week and gasoline $1.60 
a gallon? 

Britain will fight Germany only in case of 
attack. And we suspect Mr. Hitler will pro- 
vide the tack. 


New York didn’t think much of Mr. Borah in 
its primaries, which Mr. Borah considers a 
great compliment. 

Al Smith Jr. testified that some days he 
worked all day. As for the rest of us, some 
days we work all night. 


During the next seven months a considerable 
sum of money will be spent making up minds 
that are already made up. 

The Chicago outlet for Samuel Insull’s new 
broadcasting chain will be station WIND, but 
we refuse to make any comment. 

Some day it may dawn on the press agents 
and politicians’ wives that it wasn’t a circus— 
that a man was on trial for his life. 

We have always wondered what a minister 
without portfolio is, but we suppose it is like 
a salesman without the price of a suitcase. 

Man behind blew his horn, causing car ahead 
to kill girl. Must have been a mighty im- 
portant man on mighty important business. 

Girl writes to the Chicago Daily News: 
“Young people should be treated with respect 
by their parents.” There certainly ought to be 
some respect in the house. 

The farmer who used to drive ten miles 
through the mud to a political meeting now sits 


snugly at home and turns on the radio and 
hears how much worse off he is. 

A Missouri gentleman claims to have paid a 
second gentleman $50 to murder a third gentle- 
man. You can buy a murder now for what 
grandpap used to get for his vote. 


Between Trains 


BLOOMINGTON, IL_L.—Another new secretary 
is Charles Haller, who took charge of the 
Bloomington Chamber Nov. 1, and just to show 
what he could do, pulled off an annual dinner 
tonight with an attendance of over 800. In fact, 
the way the Chambers of Commerce are func- 
tioning in many cities we find more heartening 
than stacks of statistics. The man who is heart 
and soul for his city is probably the same for 
his country. After all, what we are, and what 
we are to be, depends not only on Washington, 
but on the Bloomingtons as well. 


UHRICHSVILLE, OHI0O—Just to show that the 
League of Nations is not a complete flop, the 
Dennison Rotary motored over and had lunch 
today with Uhrichsville Kiwanis, and, my, was 
there a mob! But the wisest thing that was 
said to us was remarked by the hotel barber. 
We got to talking about towns, this town in par- 
ticular, and he said, “Well, if any fellow comes 
in here and knocks the town, I always tell him 
that there’s a good road out of it in almost any 
direction.” We took a poll of the barber on 
the next election, and the result would have 
pleased Jim Farley very much. 


STEUBENVILLE, OuHi0o—They thought they 
might have 150 at the annual dinner of the 
Chamber of Commerce tonight. As a matter of 
fact, they grossed 312, and were hard put where 
to put ‘em. There isn’t an idle factory or a 
vacant industrial building in Steubenville, and 
hasn’t been so far in the depression. The next 
big thing they are trying to do, and dving, is to 
get the States of Ohio and West Virginia to 
take over the toll bridge and make it free. 


ZANESVILLE, OH10—The Central Presbyterian 
church has a men’s club that takes in every de- 
nomination in town, and the folks were not sur- 
prised at all that 300 turned out tonight, for 
that many generally do. A men’s club is a 
simple way of getting men to acquire the church- 
going habit, especially if you don’t suggest any 
particular church, but any church, so long as it 
is a church. 


Away from Sun 


The office fern we have to turn 
So it won’t get lop-sided, 

For more and more it reaches for 
Such light as is provided. 

Far from the loam that once was home, 
Far from the joys of Maytime, 

Its tendrils run toward sky and sun 
And drink each drop of daytime. 


But you will find this thing mankind 
Not like the fern whatever. 
It turns away from lovely day 
And thinks the darkness clever, 
Prefers the night to truth and right, 
Loves folly more than pleasure, 
And fer the things that darkness brings 
Prefers to spend its treasure. 


Were they the fern, then men would turn 
Not toward the sun above them, 

Would choose the dirt, and choose to hurt 
The hearts of those who love them. 
While someone grieves, the shriveled leaves 
Of life will fall around them, 

Shut from the sky to droop and die 
Because no light they found them. 


IN DEMAND 
The Year Round 


EMAND for Arrow Brand Tide- 

water Red Cypress is by no 
means seasonal—nor _ regional. 
Dealers everywhere find this trade- 
marked lumber a steadily moving, 
profitable item month in, month out. 
Because it adapts itself efficiently 
and economically to almost every 
home building use, millions of feet 
of this true species of “The Wood 
Eternal” will be sold this year. It 
will pay you to carry complete 
stocks of this cypress all through 1936. 


When you buy cypress be sure to 
specify “The Arrow Brand.” For 
prompt, dependable service always 
order it direct from The Florida 
Louisiana Red Cypress Company. 


ALWAYS SPECIFY Cypress 


she Se Cypress 


Brand ‘The Wood Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 
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BURTON -SWARTZ 


CYPRESS CO. 
PERRY, FLA. 


TIDEWATER 
RED CYPRESS 


THE BEST 
OBTAINABLE 





The Largest Stock in the Entire Industry 




















JACKSONVILLE. FLA. 


TIDEWATER 





TANK- AND FACTORY GRADES 

hid mart Com-Peck-LATH 
1 4n010.2 Com-PECcK- 

SAUWN=ND HAND RIVED SHINGLES 
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Southeast lowans Will Advertise 


Approve Newspaper Campaign -- Study FHA Results in 
Creating Business -- Seek to Curb Transit Truck -- Hear 
About New Lower-Cost Masonry Beams and Floors 


Buriincton, Iowa, April 6—Meeting here 
on March 26-27, the Southeastern Iowa Lum- 
bermen held the most successful convention in 
years, discussing a wide range of subjects and 
deciding on several important projects, includ- 
ing a $25,000 advertising campaign for the 
coming summer. It was attended by more than 
200 dealers, their wives, and salesmen. 

Secretary W. H. Badeaux, of the State as- 
sociation, told of the proposed $25,000 advertis- 
ing campaign. The money is to be raised among 
dealers and manufacturers, and placed in a 
common fund for advertising within the State. 
Daily newspapers throughout Iowa will be 
used, with the smaller as well as the larger 
papers carrying advertisements calling attention 
to the service of the lumbermen, and to the 
materials they handle. A part of the money 
will be spent for radio advertising. The entire 
$25,000, under the plan discussed, will be used 
in a six-months’ campaign. The plan was ap- 
proved by the assembled dealers. It was after- 
ward announced by Mr. Badeaux that the 
advertising probably will be started about 
August. 

Following the grade-marking and _trade- 

marking discussion the dealers went on record 
"as favoring the proposal to mark lumber for 
the customer. “Everything but lumber has a 
trade-mark, and now it is coming for us,” said 
R. V. Porter, Oskaloosa. “This plan has the 
approval of the National dealers’ and the Na- 
tional manufacturers’ associations.” 

The dealers went on record as favoring 
handling cement in paper containers only, elim- 
inating jute sacks. 


Trucking Problem Is Discussed 


A discussion that excited wide interest was 
that on “Truck Legislation.” It was reported 
that 432 transit trucks actually were known to 
have brought lumber into Iowa during 1935. 
Various dealers commented on this outside com- 
petition “of men who pay no Iowa taxes and 
contribute nothing to the building of Iowa 
communities.” The dealers voted to seek leg- 
islation regulating these transit trucks, and to 
use every available effort to halt the practice. 

The opening evening was featured by the 
annual banquet, attended by approximately 175 
men and women. 

At a joint business session of salesmen and 
dealers T. S. Douglass, of Muscatine, presided, 
and the address was given by C. T. Bridgeman. 
of the Clay Products Institute, Des Moines. 
Displaying numerous charts, Mr. Bridgeman 
compared clay products with other building 
materials. “Through development of the pre- 
cast tile beam floor,” said he, “it is now pos- 
sible to build an all-masonry structure at a 
cost close to that of other materials. Among 
its advantages is that it is fireproof and ter- 
mite-proof.” 

He described model homes erected in Omaha 
and Des Moines, and told of the use elsewhere 
of these products, and the great interest shown 
in them. He described in detail a new floor 
material developed at the Iowa State College 
and first marketed last June. “It can be put 
in at the cost of the average wood floor,” Mr. 
sridgeman said. 


FHA as Creative Influence 


Roger Finkbine, of the Wisconsin Lumber 
Co., Des Moines, told how the Federal Hous- 
ing Administration can be used by dealers for 
increasing their turnover. He gave specific in- 
stances of how his company had created FHA 
business. Two young farmers borrowed to build 
houses, on which payments will be $29.50 per 
month, the men renting the buildings in order 
to pay off the loan. He said his own company 


made a loan to repair its lumber sheds. A 
farmer, after a highway was built diagonally 
across his land, borrowed money to build a 
filling station and tourist camp. A church ob- 
tained two loans to provide a recreation room, 
basement and kitchen and improve its acoustics, 
and is planning to make a third loan for a new 
roof. A northern Iowa farmer obtained a $700 
loan to build a hog barn. 

Approximately two-thirds of the loans so far 
have been for remodeling, he said, but from 
now on loans for new building will exceed 
those for remodeling. It has opened a new 
field, especially on farms. Without becoming 
contractors dealers can now say to the farmer, 
“We will build you a barn or crib,” instead of, 
“We will build you a barn or crib if you can 
raise the money.” 


Moonlight Club Elects Officers 


Moonlight Club officers were elected as fol- 
lows: 

President—Charles Gunn, Cedar Rapids. 

Vice president—R. L. Maize, Cedar Rapids. 

Secretary—J. A. Miller, Muscatine. 

Directors—J. R. Logan, Des Moines; H. F. 
Brammann, Davenport, and E. H. McFarland, 
Des Moines. 

For committee on arrangements for the 1937 
convention, the dealers elected: 

Russell Weir, Mt. Pleasant; H. S. Worm- 
houdt, Ottumwa; Harvey Beach, Keokuk; 
Walter France, Sigourney, and R. V. Porter 
and Paul J. Matheu, both of Oskaloosa. 

Keokuk was awarded the 1937 meeting, which 
probably will be held later in the spring than 
this year’s, so that a steamboat outing may be 
included. 

The annual Moonlight Club party, given by 
salesmen for the dealers and their wives, was 
attended by nearly 240 people. 

Wives of Burlington dealers provided a the- 
ater party, bridge parties, and a sightseeing 
tour of several furniture and soap factories for 
the feminine contingent. 





Rounding Out a Complete 


Service 


Kansas City, Mo., April 6.—Officials of the 
Ralph L. Smith Lumber Co. report unusual ac- 
tivity at their plants at Anacortes, Wash., and 
Coquille, Ore., in connection with rounding out 
the program of that company to supply to the 
trade a complete service in West Coast woods 
and plywood. For some time this company has 
been supplying Douglas fir and Port Orford 
cedar of its own manufacture from Coquille, 
and now is prepared to offer Sitka spruce of 
its own manufacture from Anacortes. The plant 
at Anacortes includes an 11-foot band, gang 
saw, complete planing mill and box factory, 
power plant, and 700 feet of dock, giving it a 
daily capacity of 100,000 feet. At Coquille it is 
building two new plants. Construction is under 
way on a new fir mill which will have a daily 
capacity of 125,000 feet ; and equipment has been 
ordered for a new and modern plywood plant, to 
be built alongside the fir mill. 

Besides its general offices here, which handle 
all inquiries, the Ralph L. Smith Lumber Co. 
has branches at Portland, Ore., Chicago, IIl.; 
and its affiliated companies are Smith Wood- 
Products (Inc.), Coquille, Ore., and Anacortes 
Lumber Co., Anacortes, Wash. 





A House of more than one story should have 
a laundry chute located conveniently for bed- 
rooms, bathroom and kitchen. 
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LINE 


Waterfast 
WALL 


PAPERS 


offers LUMBER DEAL- 
ERS a great opportu- 
nity to expand sales. 
Write for standardized 
selection of wallpapers 


particularly suitable for 
LUMBER DEALERS. 


LENNON 


WALLPAPER COMPANY, 











\ JOLIET, ILL. 4 
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| Kom VENTILATING WINDOW 


No more tugging with barn windows. The Clay ‘‘O 
air’’ is the easiest of all windows to open, close an 4 
just any time and in say weather. Noswelling-no sticking 
in wet weather. No drying out and rattling in weather. 
Direct drafts areeliminated in cold weather. More air in 
summer. Even ceed. ab frosen with sleet - this window 
opens easily because of 
long latch handle and ex- 
clusive new latch con- 
struction. Locks securely 
in any position. Air-tight 
and rain-tight. 

AIR AND SUNLIGHT - 
Your Silent Partners! 
You take all year advantage 








produc 
Easy installation in any 


barn wall. 

building or remodeling your 
arn without the facts on 
this remarkable new ever- 

lasting window. Write today 





Clay Stanchions, Stalls. Bowls. 


Carriers .. A Complete line 
of Barn Equipment 


CLAY EQUIPMENT CORP. Cedar Fails, 12 











































LUMBERMEN! 
Write now for our catalog telling 
about our that'll 
HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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Wisconsin, Michigan Producers 
Get Freight Rate Cut to 
Official Territory 


Lumber manufacturers of Wisconsin and 
Michigan are encouraged by a reduction of 12% 
percent in the freight rate on their products to 
official territory, effective April 10. The re- 
duction was approved by the Interstate Com- 
merce Commission to which the Northern 
Hemlock & Hardwood Manufacturers Asso- 
ciation had applied for a lower rate, after the 
72-cent rate went into effect several months 
ago. The cut will give lumber manufacturers 
in the two States relief from the disadvantage 
that they have worked under, since the 72-cent 
rate became effective and allowed West Coast 
manufacturers an advantage over producers of 
the Midwest in the back-haul market. 

An example of what the reduction will mean 
to the lumber manufacturers in the two States 
is seen in the fact that the former rate of 43c 
per 100 pounds from Wausau to New York will 
now be 37%c, making a difference of $33 
on a 60,000 pound car. A carload of lumber 
making a trip to Detroit has traveled at a 28c 
figure up to now, but will hereafter go for 
241%4c. Proportionate reductions will become 
effective throughout the official territory. 

F. M. Ducker, traffic manager of the North- 
ern Hemlock & Hardwood Manufacturers As- 
sociation, has announced to members that it is 
not the intention of the Ann Arbor Railroad 
Co. to reduce the proportional rates at this 
time, since some misunderstanding has arisen 
regarding them. Lengthy comparisons of the 
through and proportional rates are made in let- 
ters sent by the association to its members. 

Mr. Ducker states. that the reduced rates do 
not supersede or cancel those in the current 
tariffs of the carriers naming rates from the 
same origin points to the same points of des- 
tination. He says: “Instead these new rates 
will alternate with higher rates published cur- 
rently one with the other in this manner; when 
it happens that the load is less than the carload 
minimum weight required under the reduction 
the option lies with the shipper to pay the total 
freight charges based on the lower minimum 
and higher rate which he has heretofore been 
using or the lower rate but higher minimum 
required by these reduced rates, whichever 
makes the lower charge.” An example of how 
this works is the fact that a Wausau shipper, 
under alternative rates, can ship 50,000 pounds 
of birch to Detroit for $11.90 less than 48,000 
pounds under the present rate. Mr. Ducker, 
therefore, advises that each shipment sent east 
of the Illinois-Indiana line be carefully checked 
to get the lowest possible charge. 





Says 72-Cent Rate Takes Trade 
from Hardwood Mills 


Cincinnati, Ounto., April 6—Nominees for 
the Floor and Chair tickets for officers and di- 
rectors of the Cincinnati Lumbermen’s Club 
were reported tonight at the April meeting of 
the club. The club election will take place May 
4, the new officers being installed following the 
election. Secretary Edelmann, who has been 
serving for the past eight years, tried to with- 
draw, but neither of the nominating commit- 
tees would hear of it. 

Mr. Edelmann presented an illuminating re- 
port on the lumber rate situation, at the re- 
quest of President Bonner. In this he acted as 
manager of the Lumber Traffic Association, 
with which he has been connected for years. 
He told of the victory of the Appalachian hard- 
wood manufacturers over the carriers of the 
Official, Trunk Line and Central Freight As- 
sociation territories in the hearings before the 
Interstate Commerce Commission when the 

railroads had attempted to cancel all lumber 
rates from the Mississippi Valley to the Atlan- 
tic seacoast. The ICC had not only refused to 
abolish the lumber rates, but had fixed 25 per- 
cent of the first-class rates as maximum for 
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sixth-class lumber rates. Mr. Edelmann said, 
however, that the rate situation, so far as the 
hardwood manufacturers were concerned, was 
still very unsatisfactory, because of the con- 
tinuance of the 72-cent transcontinental rate 
from the Pacific coast, and the adjustment of 
rates in the intermediate territory, particularly 
from the South and Southwest. He charged 
that the rates were still discriminatory against 
the hardwood manufacturers and shippers, and 
should be re-adjusted. A fairer basis would be 
approximately that in effect prior to 1918. He 
declared that the shipments of lumber to the 
East under the 72-cent rate had been increased 
more than 200 percent, while the shipments 
from West Virginia had shown an actual de- 
crease. Hardwood producers, he said, would 
continue to lose business if these rates were 
continued after the experimental period of 
June 30. 

Dwight Hinckley, former President of the 
National-American Wholesale Lumber Associ- 
ation, informed the club that the National Lum- 
ber Manufacturers Association was planning a 
lumber promotion campaign similar to that at- 
tempted several years ago, which had failed 
for lack of support. He urged co-operation of 
the club members. Several leaders spoke fa- 
vorably on the plan. President Bonner sug- 
gested that a representative of the National 
Manufacturers’ association be requested to ad- 
dress the May meeting of the club. 

Attendance last night was the best in many 
weeks, and members who had not been present 
in several years were welcomed back. 


—_—_—_— 

Handling Rates at San Pedro 
Increased 

Los ANGELES, Catir., April 4.—Lumber 


handling rates at the twelve terminals on San 
Pedro Bay were raised approximately 30 cents 
a thousand board feet on April 2, by authority 
of the State Railroad Commission. The new 
tariff will incorporate the first increase in lum- 
ber-handling rates at this port since 1921, 
although operating costs have mounted steadily, 
it was explained, for the past several years. 
Briefly, the new rates will provide for a han- 
dling charge of $1.25 a thousand feet for open- 
car loading, $1.50 to box cars and trucks, with 
a flat wharfage charge of 15 cents for both 
types. In addition, the new schedule will also 
permit assessment of small charges for sorting, 
grading and tallying, heretofore done without 
charge. 





Northwest Seeks Continuance 
of 72-Cent Rate 


SpoKANE, Wasu., April 4.—Pacific North- 
west lumbermen and railroad officials will be 
well represented in Washington, D. C., April 15, 
to make an effort to have continued the 72-cent 
lumber rate into territory east of Chicago. It 
is pointed out here by railroad men that lumber 
shipments into the affected territory have in- 
creased 175 percent since the rate became effec- 
tive last August and that lumber movement 
from the West Coast has been increased 100 
percent by the rate. This gain indicates the 
importance of the continuance of the rate. 
“While shipments of forest products in the 
United States generally are but 19.6 percent bet- 
ter for the first eleven weeks of 1936, shipments 
from the Northwest into the 72-cent rate area 
have increased 100 percent over the 1935 ship- 
ments.” 


Kentuckian Would Like to Tax 


Interstate Cement 


LouisvittE, Ky., April 6.—A bill was intro- 
duced in the Kentucky House on April 4, at the 
special revenue-raising session, calling for a tax 
of 10 cents a barrel on all cement shipped into 
the State from outside manufacturers. It was 
offered by Representative Myers, of Bowling 
Green, Ky. 
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CREOSOTED &- 
UNTREATED ITEMS IN 
MIXED CARS 


Fence Profits 


Get your share of fence profits 
this Spring with “Diamond C 
Blackpine” Creosoted Posts. 


Farmers will soon be repairing 
and rebuilding fences. Most 
of them are already convinced 
of the advantages of Long 
Life Creosoted Posts—immune 
to decay and termite attack. 


You can order the posts you 
need in a Colfax Mixed Car 
along with other treated items 
of Creosoted Lumber, Timbers, 
Poles and Piling—or untreated 
Yard and Shed Stock, Mould- 
ings, etc. 





Let us tell you more about 
Colfax products — and this 
unusual Mixed Car Service. 


LEE aes 








wANTINT EU 
YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 





Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 














NDUSTREAT 
LUMBER Bresccing | 
ELIZABETH, LOUISIANA 








DENSE *trar PINE 
All Steam KILN DRIED 


MIXED CAR Specialists 
Fidelity Lumber & Timber Company 


DURANT, MISS. 











In SAN FRANCISCO 
the twenty-eight story 


WILLIAM TAYLOR HOTEL 
(at Civic Center) 
Rooms with bath from $2.50 
Garage Service 
WOODS-DRURY CO., Operators 
also operating 
HOTEL WHITCOMB, San Francisco 
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LUMBER MARKET REVIEW 


Southern Pine Demand Checked by Bad Weather, But 
Continues Well Ahead of Output 


Southern pine distribution has recently been considerably 
disturbed by floods and storms in consuming territories, but 
for the two weeks ended March 28 the bookings were 17 per- 
cent larger than last year’s. To date this year, orders have 
amounted to 32 percent above 1935, and are well ahead of 
shipments, which in turn exceeded production, so that mill 
stocks are low and order files well rounded out. The best 
retail yard demand comes from the South, which is likely to 
lose its lead as soon as there is a moderation in northern 
weather that permits building to start. Some big orders 
are being placed for Government heavy-construction and hous- 
ing projects, a new southern oil field is taking large quantities, 
there is a fair export movement to the islands, and domestic 
railroads are putting out many schedules covering both car 
and track material. There has been a heavy yard demand for 
Nos. 2 and 3 boards, with prices strengthening, and the mills 
are getting behind on their longleaf cutting schedules. Further 
advances in quotations all through the list are looked for. 


North Carolina pine mills report an excellent call, especially 
from the South, for dimension and boards, largely for mixed- 
car shipment, with the South now coming in for more uppers. 
Competing air drying mills in the Southeast have encountered 
bad weather, and roofers have advanced $1. More buyers, 
yard and industrial, have had to turn to kiln dried stock. 
Floods in North Atlantic sales territory disturbed trade, but 
an emergency demand is developing. Prices are firm, with 
advances predicted. 

Arkansas Soft Pine producers find building demand good in 
the southern States, but that from other territories temporarily 
held up by bad weather, while industrial users, including the 
railroads, have been taking large quantities. Small mills are 
still short of dry stock, and larger mills have to limit sales of 
some common items, while they continue to limit acceptance 
on uppers, which are in low supply. 


Western Pine Sales Well Ahead of Shipments and 
Production But Below Expectations 


Western pine demand during the two weeks ended March 28 
was about 60 percent larger than last year’s for the same period, 
but the continued bad weather in middle West and eastern 
markets has prevented it reaching expectations, based on the 
72-cent rate. Yard demand, however, is likely to show a 
healthy revival as soon as the building season opens, for re- 
tailers in all territories are said to have quite low stocks. Stocks 
at mills are above last year’s level, largely because of poor 
recent demand for shook, but total bookings since the first of 
the year have exceeded output by 50 percent. Though there 
are report of concessions on quick business, the market on the 
whole is maintaining its position, with price increases pre- 
dicted as spring demand gets under way. The weather in 
consuming territory is considered to be the only handicap to 
development of stronger demand. 


West Coast Dry Stocks Low and Firm in Price But 
Some Items Suffer From Weather Delays 


West Coast bookings in the two weeks ended April 4 
were 8% percent above production, partly because of a 
decline in the cut but much more largely because of an 
increase in domestic business, rail and water. Buying had 
recently been hesitant because of bad weather in consuming 
territory, and though both distributors and producers are 
confident of a heavy demand, and the latter had good order 
files, they were impatient, and made some concessions on 


yard items and special cutting, except clears, which remain 
strong in price. 

In rail territory, there are indications of a heavy yard 
demand as soon as open weather makes possible a start 
on building, railroads are beginning to make large pur- 
chases, and much public construction is out for bids. Mills 
are short of dry stocks of building items, and these have 
resisted the recent trend of the market, remaining firm. 


Atlantic coast yards are placing emergency orders to 
replace stock damaged in the floods, but yards not so af- 
fected are doing little buying, having well rounded-out 
assortments and awaiting development of spring demand, 
still held up by bad weather. The intercoastal rate remains 
firm at $12.50, despite the threat that more “tramp” steam- 
ers may go on the run. Discounts range from $10.50@11. 
California reports an immense gain in permits, but, follow- 
ing the seamen’s strike, received heavy shipments which it 
is just beginning to use up. Unsettlement in California 
water rates causes hesitation. 


Northwest States find foreign business dull. 


Home Territory Sales by North and Northeast Mills 
Hurt by Bad Weather 


Northern pine demand continues to feel the handicap of 
unusually severe weather in its principal sales territories, book- 
ings for the two weeks ended March 28 having been 30 percent 
below last year’s. Stocks are about even with 1935, and un- 
filled orders are larger, while the inquiry from both industrial 
and retail buyers leads the mills to expect a quick gain in sales 
on arrival of good weather. 

Northern hemlock distribution has also suffered weather 
handicaps in its principal, Michigan and Wisconsin, sales terri- 
tory. The mills are optimistic and hold larger stocks than last 
year’s with current production now at about the same rate as 
during the corresponding period of 1935. 


Wisconsin-Michigan producers are much encouraged 
over granting of a 12% percent reduction in rates to Offi- 
cial Territory effective April 10. 

Eastern spruce production has been severely curtailed in 
both New England and the Provinces, and the recent floods 
in the sales territory have given rise to a heavy emergency 
demand, adding to that resulting from Government construc- 
tion and a spring pick-up in home building. Prices of dimension 
have just been advanced $1 to $2. 


Hardwood Quotations Gaining in Strength as Mill 
Stocks Become Depleted 


Hardwood sales to manufacturing consumers have shown 
the adverse effect of floods in the northern and northeastern 
industrial sections, but inquiries are beginning to come in, 
covering replacements for damaged stock, and for home repairs. 
30th the automotive and furniture industries continue good 
buyers, and their takings are probably increasing. All building 
items are in much stronger call, and especially flooring, with 
flooring and millwork plants and retail yards tending to in- 
crease their purchases. Because of winter handicaps on pro- 
duction, mill stocks have undergone steady depletion, and 
holders of hardwood are none too eager to commit themselves 
ahead on an advancing market, more especially as mills in the 
South expect difficulties from spring floods. The oaks are be- 
coming even stronger, and as surpluses of the gums are cleaned 
up they are advancing, with the whole list working into a 
much improved position. Wholesalers are reported to be show- 
ing their confidence in the outlook by forward purchases. Ex- 
port trade is fair, at prices in line with domestic. 


Statistics, Page 66 — Market Reports, Pages 80-83 — Prices, Pages 86-87 
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Coast Mills and Employees 
Settling Disputes Amicably 


TacoMA, WasH., April 4.—Another wedge 
in the fight for amicable settlenfent of labor 
disputes in the lumbering industry was driven 
here this week, with announcement that Saw- 
mill & Timber Workers’ Union employees of 
the Wheeler-Osgood Sales Corp. had voted 305 
to 66 to accept a one-year working agreement 
with the company. 

Announcement of the outcome of the vote 
was regarded as giving further promise that 
future lumbering industry labor disputes here 
will be settled without recourse to costly strikes 
or lockouts. Recently the St. Paul & Tacoma 
Lumber Co. announced it had signed a similar 
agreement with its employees. 

Similar agreements also were announced here 
this week by boom men of the Cascade Timber 
Co. and at the box factory of Sizer & Co. 

The Wheeler-Osgood agreement recognizes 
seniority rights, collective bargaining, the 40- 
hour week and existing wage scales. It pro- 
vides that seniority rights shall date from Sept. 
8, 1933, the date upon which the company was 
incorporated. The agreement continues: 

The regular hours of labor shall not ex- 
ceed 40 hours per week, and work over 8 
hours in any working day or over 40 hours 


per week on production will be at rate-and- 
one-half pay. 

The employer has the right to hire, sus- 
pend or discharge any employee. On re- 
quest of employee, he agrees to state rea- 
sons for suspension or discharge. Violation 
of any of the employer’s posted rules shall 
be a cause for immediate suspension or dis- 
charge. 

The present 50 cents per hour basic wage 
with the present 5 cents per hour addi- 
tional being paid to all employees to con- 
tinue in effect. 

During the life of this agreement no strike 
shall be caused or sanctioned by the union 
or any of its members, and no lockouts shall 
be ordered by the employer, until every 
peaceable method of settlement of difficulties 
shall have been tried. 





Strike Continues at Inland 
Empire Mill 


SPOKANE, WASH., April 4.—The strike at the 
mill of the Panhandle Lumber Co., at Ione, 
Wash., is still unsettled. It was thought early 
last week that negotiations had been success- 
fully arranged, but suddenly, the following day, 
they were announced as failures. In the mean- 
time the city of Ione has made a protest at 
Olympia, the State capital, due to the fact that, 
with the shutdown of the lumber mill, the city 
of Ione is without electrical power, as no fuel 
is now available. 





Puget Sound Mill Unions Vote 


for an Increase 


Everett, Wasu., April 4.—That on Puget 
Sound labor troubles are not over with, is in- 
dicated by action of the Puget Sound District 
Council of Lumber & Sawmill Workers’ Union, 
at the close of a two-day conference here. The 
delegates voted for a 10 cent an hour increase 
in wages, and also placed an embargo on Brit- 
ish Columbia logs. 

About two hundred delegates were present 
at the meetings. The increased wage can be 
demanded by local unions whenever they wish. 
The present minimum scale is 50 cents an hour. 

Strong efforts to organize unions in the log- 
ging camps and sawmills of British Columbia 
have been made during the past three months, 
so far with little success. At present, few logs 
are coming from British Columbia; in fact 
British Columbia buyers recently in seeking No. 
1 fir logs on this side have gone as far as the 
Columbia River. Some cedar logs are being 
exported to American mills. Most of the log 
importations are needed to keep mills running 
and labor employed, a fact upon which labor 
units have been fully advised. 
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He Came in to 2 Buy Lumber 


Sa 


In Addition 
He Bought a 
BABCOCK Spruce Ladder | 


That’s the way a lot of ladders are sold—where progressive 
Dealers stock a representative line of Babcock Genuine Air Dried 
Spruce Ladders and display the different models. 


ik ‘\e 


‘Nit 
Sp il" 


Babcock Ladders practically sell themselves—but you'll be 
surprised by the way you can step-up ladder sales with a little 
systematic effort. Take a tip from the modern drug store sales- 
man. Don’t “high-pressure” your customers but in a nice way 
call your customers’ attention to your stock of ladders—empha- 
size their lightness—strength—safety and reasonable price. 


Spring is the time for ladder sales. Better check over your 


stock—send TODAY for a copy of our catalog and latest prices. 


Bath, N. Y. 


The W. W. Babcock Co., 














Learn the Real Meaning of Service 


We're gratified to say that our business has shown 
a much greater increase during the past year than 
improvement in general conditions would justify. 
We attribute it to the fact that we're rendering 
superior and dependable SERVICE. It’s an old 
word but you'll find it has a new meaning to you 
if you give us a trial. 
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ber Company 
Camden, Ark. 
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| Parsons, W. Va. 


BAND MILL 


CIRCULAR MILLS AND YARD — 
PARSONS, W. VA. 


THE TOLEDO GUARANTY CORPORATION 


— MANUFACTURERS -— 
WEST VIRGINIA HARDWOODS 
HEMLOCK- WHITE PINE- SPRUCE 
‘FROM THE HEART OF THE ALLEGHENISS® 


WASHINGTON, D. C. 


CABLE ADDRESS 
**TOGCO" 
Universal Lumber Code 


Long Distance Phones: 
TAYLOR 0248. 4214, 4215 


Branch Offiecs: 
Washington, D.C. 








We can klin dry and 
surface in transit. 
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New Ohio Use Tax Affects Shipments Into State 


Last December the General Assembly of 
Ohio passed, and the Governor of the State 
approved, the Act known as the Ohio Use Tax 
Law (House Bill No. 590). Regarding this new 
legislation, Findley M. Torrence, secretary of 
the Ohio Association of Retail Lumber Dealers, 
suggests that manufacturers and wholesalers 
in other States will appreciate being advised, 
as such knowledge will save them possible em- 
barrassment with regard to any shipments they 
might make to consumers in Ohio. 

“Since the passage of Ohio’s 3 percent sales 
tax,” said Mr. Torrence, in a statement ad- 
dressed to lumber manufacturers, “there has 
been a marked influx of shipments from other 
States, under conditions that gave them the 
competitive advantage of exemption from this 
Act. This situation is now remedied by the 
passage of Ohio’s new Use Tax Law, a digest 
of which is enclosed. A knowledge of the new 
law may save manufacturers from possible 
financial loss and trouble.” 

Following in part is the digest referred to: 

The Ohio Use Tax Law was enacted to 
protect the merchants of Ohio from discrim- 


impose a tax upon sales made to residents 
of Ohio by competitive merchants in other 
States. 

The Use Tax is applied upon the use of any 
property brought into Ohio the sale of which 
should have been subject to the Ohio Sales 
Tax Law (House Bill No. 572) had it been 
purchased in Ohio. 

This means that all purchases of tangible 
personal property for storage, use, or other 
consumption in Ohio made by manufacturers, 
contractors, farmers or individuals, from 
manufacturers, wholesalers, catalog firms, or 
individuals located outside the State of Ohio, 
will be subject to the Use Tax if the same 
purchases made in Ohio would have been 
subject to tax under the Ohio Sales Tax Law. 

Purchases made outside of Ohio will be 
exempt from the Use Tax if the same pur- 
chases made in Ohio would have been exempt 
from the tax under the Ohio Sales Tax Law. 

Where the words “retail” and “retailers” 
are used in the regulations, they are used in 
a broad sense and cover any sale to a con- 
sumer. 

All retail purchases shall be interpreted 
to mean purchases of any nature, whether 
they be made from retailers, manufacturers, 
wholesalers, catalog firms or individuals, 


be retailers, manufacturers, 
catalog firms or individuals. 

The amount of tax levied under the Ohio 
Use Tax Law is the same as that levied under 
the Ohio Sales Tax Law. 


[As it is not possible to print the full text 
of the law, and as excerpts might be more con- 
fusing than enlightening, the AMERICAN LuM- 
BERMAN recommends that any persons desiring 
more complete information obtain from the Tax 
Commission of Ohio, Columbus, Ohio, a copy 
of the law, which is available in pamphlet 
form under the title “Ohio Use Tax Law and 
Regulations.” —Ep1ror]. 


Wisconsin Mill Buys Timber 


Puetps, Wis., April 6.—Operations of the 
C. M. Christiansen Co. sawmill here will be 
continued for at least five more years, as the 
result of its purchase of a large timber tract 
in addition to its present holdings. The plant 
is the only lumber industry in Vilas County at 
this time. It has been operating day and night 


wholesalers, 








ination arising by reason of the Tax Com- The term 


mission’s inability under Federal law to 


“retailers” 
to mean vendors of all kinds, whether they 


continuously for the last four years, and has 
also maintained operation of its chemical plant. 


shall be interpreted 





Home Show 
That 65,000 
Persons Saw 


CotumsBus, Ouro, April 6.—The Co- 
lumbus National Home Show, held 
March 21 to 28 (briefly reported in pre- 
ceding issue) was an unqualified success, 
and, if properly followed up, will result in 
a vast amount of good business, in the 
opinion of local lumber dealers and other 
qualified observers. The attendance record as finally tabulated 
showed that considerably more than 64,000 persons passed 
through the turnstiles. 

The show was initiated and directed by the following men, 
representing eight of the more important civic and business 
organizations of the city, serving as an executive committee in 
conjunction with the Federal Housing Administration; John 
Quincy Adams, allied architects; John A. Kight, Builders’ Ex- 
change; John S. Cole, residential contractors; A. I. Evans, 
president Chamber of Commerce; William F. Kern, builders’ 
supplies; Walter L. Whitacre, retail lumber dealers; King 
Thompson, Real Estate Association; Paul R. Kennedy, asso- 
ciate director Federal Housing Administration. 

A record was made in the erection of this complete home 
by the residential builders who had charge of the building of 
same: John S. Cole, Ralph S. Fallon, George W. Fritsche and 
Edwin J. Will. Under their direction the house was started 
Sunday morning, March 15; completed the following Wednes- 
day evening; turned over to the painters Thursday noon, and 
to the furniture dealers and decorators Friday noon. It was 
complete in every detail for the opening of the Home Show on 
Saturday evening, March 21. 

Hugh H. Chadbourne, as general manager, and William J. 
Mosher, as managing director, together with the above, organ- 
ized and put over one of the finest showings of products for 
building new homes and for remodeling old ones ever assembled. 
Every booth carried something suggestive of comfort and effi- 





= 





This “House of Lumber,” completely furnished, was inspected by over 64,000 visitors 
to the Columbus (Ohio) National Home Show held March 21-28 


ciency in the home, and a visit to this show was an education 
as well as a source of pleasure. 

The central feature was a one-story frame house of five 
rooms, which was made possible by seven of the retail lumber 
firms of Columbus, together with the others mentioned, as fol- 
lows: The Doddington Co., Creith-Potter Lumber Co., Powell 
Lumber & Construction Co., Grandview Lumber Co., Sowers- 
Benbow Lumber Co., J. E. McNally Lumber Co., E. A. Pren- 
tice Lumber Co., Huttig Sash & Door Co., Throop-Martin Co., 
and H. H. Giesy & Bros. Co. 

More than 64,000 people passed through and admired the com- 
letely furnished rooms of this model home, which was hand- 
somely furnished by the Furniture Dealers’ Association of 
Columbus. 

The Central Ohio divisional office of the FHA, under the 
direction of A. J. Guckert and Paul R. Kennedy, co-operated 
splendidly, and their interest and suggestions helped greatly in 
putting the show over. 

Great interest was exhibited in the applications for loans, 
and the FHA booths were rushed all of the time, at times keep- 
ing eight to ten men busy taking care of the applicants. Loans 
totaling considerably over $1,750,000 were applied for, which 
augurs well for a marked increase in the volume of business 
which the industry will enjoy in the immediate future. 

Three local lumbermen also had interesting displays in the 
show, and were highly complimented for their efforts to further 
the general business of the community. 
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Gleanings From West Coast 


Bank Executive Predicts Big Year for 
Lumber 


Tacoma, Wasu., April 4.—A general in- 
crease throughout the country in home building, 
together with reconstruction that will be neces- 
sary in the districts ravaged by floods, are two 
factors that will mean increased business for 
the nation’s lumber industry, according to 
Daniel J. Young, assistant manager of the Ta- 
coma branch of the Bank of California, who 
returned here yesterday from a business survey 
that included visits to San Francisco, Kansas 
City, Washington, D. C., New York, Chicago, 
St. Paul and Minneapolis. He reported find- 
ing a definite business upturn in all sections 
that he visited. 

“There is no question but that business is 
better, and there is general anticipation of even 
greater gains,” he said. “This is especially noted 
in home construction. On an automobile drive 
through Kansas City, I saw more than 100 
homes, to cost from $8,000 to $15,000, being 
built by speculative contractors. Kansas City, 
incidentally, is one of the few places where 
weather conditions allow for early spring con- 
struction. 

“Tacoma lumber manufacturers can expect 
increased orders for rough lumber, plywood, 
doors and allied products. Large quantities of 
these will be consumed. The reconstruction fol- 
lowing the severe floods in the East will in- 
crease the demand for lumber and its products.” 

Excellent crops are forecast for the middle 
West this year, because of the heavy Winter 
snows, he said. These have melted slowly, he 
said, thus providing moisture for the fields in- 
stead of running off rapidly in flood waters. 


Organizes Home Modernization and 
Repair Service 


Otympra, WasH., April 4—C. M. Harmon 
has announced his resignation as manager of 
the Hyak Lumber & Millwork Co. here, to 
establish his own business, Harmon’s Home 
Service. The new firm will engage in home 
construction, modernization and repair. Mr. 
Harmon has been a resident of Olympia since 
1925, when he came here to manage the plant 
of the Copeland Lumber Co. Later he was 
associated with the Springer Mill Co. In 1929, 
he organized the Hyak company, which took 
over the Springer retail lumber and millwork 
business. He is a trustee of the Olympia Cham- 
ber of Commerce and is active in civic affairs. 


Nominated for Vice Presidency on 
Republican Slate 


_PortLAnp, Ore., April 4.—It will be of par- 
ticular interest to his host of friends through- 
out the lumber industry to know that the chair- 
man of the Republican State Central Committee 
in Oregon has selected Judge William Bennet, 
of New York City, as his candidate for the 
Republican nomination of Vice President, and 
has filed a request that Mr. Bennet’s name be 
placed on the ballot for the primary to be held 
in this State on May 15. March 30 was the 
last day to file for these primaries and there 
was no other filing except Judge Bennet for 
the Republican nomination for Vice President. 
Naturally Judge Bennet and his friends regard 
this as a high compliment from the Republicans 
of a State in which he has many friends ac- 
quaintances and clients. 

Judge Bennet has been rather closely con- 
nected with the lumber industry in Oregon. He 
was a member of the Committee of Fifteen, 
which was the unofficial organization that sug- 
gested policies for the industry. In 1928 he was 
instrumental in getting the Hines interests into 
Oregon. In 1931 he went out to Klamath Falls 
and took a leading part in forming the Western 
Pine Association which took in the western pine 


manufacturers from New Mexico up through 
California, Oregon, Washington and as far 
east as Montana. Since 1932 he has successfully 
represented the Klamath lumbermen who oper- 
ate in Indian timber on the Klamath Reserva- 
tion, and has succeeded in getting their contracts 
modified and the price of their stumpage re- 
duced over 50 percent. It is on the basis of 
these important connections, in addition to his 
standing as a leader in Republican politics, that 
the chairman of the State Central Committee 
has selected Judge Bennet for this nomination 
and has filed the request for his name to be 
placed on the ballot. Incidentally, it is of inter- 
est to know that Judge Bennet is the only per- 
son connected with the lumber industry whose 
name has been mentioned in connection with 
this office in either the Democratic or Republi- 
can parties. 


Four Affiliated Companies Re-elect 


RayMonb, WaAsH., April 4.—All officers of 
the Willapa Harbor Lumber Mills, Willapa 
Logging Railroad Co., Pacific & Eastern Boom 
Co. and Sunset Boat Co.—affiliated Weyerhae- 
ser companies—were elected at the recent annual 
meeting of stockholders and directors here, 
according to J. W. Lewis, general manager of 
all of the concerns. The official staffs follow: 

Willapa Harbor Lumber Mills—J. P. Wey- 


erhaeuser, Jr., president; C. L. Lewis, vice 
president; George S. Long, Jr., secretary; 
A. D. Orr, treasurer; J. W. Lewis, general 


manager and assistant secretary and treas- 
urer. 

Willapa Logging Railroad Co. — Minot 
Davis, president; C. L. Lewis, vice president; 
Cc. A. Yarboro, secretary; J. W. Lewis, gen- 
eral manager, treasurer and assistant secre- 
tary. 

Pacific & Eastern Boom Co.—Charles H. 
Ingram, president; J. W. Lewis, vice presi- 
dent, general manager and assistant secre- 
tary. 

Sunset Boat Co.—Charles H. Ingram, presi- 
dent; J. W. Lewis, vice president, general 
manager and assistant secretary; C. A. Yar- 
boro, secretary-treasurer. 


Everybody Optimistic Despite the 
Administration 


Tacoma, WasH., April 4.—Business men 
throughout the nation believe that 1936 will be 
an active building year Frost Snyder, presi- 
dent of the Clear Fir Lumber Co., Tacoma, 
and head of the Vancouver Plywood & Veneer 
Co., Vancouver Wash., reported here this week 
on his return from a comprehensive swing 
through most of the heavy lumber consuming 
sections of the United States. Mr. Snyder left 
here late in January, and on his trip he visited 
Salt Lake City, Denver, Chicago, New York 
and Boston. On his return, his itinerary took 
him south along the Atlantic coast to Florida, 
then west, via Tennessee, Texas, Arizona and 
California. “Everybody was optimistic,” he 
said, “in most places despite the Administra- 
tion. Weather conditions were bad during the 
trip and consequently there was little building 
in progress. But it had been good before the 
bad weather set in and the prospects were good 
for its return as soon as weather would per- 
mit. 


Carpenters Find Outlook Bright 


Orympra, WasH., April 4.—The building in- 
dustry was never sO promising as at present, 
said Leo Flynn, president of the Washington 
State Council of Carpenters, at the annual con- 
vention of that group here Thursday. “It is 
no idle boast to declare the outlook is bright 
for carpenters,” Mr. Flynn said. “Washington 
is six years behind with its housing, and the 
great task of catching up is just getting under 
way. The outlook is for a great volume of 
home construction and renovation in virtually 
every city in the State this year. A suitable 
residence can not be found by a prospective 
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renter in Seattle, and the same situation exists 
over the State.” Mr. Flynn, whose home is in 
Seattle, said the prevailing wage and hour 
scale—a six-hour, five-day week and $1.12% 
cents an hour—is general over the State, and 
that carpenters are satisfied with that set-up. 





California Mill Logging 20 Mil- 
lion Feet of Pine, Fir 


Quincy, Cauir., April 4—The plant of the 
Quincy Lumber Co., at Sloat, Calif., resumed 
operations on April 1, with a capacity of 20,- 
000,000 feet for the season. O. C. Morris, sales 
manager, says that the timber unit to be worked 
this year is in the heart of the Feather River 
Canyon pine district, and consists of pine and 
high quality Douglas fir, the greater footage 
being pine. The sales office of the company is 
at Quincy. 





TIMBERS 


Here's one of our popular spe- 
cialties for the retail trade—made 
from the best of our Virgin Long 
Leaf Logs. We carry a large 
stock at all times of 4x4 and 4x6, 
No. 1 and No. 2, ready for prompt 
shipment in any quantity with 
our Dimension. 

Zimmerman Virgin Long Leaf 
Timbers enable you to provide 
your customers with foundation 
members that will carry the loads 
and resist deterioration—Timbers 
that are in a class by themselves 
for strength and durability. Bet- 
ter include some in your next 
order for— 


ZIMMERMAN 


LONG LEAF YELLOW PINE 
DIMENSION AND TIMBERS 
Lignasan Treated Lumber 


JABENTLEY LUMBER 00. 


ZIMMERMAN... LA. 














Eastman - Gardiner 
HARDWOOD CO. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 
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ALVAGING 
Lumber and Log 


As soon as the water in the 
flooded states recedes, the lumber 
dealer and manufacturer in the 
low country will be confronted 
with a tremendous task of salv- 
age. In the case of lumber piles 
that have been partially sub- 
merged, it will be important to 
reduce the degrade from stain 
and decay, particularly in easily 
damaged species. Stock which 
was thoroughly dry, steamed, or 
kiln dried before inundation is 
in just as much danger as partly 
dry or green stock. A great deal 
of material, of course, has been 
swept away and must be written 
off as a total loss. Of the logs 
that can be recovered, long de- 
lays between the rounding-up of 
floaters or logs half submerged 
in the woods and their conver- 
sion into lumber are probable. 
To minimize the deterioration 
which is bound to occur in the 
meanwhile is one of the most 
important of the problems. 

As usual, this overflow has 
happened at a time of year when 
temperature conditions are par- 
ticularly favorable to the activi- 
ties of wood-staining and wood- 


destroying fungi. In three or 
four months of half-drying, the 
sapwood of many logs, for ex- 


ample, may be a total loss. For- 
tunately this loss can be held at 
a minimum by relatively cheap 
methods, provided the log can 
be reached in time. 


That 


Treatment of Lumber in Piles 
Have Been Flooded 


It is a difficult task to give any 
degree of protection to flooded 
lumber. The sapwood will suffer 
the largest degrade. Where the 
water has been high enough to 
float the lumber, the sapwood 
may be thoroughly infected 
before the boards can be col- 
lected, cleaned, sorted, and re- 
piled. In cases where the in- 
undation of the storage yard has 
been shallow and the piles have 
stood fast on their foundations, 
the lower courses in the piles 
may be covered with silt or 
choked with the rubbish brought 
in by the water. Where it is 
feasible, these lower courses 
should be flushed with a strong 
stream of water from a hose. 
At the earliest possible opportu- 
nity, provision should be made 
for draining off the water left 
standing on the yard, and par- 
ticularly under the piles. It will 
pay to tear down the piles of 
the better grade lumber and re- 
pile them so that drying will 
proceed as rapidly as possible. 

For the valuable upper grades, 
the most effective methods, 
where apparatus is available, are 
steaming or kiln drying, because 
the heat employed kills the 
staining and wood-destroying 
fungi. End-racking the stock 
for three to seven days, if an 
early enough start is made, will 
probably reduce the _ surface 
moisture content below the point 
where stain and decay will de- 
velop. 

Dipping the stock in suitable 
chemical solutions will also cut 
down the spread of infection. 
Dipping treatments are used 
principally to prevent the deteri- 
oration of sapwood, but there is 
every reason to believe that they 
would also protect heartwood 
against infection. It is well to 


bear in mind that dipped stock 
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By L. V. TEESDALE, Engineer in Forest Products, 
U. S. Forest Products Laboratory, Madison, Wis. 


must be properly piled immedi- 
ately after treatment, so that 
drying will not be retarded. The 


following solution is recom- 
mended: 

Cresylic acid ........ 1 gallon 
OO eerrerT 3 pounds 
WENO osctacatecenes 100 gallons 


This mixture can be used cold. 
Another mixture that has 
shown promise as a dipping solu- 


tion is as follows: 

Sodium carbonate.... 66 pounds 

WEEE cc cceecesnaeees 100 gallons 
Hot sodium carbonate solu- 


tions are better than cold solu- 
tions. Both the foregoing solu- 
tions can be used in wooden 
tanks. 

Whether stock is to be 
steamed, end-racked, or dipped, 
it will be advisable to take 
down alternate piles, so that the 
yard will be opened up as much 
and as soon as possible, to al- 
low a free sweep of wind through 
the piles left standing. 


Emergency Spraying of Lumber 


After the water subsides, each 
day’s delay in treating flooded 
stock adds to the danger of loss 
from stain and decay. Spraying 
of lumber in the pile suggests 
itself as a possible means of re- 
ducing the damage. Some prac- 
tical type of spraying machine, 
similar to an orchard spray, 
might be fitted with a nozzle 
which could be inserted between 
courses so that all boards could 
be reached. The ends should, of 


course, be given special atten- 
tion. The cresylic acid and lye 
antiseptic already described 


could be used in such a spray, 
and if the boards were first 
flushed clean and the operation 
handled carefully, it is expected 
that the spread of infection 
would be limited. 


Treatment for Salvaged Logs 


Logs are safe from stain and 
decay as long as they are sub- 
merged, but they will begin to 
deteriorate just aS soon as they 
are partly or wholly exposed to 
the air. Ordinarily the organ- 
isms which cause blue stain are 
first to attack, and they develop 
rapidly. Decay organisms work 
more slowly but are more seri- 
ous because they destroy the 
wood on which they grow. Both 
types of organisms require air 
for growth, and the air can be 
excluded by submerging’ the 
logs; hence one of the first 
things to do—if facilities are not 
available for immediate conver- 
sion or chemical treatment—is to 
collect scattered logs in low 
areas, where they should be 
kept under water as long as pos- 
sible or until they can be taken 
to the mill. Logs which can not 
be taken to water may be left 
flat on the ground and covered 
with brush, debris, or sod. Such 
covering retards the rate of dry- 
ing, and for a time prevents 
checking and holds off serious 
deterioration. But although logs 
can be kept indefinitely under 
water, they can not safely be 
left under the brush or sod pile 
for more than a few weeks, and 
they must be sawed as soon as 


possible after they are uncov- 
ered. 

Another effective and economi- 
cal means of slowing up the de- 
terioration of logs is to be found 
in the use of antiseptics which 
prevent the growth of fungi. A 
solution made of cresylic acid 
(one part) and crude oil or ker- 
osene (10 parts) sprayed on the 
sides and ends of the logs with 
an ordinary garden or green- 
house spray will retard the 
spread of stain and decay in tthe 
sapwood for several weeks even 
in hot summer weather, a suffi- 
cient margin in most cases to 
allow the logs to be carried in 
and sawed up. 

The cresylic acid and lye mix- 
ture already described has also 
shown promise as a decay and 
stain retardant. In all probabil- 
ity there are a number of com- 
mercial disinfectants depending 
upon carbolie acid for their effi- 
ciency that might be substituted 
for the cresylic acid listed in the 
foregoing formulas. 

Where it is feasible to do so, 
logs should be sprayed with one 
of the suggested mixtures as 
soon as possible after the water 
goes down. If, after spraying, 
the logs are completely covered 
with brush, leaves, humus, or 
sod, the benefits of both methods 
outlined above will be secured. 


Treatment of Freshly Cut Logs 


Logs freshly felled to replace 
those lost in the flood will be par- 
ticularly subject to rapid dete- 
rioration in the woods this year. 
Practically all of the damaging 
infection takes place through the 
ends. In order to hold down 
such _ infection, the operator 
should treat the ends of the 
logs, within twenty-four hours 
of the time they are felled and 
bucked, with an effective end- 


coating. The best one thus far 
tested is made of: 

Parts by 

Weight 
Hardened gloss oil ..... 100 
acteccavneveseuns 25 
EINER. ao orga sh www ace ie 25 
Cee MOOR. bese cccctons 10 


This mixture must be applied 
with a brush because it is too 
thick to go through a spray. It 
has proved to be quite effective 
in controlling checking, in hold- 
ing down stain, and preventing 
decay. All logs should be sprayed 
over the bark with the oil and 
ecresylic acid mixture, or with 
the lye-water-cresylic acid mix- 
ture previously described. These 
mixtures will also serve fairly 
well for end coatings in case the 
thicker mixture is not available. 
The oil and cresylic acid mixture 
is probably the more effective of 
the sprays so far as insect con- 
trol is concerned. Like the sal- 
vaged logs, the freshly-cut logs 
should be left: in a shady place, 
covered with brush, until they 
are needed at the mill. 


Treatment for Lumber from Sub- 
merged or Infected Logs 
Many of the logs will have 


become more or less infected, 
particularly through the ends, 


and after the stock is cut 
into lumber the infection may 
spread through the _ interior 
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of the boards unless some 
effective means of killing it 
is employed. Steaming at 180 
degrees Fahrenheit for four 
hours or more for each inch of 
thickness will kill all fungi. 
Steaming itself does not dry the 
lumber, but upon removal from 
the steaming chamber the hot 
wood surfaces will dry rapidly, 
provided the load is exposed to 
free air circulation and protected 
from rain. If the steaming cham- 
ber is provided with heating 
coils, so that the stock can be 
subjected to a period of 12 hours 
or more of low humidity after 
steaming, surface drying will be 
assured and danger of reinfec- 
tion while in the yard will be 
very remote. 

End-racking or dipping in a 
chemical solution, as already dis- 
cussed, gives good results for 
stock from uninfected logs, but 
acts only as a preventive 
against surface infection. Where 
the fungi have gone below the 
surface, these methods would 
not destroy the organisms. In 
such cases, the only effective 
means of stopping the infection 
is to subject the stock to high 
temperatures. 





Retailer Has Heavy 
Flood Loss 


New BETHLEHEM, Pa., April 6. 
—The heaviest single loss during 
the recent high water that flooded 
this section was sustained by the 
C. E. Andrews Lumber Co., retail 
lumber dealer. <A lazge stock of 
lumber and shingles stored in the 
sheds was washed away, and con- 
siderable damage was done to fin- 
ished and unfinished millwork in 
the planing mill, which was sub- 
merged to a depth of five feet. 
Among other losses sustained by 
the lumber company was that of 
eight tons of nails, which were en- 
tirely submerged. Since the water 
has receded men have been work- 
ing at the mill cleaning out de- 
posits of mud and silt, taking down 
and cleaning machinery and elec- 
tric motors and salvaging as much 
as possible of the partly finished 
work in the mill. 





Lumber Swept Away 
from Kentucky Yard 


ASHLAND, Ky., April 6.—The re- 
tail lumber yard of Eli Williams 
Lumber Co. here was submerged 
during the recent flood, and much 
of the lumber was swept away. 
However, the competitors of Mr. 
Williams put their equipment and 
stocks at his disposal, thus enabling 
him to salvage his lumber and 
carry on his business. He has ex- 
pressed gratification at this fine 
evidence of co-operation and also 
speaks in high terms of the indus- 
try of the ten men furnished by 
the local re-employment bureau. 
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Million Feet of Cypress in One 
Cargo 


JACKSONVILLE, FLA., April 6—What is be- 
lieved to be the largest single cargo of cypress 
lumber ever to leave this port in a coastwise 
shipment is scheduled to leave here within a few 
days. This cargo will comprise more than 
1,000,000 feet—about 80 carloads—which is 
being shipped to the municipal docks here by 
rail from the plant of the Burton-Swartz Cy- 
press Co., of Perry, Fla. This cargo is being 
shipped to J. C. Turner Lumber Co., Irving- 
ton, N. 1 2 

J. A. Kaufmann, agent for the shippers, said 
that this lumber will move from Perry over the 
Atlantic Coast Line in two solid trainloads. 





Quality Seasoning of Fir Uppers 


and Commons 


Forest Grove, Ore., April 4.—Having ac- 
quired a 20-year timber supply of some of the 
finest old-growth yellow fir in western Oregon, 
together with a small percentage of upland 
western hemlock, the Stimson Lumber Co., one 
of the oldest and best known names in Pacific 
Coast lumbering, has completed at this place a 
modern, two-band sawmill, planing mill and 
four Moore cross-circulation fan kilns. 

The new mill is in operation, sawing 150,000 
feet daily; and it is planned to go on a two- 
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waste of time, would result. As an example, 
Mr. Batchelder pointed to the manner in which 
the factors in the building field have coordi- 
nated to obtain business through Title 1 of the 
NHA. It was suggested that collective selling 
can be achieved by holding joint meetings 
between dealers, contractors, realtors and manu- 
facturers’ representatives ; ‘establishing a pro- 
gram of promotional meetings for these factors ; 
using mailing pieces and company literature; 
using carefully planned and sometimes expen- 
sive newspaper advertising ; creating an alliance 
between the factors for unified selling. 

Concluding Mr. Batchelder said “The most 
economic, scientific and active selling today is 
what I term ‘collective selling.’ There is noth- 
ing that so successfully creates interest, mutual 
understanding and actual orders as the assem- 
bling of all the people interested in merchan- 
dising a particular material, and presenting the 
benefits and values to the consumer. 





Coulee Dam Using Big Footage 
for Forms 


SPOKANE, WasH., April 4.—Fabricated lum- 
ber forms are in heavy demand at the scene of 
construction at the Grand Coulee Dam project 
on the Columbia River, 92 miles west of Spo- 
kane. Concrete has been poured since Dec. 2 in 
the west abutment area, where the foundations 
of the west end of the huge dam will rest. This 
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Left: New mill of Stimson Lumber Co., Forest Grove, Ore., and battery of modern Moore cross-circu- 


lation fan kilns. 


shift basis soon, increasing production to 60,000,- 
000 feet a year. 

The accompanying illustration shows the bat- 
tery of Moore cross-circulation fan kilns of 
laminated wood construction with fan system 
overhead. Three of the kilns are used exclu- 
sively for drying fir uppers, the fourth one dry- 
ing 2-inch common fir dimension. Frank Eby, 
kiln superintendent, says that, drying on low 
temperatures, with fast reversible air circula- 
tion, all drying elements automatically con- 
trolled, these powerful kilns are producing a bet- 
ter quality of uniformly seasoned lumber and 
affording large drying capacity. 

C. W. Stimson is president of the company ; 
Harold Miller, manager; R. W. Replogle, sales 
manager; L. F. Talmadge, mill superintendent ; 
and Frank Eby, kiln superintendent. 





Manufacturer Stresses Need for 
Collective Selling 


In a recent address before the Alabama Build- 
ing Materials Institute, E. H. Batchelder, Jr., 
vice president the Insulite Co., stressed the 
necessity of collective selling by all of the fac- 
tors involved in the distribution of materials 
for building. Citing the dealer as the accepted 
distributor of materials, Mr. Batchelder added 
the manufacturer’s sales force, the architect, the 
contractor and the realtor as additional factors 
in selling, and urged that if, in cases where all 
of these factors were involved, they could tell 
the same story and use the same sales methods, 
more business, and that with less confusion and 


Right: Frank Eby, kiln superintendent, poses by truckloads of 2-inch fir 


is being poured in wooden forms in square 
blocks with intervening spaces. Later the spaces 
will be filled in the blocks so constructed as to 
interlock. It is reported here that the Cle Elum 
yards of Weyerhaeuser Lumber Co. have 
shipped 1,570,000 feet of lumber for these forms. 


Heads Prominent Redwood 


Manufacturing Operation 


San Francisco, Cauir., April 6.—Leonard 
C. Hammond has become president of the Ham- 
mond Lumber Co., pioneer redwood manufac- 
turer, this city. He was also elected president 
of the Hammond & Little River Redwood Co. 
(Ltd.), a subsidiary owning over 7,000,000,000 
feet of fine redwood timber, with manufacturing 
plants in Humboldt County of a total annual 
capacity of 200,000,000 feet. Mr. Hammond suc- 
ceeds his father, the late A. B. Hammond, 
founder of the company. W. S. Burnett, who 
for many years was a vice president, again oc- 
cupies that position. Other officers are G. B. 
McLeod and H. W. McLeod, vice presidents, 
and S. L. Rea, secretary-treasurer. It was 
formally stated that the company and its affili- 
ates are solely in the hands of those who were 
associated with A. B. Hammond in the upbuild- 
ing of the business. Leonard C. Hammond has 
grown up in the company, having held positions 
in every department. He has been prominently 
identified with the California Redwood Associ- 
ation as a director and is a past president. 
During the World War in the Air Service of 
the United States he qualified as an Ace. 
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Peavy-Moore Lumber Co. inc. 
SHREVEPORT, LA. 


Manufacturers of 


Southern Yellow Pine 
Southern Hardwoods 
Oak Flooring 


_ Pine and Hardwood Dimension 














Hardwood Interior Trim, etc. 


Peavy-Wilson Lumber Co. inc. 


HOLOPAW, FLA. 
Manufacturers of 


Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 











WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 











BAND -SAWED 


SOUTHERN 


VELLOW PINE 
and Hardwoods 


Mix—D CARS OR STRAIGHT CARS 
RETAIL YARD STOCK 
A SPECIALTY. 
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Here's What's New— 


Red Cedar Shingle Bureau Issues 
Informative Leaflets 


A series of pocket-size single and double 
leaflets dealing with red cedar shingles is being 
distributed by the Red Cedar Shingle Bureau, 
Seattle, Wash., an organization of 200 leading 
mills in the Northwest. The leaflets are attrac- 
tively illustrated and are highly informative, 
both with regard to red cedar shingles and 
approved recommendations for applying them. 
“Certigrade” is the trade name used by the 
Bureau, and is applied on the products of all 
the member mills, each of which is required 
to measure up to stringent standards and meet 
rigid inspection of its products by the Bureau. 
There are only three kinds, differing only in 
size, of shingle carrying the Bureau’s Certi- 
grade label, and these are all No. 1 clear edge 
grain, free from defects and sapwood. 

© a e 


Sales Plan Embraces Ten Aids to 
Increase Dealer Profits 


Citing ten features of Laminex door construc- 
tion and announcing ten dealer-help policies the 
two schedules are combined to form ,the basis 
of the “10-10 Sales Plan” of the Wheeler Os- 
good Sales Corp., with general sales office at 
122 South Michigan Avenue, Chicago, and fac- 
tory at Tacoma, Wash. Of special interest 
among objectives of the ten dealer-help policies 
are the following items: To build up demand 
by effective advertising and sales promotion; 
to increase turnover of dealer stocks; to pro- 
tect inventory values and margins; to expand 
dealer volume and profits. For a detailed ex- 
planation of how the company expects to accom- 
plish these goals in its policy dealers are in- 
vited to write for further information. 

* * . 


Association Manifests Faith in 
Continued Demand 


Of interest to retail lumber dealers through- 
out the country is the fact that lumber pro- 
ducers continue to come forward with manifes- 
tations of their confidence in continued increase 
in demand for their products. Among the im- 
portant evidences of this trend is the action 
taken recently by the Western Pine Associa- 
tion, D-1 Yeon Building, Portland, Oregon, in 
re-entering the ranks of display advertisers in 
magazines. The tentative advertising schedule 
is based on the work the association has done 
throughout the depression to improve its prod- 
ucts through laboratory and experimental work. 
It urges dealers to fortify their own merchan- 
dising powers by becoming acquainted with the 
changes that have been made. 

* ¢ * 


Insulation Company Adds to Line of 
Products 


Recent announcements by the Standard Lime 
& Stone Co., First National Bank Building, 
Baltimore, Md., state that expansion of the 
company’s line of insulation to embrace four 
products, now provides a type of material to 
meet all home building insulation requirements. 
These products include wall-thick batt 3% 
inches thick in rectangles 15x23 inches, packed 
eight pieces to a carton, and semi-thick batt 
which differs only in that it is 2 inches thick. 
Loose batt wool is a new addition to the line. 
This is 3 inches thick, and 9x15 inches in area. 
This is said to be cheaper to install, while giving 
uniform insulation throughout. The fourth prod- 
uct that completes the line is roll felt, to be 
specified where 2-inch thickness is acceptable. 
This is prepared with paper on one side, and 
is 15 inches wide and eight feet long. Book- 
lets giving complete information, prices and in- 
stallation details are available. 


Garden Furniture in Packages for 
Quick Assembly Is Offered 


The Kinzua Pine Mills Co., predicting a 
large market for garden furniture this year, is 
calling the attention of dealers to its line, which 
includes a chair, settee, two styles of table, and 
a bench. The items are made of clear Ponderosa 
pine, with smooth surfaces and eased “snag- 
proof” edges. Each part is accurately machined, 
and holes are bored for bolts. Each article is 
packed separately in a heavy corrugated carton 
to keep it clean and unmarred in shipment and 
storage. Complete directions are supplied to 
facilitate quick assembly and dismemberment 
from season to season. Dealer literature is 
available. The company points out that prac- 
tically every sale of this garden furniture is 





Numerous sug- 


accompanied by a paint sale. 
gestions for painting are given, along with direc- 
tions for applying any type of finish. 

* ¢ @ 


Sound Slide-Film Dramatizes New 
Roofing Sales Plan 


The Barrett Co., with main offices at 40 Rec- 
tor Street, New York, is launching its 1936 
sales and advertising program to jobbers, deal- 
ers and roofing applicators in dramatic fashion. 
The company has equipped each of its roofing 
salesmen with a movie projector and an Audi- 
Vision talking slide-film entitled “Profit Days 
Are Here Again.” The film is an interest com- 
pelling explanation to dealers and applicators 
of how to tie up with the company’s new “Five 
Out of Ten” profit plan. Already the company 
is convinced that this pictorial tie-up of all the 
phases of a complete merchandising plan is a 
valuable supplement to the individual salesmen’s 
efforts. 

Barrett is supplying dealers with manuals, 
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direct-mail literature, displays, presentation 
folios, booklets and folders. A 52-page illus- 
trated manual provides simple suggestions on 
how to secure leads, approach prospects, esti- 
mate, overcome sales resistance, close sales, 
make collections, keep accounts, and hire and 
train salesmen. For dealers in rural areas a 
farm building plan service is provided. It con- 
sists of two volumes, one containing 109 differ- 
ent farm buildings, and the other giving com- 
plete material requirements for each plan. 
Working blue prints are supplied at a nominal 
cost. These are free to dealers who will agree 
to pay postage on a four-piece direct-mail cam- 
paign advertising them. Other features of the 
plan are booklets on telephone solicitations, ad- 
vertising novelties and financing arrangements. 
* * * 


Beautiful Lumber Is Theme 


On the rapidly growing revival of popular 
appreciation of the inimitable beauty of wood 
for decorative and finishing purposes, the 
Marietta Paint & Color Co., Marietta, Ohio, is 
predicating its new sales campaign, and em- 
barking on an educa- 
tional program to dem- 
onstrate ways in which 
wood may be finished 
to enhance to the ut- 
most the _ individual 
characteristics of the 
several species. The 
campaign will be con- 
ducted through the 
agency of lumber deal- 
ers. 

To each dealer who 
handles the Marietta 
line will be given an art 
panel of American 
woods in full color, a 
photographic reproduc- 
tion of which is pre- 
sented herewith. The 
panels are walnut, 30 
inches wide and 34 
inches high, framed in 
gold. On each one are 
mounted 16 panels, each 
one a different species 
of American lumber, 
and each sample fin- 
ished in a manner 
which best develops the 
inherent beauty of that 
species. Each panel will 
be furnished with the 
usual panel equipment, 
and the assembly will 
be made available also 
to schools, colleges and 
museums. 

Firing one of the 
opening guns in the new 
campaign, G. A. La- 
Vallee will represent 
the company as the prin- 
cipal speaker before the 
Cincinnati Advertisers Club at the Hotel Gib- 
son on April 15. His address will be devoted 
to the possibilities of beautiful lumber. 

* * * 


Method of Applying Drier Called 
Cause of Paint Troubles 


A news release from the Archer Daniels 
Midland Co., Minneapolis, Minn., manufacturer 
of Pol-Mer-Ik, states that complaints to deal- 
ers by paint users are more often than other- 
wise traceable to the oil and drier used rather 
than to the paint. Not infrequently a mastet 
painter will buy an excellent grade of white 
lead and a reducing agent to use with it, and 
then encounter trouble five or six months later. 
The most common type of lead and oil failure, 
according to the company, is what is generally 
known as “film burning,” which is due to exces- 
sive use of driers. 

Oil which contains an excess of driers has 
passed the “burning line” and causes the paint 
film to disintegrate or burn, leaving the surface 
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bare. Flaxseed shows different chemical analy- 
ses, according to the part of the country in 
which it is grown, and while the oil from one 
section may be as good as that from another, 
the oils react differently to varying types of 
driers. In order properly to compensate the 
oil with the right kind and amount of drier, 
it is necessary to know the analysis of an oil, 
and then to heat it as the drier is being added. 
This practice insures correct ratios, and uni- 
form mixing. 
x * * 


New Type Weather Strip Installed 
Without Removing Sash 


A new spring-bronze weather strip, the 
Dennis Style AA, is unique in that it comes 
attached to a parting stop which greatly sim- 
plifies its insertion in the window frame. All 
that is necessary to install it is to pull out the 
old stop and 
insert the 
Dennis one- 
piece weather- 
stripped part- 
ing stop in its 
place. In sec- 
tion, the Den- 
nis AA Style 
is roughly an 


“S” shape 
fold that en- 
ables it to 


conform as 
the sash ex- 
pands or con- 
tracts. The 
entire instal- 
lation in an 
old window is 
accomplished 
without re- 


Chee, RAN? 


Top mai 


moving the 
sash. On new 
windows, the 


factory instal- 
lation cost is 
practically 
nothing. No 
nails are re- 
quired in 

either case. 
The manufacturers are W. J. Dennis & Co., 
2110 West Lake Street, Chicago, who are now 
engaged in developing distribution through 
building supply houses and retail lumber dealers. 


BOTTOM OF LOWER SASH 





New Service for Exporters 


WasuinctTon, April 6—The Bureau of For- 
eign and Domestic Commerce of the Depart- 
ment of Commerce is giving more and more at- 
tention to direct help to exporters. It has re- 
cently begun the publication of a bulletin called 
Construction Abroad. It is expected to cover 
the same field that the National Lumber Export 
Service covered in its circular on foreign con- 
struction, which is accordingly discontinued. 

The Lumber Export Service’s main activities 
in the future, as in the past, will be in relation 
to the negotiation of the reciprocal trade agree- 
ments now being negotiated, and the adaptation 
of Government export and foreign services to 
export sales promotion. In regard to foreign 
construction, the Export Service is urging that 
technical lumber literature of the manufacturers 
and export associations, and also of the Govern- 
ment, be made available to buyers and specifiers 
abroad through the foreign offices of the Depart- 
ments of Commerce and State. 

In announcing the appearance of Construction 
Abroad, P. A. Hayward, chief of the Forest 
Products Division, says: 

Iam glad to send you our newly inaugu- 
rated service—Construction Abroad. It is 
our sincere wish that this publication will 
aid you in locating new foreign markets for 
your products. It is not intended to “sell” 
forest products, but only to offer “leads,” and 
keep you posted on individual building proj- 
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ects while they are still in the formative 
stage. 

American lumber exporters may have their 
names placed on the mailing list by writing the 
Forest Products Division, Bureau of Foreign 
and Domestic Commerce, Washington, D. C. 





Big Sawmill Burned 


SPOKANE, WASH., April 4.—The sawmill of 
the Dalkena Lumber Co. in Dalkena, Wash., 
was destroyed by fire March 20. The mill, 
equipped with a single and double-cut saw, had 
been overhauled and was making a trial run. 
The plant had a capacity of 100,000 feet a day. 
The plant was covered by insurance. L. J. 
Rodel, general manager, was unable to state the 
plans ‘of the company as to rebuilding. 





New Technical Handbook on 
Use of Douglas Fir Timber 


A handbook, written as a complete technical 
and general reference volume on the use of 
Douglas Fir, and entitled the “Douglas Fir Use 
Book,” has been issued by the West Coast 
Lumbermen’s Association. The association has 
long felt that the unfilled need for such a book 
has resulted in the loss of many sales to lum- 
bermen, and believes that it has compiled usable 
information in a manner that will make the 
volume a valuable aid to the entire industry. 

The Douglas Fir Use Book contains more 
than 200 pages of technical information under 
45 different classifications. Included, are load 
design tables for joists, rafters, beams, string- 
ers, columns, studding, and plank and laminated 
floors. In addition there is an exposition of the 
development of structural grades, an explana- 
tion of the grade marking service offered by 
West Coast mills, and a comprehensive grade- 
use book. One section is devoted to information 
about timber connectors, the invention that 
makes it possible to double or triple the strength 
of bolted joints. 

Architects and engineers desiring to know the 
size of Douglas fir timber to use in supporting 
a certain load over a given span, or how large 
a timber to use for a post or column, can find 
the answer readily by referring to one of the 
tables in the book. Heretofore, designers have 
had to spend time working out these figures 





for themselves, and it is the conviction of the 
association that rather than take the time and 
trouble to do this work, designers often use 
some other material, structural data for which 
are available. 

Equipped with the book, the association points 
out, the lumber dealer will be able to answer 
questions put by designers and can give authori- 
tative information. The book sells for $1.00. 
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“The Heart Content’’ 


Have you delayed giving your wife this new book 


by ‘“‘the lu: rman poet’’? Let us send it to you 
—take it to her—how it will cheer her up! 
$1.50 pos 


Address the Publisher 
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JOHN F. KNOX, 71, former president Knox- 
Reimann Lumber Co., Buffalo, died suddenly 
April 1. He was born in Campbell, N. Y., 
and attended public school in Buffalo and 
the Orchard Lake Military Academy. He, 
then, entered the lumber business of his 
step-father, John M. Bemis, organizing the 
firm of Bemis & Knox. After the death of 
Mr. Bemis, he engaged in the lumber busi- 
ness with Frank L. Beyer as Beyer, Knox & 
Co. After several years, the yard was: dis- 
continued because of railroad occupation of 
the premises. He then became head of. the 
Knox-Reimann Lumber Co., in Williamsville, 
adjoining Buffalo. This yard was later 
bought and occupied by the L. N. Whissel 
Lumber Co. (Inc.), about ten years ago.: .Mr. 
Knox was a 32d degree Mason, an honorary 
member of the Buffalo Lumber Exchange, 
and a lifelong member of Hoo-Hoo. In late 
years he was a breeder of homing pigeons 
as a pastime and was an authority on the 
subject. His widow and two daughters sur- 
vive. 


WILLIAM L. HENRICH, 69, vice-president 
and treasurer of the William Henrich’s Sons’ 
Co., Buffalo, died in St. Petersburg, Fla., 
March 28, of a heart attack. He was born 
in Buffalo and as a young man was in the 
real estate business. Later he joined his 
father, William Henrich, in a lumber busi- 
ness, which was founded in 1866. In addition 
to the above connection, he was also treas- 
urer of Henrich Panel Co. (Inc.) and the 
Bison Lumber Co. (Inc.). He had been in 
poor health for several years and had spent 
his winters in Florida. He was a member 
of the Buffalo Lumber Exchange and at one 
time was a director of the Northeastern Re- 
tail Lumbermen’s Association and president 
of the National Retail Lumber Association. 
He was a member of the Lutheran Church, 
a former director of the Chamber of Com- 
merce, a Mason, and of several Buffalo clubs. 
n= na widow, a brother, and two sisters sur- 
vive. 


JAMES GORDON FERGUSON, 72, president 
Clovis Lumber Co., Clovis, Calif., died at his 
home March 15 after a long illness. He was 
born in Liverpool, England, and was in the 
banking business there six years. He, then, 
lived in Australia for a few years, and later 
moved to San Francisco. He became asso- 
ciated with Harpst & Spring, shingle manu- 
facturers in Humboldt County, and was with 
the Russ Lumber Co., San Diego, from 1887- 
1889. The next three years he was manager 
for Pope & Talbot at Port Gamble, Wash., 
and for a time was with the San Joaquin 
Lumber Co., Fresno. He was, then, made 
manager of the Fresno Flume Co., Clovis, 
and remained with the company many years. 
A few years ago he started the Clovis Lum- 


ber Co., which he headed until death. - He is 
survived by his widow, a daughter, two 
granddaughters and two sisters. 

WILLIAM I. BARR, 74, Greenfield, Ohio, 


died March 22. He was a veteran lumber 
dealer and manufacturer, and prominent in 
the business, religious and social life of his 
city. In early life he engaged in the lumber 
business, and at the time of his death owned 
and operated extensive lumber and agricul- 
tural industries. He manufactured lumber in 
Greenfield from 1893 to 1910, later operating 
on an extensive scale with mills, yards and 
Plantations at Louise, Miss. He was senior 
partner of the Barr-Holiday Lumber Co., 
Louise, which operated on an extensive scale 
for many years in manufacturing hardwood 
lumber. Mr. Barr is survived by his widow, 
three sons, a daughter, two grandsons and 
five granddaughters. 





FLOYD BELL DENNIS, 49, prominently 
identified with the lumber industry in North 
Carolina, Kentucky and West Virginia since 
a young man, died suddenly March 16 at his 
home. When 15, he became associated with 
his step-father in lumber cutting in North 
Carolina, and as a young man had charge 
of large operations for himself and other 
companies. He was superintendent of the 
Rock Castle Lumber Co. in operations in 


Kentucky and West Virginia. Mr. Dennis 
was instrumental in forming the Black 
Mountain (N. C.) Lumber Co., but of late 


has been identified with building supply con- 
cerns in Andrews, Spruce Pine and Hender- 
sonville, N. C 


WALTER E. GLEASON, 64, founder Con- 
sumers Lumber & Coal Co., Portage, Wis., 
died suddenly at his home March 25. A 
native of Madison, Mr. Gleason had been 
connected with the lumber industry most of 
his life. For a time he was manager of a 
lumber firm tn Mukwonago and later was in 
charge of a yard in Bismarck, N. D. In 
1917, he organized the Consumers company. 
Mr. Gleason was elected treasurer of Wis- 
consin Retail Lumbermen’s Association at its 


last annual convention. He had also held 
official posts in district lumberman groups 
for many years. Survivors include a widow, 
four children and several brothers and sis- 
ters. 


WILLIAM WYNNE WATKINS, 47, presi- 
dent Joyce-Watkins Co.and Arrow Transpor- 
tation Co., Chicago, for many years large 
factors in the railroad tie, wood preserva- 
tion industries, and in steamboat operation 
on the Ohio river and its tributaries, died 
March 26 in Memphis, Tenn., of pneumonia. 
The firm with which he was connected holds 
large acreage of timber in Canada, upper 
Michigan and Tennessee. He was educated 
at the University of Illinois, and the Bilt- 
more Forest School from which he graduated 


in 1909. ._Mr. Watkins leaves his widow, three 
daughters, his parents, two sisters and a 
brother. 


CHARLES C. F. SIEVING, 66, vice presi- 
dent Western Woodwork & Lumber Co., To- 
ledo, Ohio, and manager Home Owners’ Loan 
Corp., for the Toledo district, died March 21 
in St. Vincent’s hospital after an operation 
following an automobile accident five days 
earlier. His father was a lumberman, also. 
Mr. Sieving was active in forming the Lum- 
bermen’s Savings Association, and Lumber- 
men’s Mortgage Co. He had been active 
many years in Y. . C. A. work, and in 
several musical organizations. His widow, 
two sons, Carl and Paul, who are following 
their father in the Western Woodwork & 
Lumber Co., and three daughters survive. 


JAMES H. GILCHRIST, 32, son of James 
T. Gilchrist, retail lumber dealer, Toronto, 
died suddenly in the General Hospital, To- 
ronto, March 30. Mr. Gilchrist was born and 
educated in Toronto. He had been associated 
with his father in the lumber business for 
about ten years, until nine months ago, when 
he went to New York City to assume a re- 
sponsible position with a large construction 
firm. Mr. Gilchrist was taken ill in New 
York City and was placed in a hospital there. 
Later he returned to Toronto for treatment, 
and passed away two days after reaching 
his home. He is survived by his widow, his 
father and a brother. 


CLARENCE HARDY SHERRILL, 63, presi- 
dent Sherrill-Russell Lumber Co. (Inc.), Pa- 
ducah, Ky., died March 24 of pneumonia. He 
had retired ten years ago due to poor health. 
Mr. Sherrill was a past president of the Ken- 
tucky Retail Lumber Dealers Association. He 
entered the lumber field with his brothers 
with whom he formed a company in Union 
City. For many years he was closely iden- 
tified with the hardwood industry and was 
active in association work in behalf of that 
industry. He leaves his widow, two daugh- 
ters, two grandchildren and a brother. 


GEORGE HARRY BYRNES, formerly an 
active lumberman of western Louisiana 
where he was associated with A. J. Peavy of 
Shreveport in the organization and early 
operation of the Peavy-Byrnes Lumber Co., 
died at San Antonio, March 20. The Peavy- 
Byrnes concern became one of the largest 
and most successful in the Southwest. Mr. 
Byrnes moved to San Antonio several years 
ago due to poor health, and sold his stock 
in the lumber company. His widow and 
three sons are left. 


T. HAMPTON PUGH, 57, pioneer lumber- 
man of Woodlake, Calif., passed away at his 
home March 14. He went to Woodlake in 
1912 and opened the first Spalding Lumber 
Co. of which he was manager for several 
years. About nine years ago, he retired from 
the company, and entered the lumber busi- 
ness alone. He had operated a sawmill at 
Badger for some time. His widow, a brother 
and one sister survive. 





CHARLES H. STONE, owner of an interest 
in the Reynolds Brothers Lumber Co., Al- 
bany, Ga., died recently in Johns Hopkins 
hospital. Mr. Stone and the late G. W. 
Beebe purchased timber properties in Georgia 
near Clayton, where they operated for many 
years. In 1913 they acquired an interest with 
the Reynolds Brothers at Franklin, N. C., 
which corporation moved its main operations 
to Albany and Savannah, Ga., in 1916. 


ISIDORE SINGER, 56, vice president Singer 
Lumber Co. (Inc.), New Orleans, died April 1 
in his home of a heart attack. He went 
to the southern city in 1900 from Poland, 
and organized a contracting, lumber and real 
estate business, having a brother, Max, and 
a nephew, Sam Stone, president and secre- 
tary of the company, respectively, as asso- 
ciates. His widow, a daughter, one _ son, 


three brothers and two sisters are left. 
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PETER J. FEITNER, 59, of the Osceola 
Cypress Co., Osceola, Fla., died March 28. Be- 
fore going South, Mr. Feitner helped organize 
the oban, Hunter & Feitner Lumber Co. 
in Brooklyn, N. Y., and later became presi- 
dent of the company. At his death he was 

resident Atlantic National Bank of Sanford, 

la. He is survived by his widow. 


JOHN E. NUZUM, 77, head of the John E. 
Nuzum & Sons Lumber Co., Viroqua, Wis., 
died March 24. He established the first lum- 
ber yard in his town in 1893, and the com- 
pany now has branches in seven other towns. 
His widow, two daughters, and three sons, 
Clinton, Ralph and Leland, who operate the 
company, survive. 


WOOD H. DEVOSS, 70, prominent Green- 
field, Ohio, lumber salesman and dealer, died 
March 20. He had sold lumber for over 50 
years, and was a member of “The Old Guard,” 
a group of Ohio veteran salesmen who were 
honored at the last convention of the Ohio 
Association of Retail Lumber Dealers held in 


Cincinnati. His widow and an adopted son 
survive. nga ale as: 
JOHN B. SAMUEL, 73, veteran lumber 


dealer of Carterville, Ill., died at his home 
March 13. Mr. Samuel began his retail busi- 
ness in Carterville 51 years ago. He was a 
charter member of the Masonic Lodge of his 
city, and belonged to other organizations. Mr, 
Samuel leaves his widow, two daughters, two 
sons and three grandchildren. 


R. W. WARREN, 69, president American 
Walnut Co., Kansas City, Kan., died March 
26 at his home near Springfield, Mo. He had 
been engaged in the walnut lumber business 
for the last thirty years, and eleven years 
ago established the company which he 
headed. A daughter survives. 


O’NEIL C. RABBY, 42, of the Wilson Lum- 
ber Co. of Fla., Perry, Fla., died March 25 
from an accident in an automobile. He pre- 
viously was with the Reed, Rabby Lumber 
Co. in Jacksonville. He is survived by his 
widow, two sons, six sisters and two 
brothers. 


WILLIAM MATHEWS, 48, manager of a 
yard of Jchn B. Smith & Sons (Ltd), whole- 
sale and retail lumber dealers, Toronto, died 
recently. He had been an employee of the 
eompany before and after overseas service in 
the World War. His widow and two children 
are left. 


GEORGE SHELDON, 80, senior member of 
the lumber firm, Sheldon & Sheldon, Lexing- 
ton, Neb., died in Lincoln, Neb., March 25. 
He was connected with the lumber business 
in Lexington for 25 years. Surviving are a 
son and one daughter. 








MRS. EVA WHALEY PHILLIPS, widow of 
Horace B. Phillips, a member of the Jackson 
Lumber Co., died at her home in Suffolk, Va., 
April 1, after an extended illness. One son 
and a daughter survive. 


HARRY W. HAGIE, operator of the Hagie 
Grain, Seed & Lumber Co., Putnam, IIl., died 
March 20, at his summer cottage on Lake 
Senachwine near Putnam. 





Los Angeles Amends Code on 
Preservatives 


Los ANGELES, Cauir., April 4—A mixture of 
zinc chloride and sodium dichromate may be 
used as a preservative for foundation timbers, 
according to the provisions of an amendment to 
the municipal building code here, which the city 
council instructed City Attorney Ray L. Ches- 
bro to draft. The amendment relates to the use 
of wood preservatives in treating foundation 
timbers. Pure coal tar creosote may also be 
used, and other preservatives as approved by 
the building and safety commission. But if the 
commission reports against the use of a given 
preservative, the council may override this dis- 
approval by a two-thirds vote. 

The amendment as proposed also contains the 
provision that the “exterior siding or sheeting 
below the sub-floor level may be treated by be- 
ing painted on the back or under-floor side with 
an approved preservative in an approved man- 
ner.” No provision is made with respect to the 
use of heart of common redwood, it was pointed 
out by Councilman D. W. Tate. But it was ex- 
plained by Research Engineer C. Makutchan 
that the building commission will approve heart 
of common redwood when the redwood interests 
shall have submitted specifications covering 
treatment and grading. 
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Business Changes 


CALIFORNIA, Burbank—Pacific Wood Products 
Corp. plant at Olive and Front Sts., leased to 
Walker Wood Products (Inc.) and T. V. Walker 
& Sons (Inc.). 

Los Angeles—C. R, Kayser & Co. changed name 
to California Furniture Shops (Ltd.), 4405 Fruit- 
land Ave. 

Los Angeles—Lillard-Simpson Co, changed name 
to Allied Veneer & Lumber Co., 2153 Sacra- 
mento St. 

Orange Cove—Orange Cove Lumber Co.: J. E. 
Frane bought interest of his partner, George 
Hume, of Muskegon, Mich., and will operate the 
yard as its owner. 

San Jacinto—Charles E. Chambers Lumber Co. 
sold yard to H. H. Spaulding, of Hemet, who will 
conduct it as San Jacinto Lumber Yard, 


COLORADO. Hayden—Hayden Lumber Co. sold 
by Sterling Lumber & Investment Co. to Lindas 
Lumber Co., of Wichita, Kan. There will be no 
change in management or policies of local unit. 

Pueblo—Lindas Lumber Co., 234 South Santa Fe 
Ave., purchased by Sterling Lumber & Investment 
Co, of Denver. 

ILLINOIS. Quincy—Heidemann Lumber Co. at 
814 Ohio St. leased by Slagheck Lumber Co., which 
sold yard at 1012 Vermont St., and will move into 
the new Ohio street location, where it will con- 
duct an enlarged business. 

LOUISIANA, Breaux Bridge—George L. Singleton 
(Estate) sold to Robert Angelle. Mr. Angelle 
plans to equip the plant with a planing mill and 
other improvements, 

MICHIGAN. Quinnesec—Fuller-Goodman Lum- 
ber Co. purchased by J. C. Sweeney Lumber Co., 
of Pembine, Wis, 

MISSOURI. Kearney—Weeden Major has become 
sole owner of Major Lumber Co. through purchase 
of half interest from Mrs. S. G, Major and Mrs. 
Gertrude Major Kincheloe. 

Raymore—George D. Hope Lumber Co.’s local 
yard purchased by Eph I. Barr, who will operate 
it as the Eph I. Barr Lumber & Hardware Co. 

Tarkio—North Missouri Lumber Co. local yard 
purchased by Culbertson Lumber Co. 

NEW YORK. Addison—Cotton & Hanlon local 
lumber stock acquired by Sisto Lumber Co. 

NORTH CAROLINA. Kannapolis—Cabarrus Lum- 
ber & Supply Co. changed name to Beaver Lum- 
ber Co. 

OHIO. Jackson Center—W. H. Browne Lumber 
Co. sold stock to Bellefontaine Lumber Co. 

OKLAHOMA, Guthrie—Seiboldt-Dunham Lumber 
Co. now Dunham-Price Lumber Co. 

Sapulpa—Mansfield Lumber Co. at 114 E. Lee 
Ave. purchased by Whitfield Lumber Co., 2 North 
Hickory St., who will designate the place as Whit- 
field Lumber Co. No. 2. 

Shawnee—Sutherland Lumber Co. here purchased 
by F. T. Laster, who will operate it as the F. T. 
Laster Lumber Co. 

Tulsa—C, E. Marshall succeeded by Marshall & 
Trickey, P. O. Box 1514; commission lumber busi- 
ness. 

OREGON. Portland—Buoy & Cutler (Inc.) now 
Buoy Lumber Co., Terminal Sales Building. 

VIRGINIA. Waynesboro— Wayne Lumber & 
Manufacturing Corp. changed name to Wayne 
Manufacturing Corp., and enlarging its purposes. 

WISCONSIN. Beloit—Cunningham Bros. and 
Home Lumber & Mill Co. succeeded by Dane 
Lumber Co., in charge of R. W. Dane. Cunning- 
ham Bros. will operate in future only as con- 
tractors and will not be engaged in retail lumber 
business, 

Muscoda—Russell F. Young Co. purchased by 
A. H. Krouskop & Co., of Richland Center. 


Incorporations 


ARKANSAS. Lockesburg—Hill Lumber Co. 
CALIFORNIA. Los Angeles—Aetna Match Co. 


FLORIDA. Jacksonville—Riverside Lumber & 
Material Co. 

Jacksonville—Superior Casket Co. 

Miami—Pan American Mill Works & Lumber Co. 


Qe. Rockford—Quality Fuel & Lumber 
0. 


INDIANA. Elwood—Central Paint & Lumber 
Co., 1621 South A St. 


KENTUCKY. Harlan — Central 


$30,000. 
Lexington—Faulkner Builders 


Building Co.; 
& Supply Co., 


MICHIGAN. Detroit—Walco (Inc.), 461 Burns 
Drive; to manufacture building materials; $25,000. 
Grand Rapids—West Michigan Building Mate- 
tials & Supply Co. 

Grosse Pointe Village—Block & Brick (Inc.), 409 
Washington Road; $50,000. To manufacture and 
sell building materials. 

NEW JERSEY. Lakewood—Lakewood Lumber 
& Wrecking Co. 

Newark—Ker-Mac Lumber & Tire Co. 

Penns Grove—Deepwater Lumber Co.; $100,000. 

NEW YORK. New York City—Excelsior Store 
ee Corp.; $10,000. Interior woodwork, cab- 
nets 

New York City—Riverside Lumber Co. 


NORTH CAROLINA. Fayetteville—Bladen Lum- 
ber Co.; $100,000. To engage in manufacture and 
sale of lumber and lumber products. 

OHIO. Waverly—Scioto Valley Grain Co.; will 
handle grain, foods, lumber, coal and livestock. 


OREGON. Empire—Builders (Inc.), Ayers Build- 
ing; building supply business. 

Eugene—Eugene Manufacturing & Lumber Co. 

Mill City—Mill City Manufacturing Co.; $50,000. 
Sawmill and logging. 

North Bend—Spruce Veneer Products Co. 

Portland—Coast Yellow Fir Co. 

Portland—Oregon Building Supply Co.; & 000. 

Portland—Round Top Logging Co.; $20,0 

SOUTH CAROLINA, Preise tancagpesteso Stave 
& Lumber Co, 

Union—Union Roofing & Repair Co.; to deal in 
lumber and roofing materials, real estate etc. 

TEXAS. pee aie Parker Lumber Co., 
800 Rosine St.; $10,000 

WASHINGTON. Aberdeen—West Coast Plywood 
Co., Becker Building; $300,0 

Tacoma—Lemcke Plywood "Os. 


New Ventures 


ALABAMA. Sylacauga—Marble City Lumber Co., 
a newly organized company, has leased plant of 
Sylacauga Lumber & Manufacturing Co. 

CALIFORNIA. Garberville—Lloyd Smith will 
open a lumber yard here, 

INDIANA. Orland—Boyer Bros., of Burr Oak, 
Mich., will open a branch here, on East Street, 
under management of Sam Imhoff. 

Peru—Quality Cabinet Corp.; will manufacture 
radio cabinets. The new company has enough 
orders on hand to keep the plant operating full 
time during the entire year. 

IOWA. Des Moines—Perkins Supply & Fuel 
Service, Tenth and Vine Streets, is adding a com- 
-— line of lumber and millwork. 

ANSAS. Hays—J. W. Metz Lumber Co., of 
wistion will establish a lumber yard here. 

Hutchinson—Pearce Lumber Co. opening a yard 
at 1310 East Fourth St. 

MISSOURI. Eldon—Becker Lumber Co.; new 
and used lumber. 

NEW YORK. New York City—C S Lumber Co., 
551 Fifth Ave.; wholesale. 

New York City—Mutual Lumber Co., 332 East 
27th St.; Samuel Ratner, proprietor. 

OKLAHOMA. Kendrick—Kendrick Lumber Co. 
opened by W. O. Shaw. 

SOUTH DAKOTA. Aberdeen—Hafsos Lumber & 
Coal Co. opened on Sixth Avenue Southwest. 

TENNESSEE. Humboldt—W. L. Patrick Lum- 
ber Co. of Milan will open lumber yard here, to 
be known as the Humboldt Lumber Co. 


New Mills and Equipment 


CONNECTICUT. Waterbury—Connecticut Lumber 
Co., 1500 Highland Ave., plans rebuilding three 
units of prast recently destroyed by fire, to cost 
about $37,00 

OREGON. 'Sisters—Ea Spoo has started erec- 
tion of new band sawmill. 

Myrtle Creek—L, A. Daly and sons, Ivan, Elton 
and Shelton, of Glide, have purchased a site here 
for erection of a sawmill. The mill will have a 
daily capacity of about 40.000 feet, the major 
part of its output being railroad ties. 

SOUTH CAROLINA. Society Hill — National 
Hardwood Co., a subdivision of the National Chair 
Co. of Asheboro, N. C., will establish a new mill 


here. which will manufacture all types of chair 
stock. 


CANADA. BRITISH COLUMBIA. Giscombe— 
Upper Fraser Spruce Mills (Ltd.) plans construc- 
tion of plant to cost $50,000. 

Ladysmith—Mayo Lumber Co., of wore plans 
sawmill at this point, to cost about $40,000 


NEW BRUNSWICK. St. Johns—Canadian Veneers 


(Ltd.), Coldbrook Park, plans new plant to cost 
about $50,000. The company recently suffered a 
fire loss. 
Casualti 
asuaities 
ARKANSAS. Tinsman—Anthony Jones Lumber 


Co. sustained loss by fire, estimated at $40,000; 
partly insured. The dry kilns and more than 100,- 
000 feet of lumber were destroyed. The sawmill 
escaped damage. The kilns will be rebuilt at 
once. 

CALIFORNIA. Klamath—Freeman’s Cedar Mill 
recently was destroyed by fire. The mill, which 
produced battery separators made from Port Or- 
ford cedar, will be rebuilt immediately, 

LOUISIANA. Bunkie—Louisiana Hoop Co. mill 
destroyed by fire, with loss estimated at $10,000. 
Stocks and lumber in the yards were not damaged. 
The plant will be rebuilt immediately, and plans 
are being made for the erection of a larger and 
more modern plant. 

OREGON. Prescott—Clark & Wilson Lumber Co. 
mill damaged by fire; loss estimated at over 
$30,000. Will be rebuilt immediately. 

SOUTH CAROLINA. Sumter—Williams Furni- 
ture Co. plant sas destroyed by fire, together with 
more than 200.000 feet of lumber. The loss, esti- 
mated at $650,000, is covered by insurance. Plans 
for rebuilding are being considered. 


Trouble and Litigation 


WISCONSIN. Appleton—William H. Nelson, 
Neenah, has been appointed receiver of the Het- 
tinger Lumber Co., here, in a circuit court action 
instituted by the Hammond Cedar Co. 
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THE STAIIDARD STOCK 
FOR SHEATHII1G 
ROOF BOARDS 
SUB-FLOORS 


Your customers wiil soon be needing 
Roofers for jobs that will be started 
this Spring. Roofers made by this 
group of manufacturers are sure to 
satisfy—and will bring you the best 
margin of profit. 


These Companies can furnish stock 
dipped to prevent stain, kiln dried 
or air dried Roofers, long leaf Deck- 
ing and other lumber items. Roofers 
are supplied $48, S2S&CM or Ship- 
lap in ¥%4” or 25/32” on special order. 


These Companies all belong to the 
Roofer Manufacturers Ass'n—comply 
with its rules and regulations—and 
stand behind their products. Your 
Wholesaler can supply Roofers man- 
ufactured by these leading producers. 


King & Thurston, 


Short Leaf Roofers--Long Leaf Decking 
Thomaston, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


H. Dixon Smith, Inc. 


Roofers from “’ The Wood Universal " 
Columbus, Ga. 


Bell Lumber Company 


Manufacturers High Grade Roofers 
Richland, Ga. 


The King Lumber Co. 


Roofers and Kiln Dried Finish 
Cuthbert, Ga. 


Leon Clancy Company 
Careful manufacture and prompt shipments 
Pavo, Ga. 


Johns -Carroll Lumber Co. 


Can supply Lignasan dipped stock 


, Ala. 
Jones Lumber Company 


Roofers, Railroad Decking and Siding 


, Ga. 
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Tacoma, Wash. 


WEST COAST WOODS—With domestic or- 
ders picking up slightly, though export de- 
mand continues light, manufacturers are be- 
coming more and more encouraged. This 
feeling is strengthened by reports reaching 
here from the East and middle West, giving 
rise to the belief that extensive buying for 
home building and for reconstruction in 
flooded areas is imminent. Additional en- 
couragement is drawn from the fact that 
peaceful settlement of labor controversies 
assures against recurrence this year of pro- 
tracted strikes such as affected the industry 
last year. Logging operations in adjacent 
higher altitudes have been curtailed by 
heavy snows, and in many instances camps 
have been forced to suspend entirely. So 
far, this has not seriously affected the local 


log supply, but unless the weather moder- 
ates soon, a scarcity may result in certain 
varieties. To offset such a _ contingency, 


larger operators are bending every effort to 
keep as extensive crews as possible in the 
woods, even though, in many instances, doing 
so has been difficult. Reports from nearby 
shingle manufacturing points indicate that 
additional plants are resuming operation, in 
many instances following protracted shut- 
downs. Cedar logs continue to command 
good prices. Manufacturers of berry and 
vegetable containers, encouraged by reports 
of excellent crop prospects, are preparing to 
operate on a heavy scale this spring and 


| | Seattle, Wash. 


RAIL—Cold weather in all sections 
is believed to be holding back considerable 
business, but fair volume is coming in, most 
of it going to direct-selling mills. A num- 
ber of informants declared prices are weaker 
on vertical grain flooring, flat grain flooring, 
ceiling and drop siding. Dry common lum- 
ber and boards, however, are stronger. De- 
mand for structural or select common items 
is good. Except in clear, cutting is not as 
strong. Railroads are purchasing, and car 
companies need select common framing and 
clear sheathing, siding, and roofing. Stocks 
are badly broken at the mills, so much so 
that green dimension has had to be included 
in some mixed-car orders. The mills have 
good order files. 


INTERCOASTAL—A nice volume of busi- 
ness continues to come from the Atlantic 
Coast. Improved general cargo movement 
and lack of ships, together with a good lum- 
ber movement, have combined to make space 
scarce. The cargo mills have good order 
files and are holding firm on prices. Of much 
importance to Atlantic Coast shippers is the 
action of the steamship companies, which one 
after another have quit the practice of ab- 
sorbing the cost of bringing shingles from 
British Columbia to Puget Sound ports. This 
practice was originally instituted to get more 
cargo, but with the improvement of the 
movement of general cargo as well as of 
forest products, and the shortage of ships, 
the lines decline to absorb this cost, which 
runs about 28 cents per square for 18-inch 
shingles. The American Hawaiian line was 
the last to eliminate the practice. This 
action of the lines cuts off Canadian shingles 
from out-ports, and greatly reduces flexibil- 
ity of discharge. Ports south of Baltimore 
are eliminated, and the out-ports north of the 
city, from water shipment, so buyers at these 
points will tend to swing to American shin- 
gles. 


EXPORT—Business continues quiet. One 
informant declared a little inquiry is coming 
from China, mostly because of firmer 
freights. Lumber consigned to Shanghai 
moves at from $7 to $7.25, and logs destined 
for out-ports of North and South China carry 
a rate of $9.50. One firm reports obtaining 
some business from Japan. Oriental space 
is very tight. Tramp steamers are avoiding 
this port, fearing further labor. troubles. 

Lumber to Japan moves at $6.50; shingles 
at $6.75; logs at $8.75; and cedar bolts at 
$7.25. Business from the United Kingdom is 
very slack, even British Columbia, which gets 
the bulk of this business, feeling the in- 
activity. The European Continent also is 
out of the market. Competition of Siberian 
and Brazilian pine is making it hard to sell 
Douglas fir in South America; Brazilian pine 


moving by rail is underselling American 
lumber. 
SHINGLES—New orders are slow, but 


prices remain firm. The surplus of No. 2’s 
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and 3's is still large. Production is at about 
the same rate, but stocks are believed to be 
gaining, except that supply and demand for 
No. 1 XXXXX are in balance. Shingle log 
prices are helping to keep the shingle market 
firm. 

LOGS—Logs remain firm, except that hem- 
lock logs are in excess of normal supply. 
Small log input has helped to sustain a firm 
price set-up. 


Buffalo, N. Y. 


Wholesalers report a large increase in the 
inquiry for lumber for building purposes, 
and are confident that trade will show quite 
an improvement within a short time. New 
dwelling house construction has not yet 
started actively in this vicinity, but a good 
deal of figuring is being done. The Federal 
Government is about to start on a housing 
project here which will use a large amount 
of lumber and give employment to many men 
during the coming year. Lumber prices are 
holding strong, because of short stocks at 
the mills. 

HARDWOODS—tTrade is showing a little 
improvement, but there is still a tendency 
among consumers to hold off on large pur- 
chases. The market on both southern and 
northern lumber is strong, and mill stocks 
of numerous items are short. Flooring prices 
have been advanced to the wholesalers, and 
a stiff market in this line is looked for. 


WESTERN PINES—Most items are re- 
ported firm and are expected to go higher 
as soon as an active spring demand mate- 
rializes. Cool and rainy weather in this 
section has been holding back the starting 
of many dwellings, as well as repair and 
remodeling work. Retailers in most cases 
are carrying small stocks, and will probably 
need to make considerable additions soon. 


NORTHERN PINE—The market is holding 
firm, with a little increase shown in demand, 


and inquiry from both retailers and indus- 
trial users improving. Mills have no large 
stocks, having had to contend with severe 


weather in the woods. They are looking for 
much better business than a year ago. 


Warren, Ark. 


ARKANSAS SOFT PINE—Business booked 
the past 15 days has exceeded production by 
a slight margin. Industrial demand has 
been proportionately better than that from 
retail yards, which has suffered from adverse 
weather in part of the trade territory. Mills 
anticipate considerable business from the 
flood-stricken areas, particularly the North- 
east, but buying has not yet been released in 
any quantity. More lumber proportionately 
is being consumed in Texas than in any of 
the other Southwest States, although busi- 
ness in Arkansas is very satisfactory for 
this time of year. For the first time in many 
years, some mills are limiting sales on 1x6- 
inch and wider No. 3, which a year ago was 
in heavy surplus, to 5,000 to 10,000 feet to 
the carload. Even 6-inch No. 3 is scarcer 
than 12-inch just now. No. 2, 2x4-inch di- 
mension is also in limited supply, mills not 
being able to furnish more than 5,000 feet 
to the car, while this item in No. 1 grade is 
only a little more plentiful. B&better finish 
1x8-inch, is about as scarce as 12-inch 
Bé&better; sales are limited to 1,500 to 2,000 
feet to the car in both items; 1x4-inch is also 
scarce and 1x6-inch, 14- and 18-foot is in 
very small supply. Orders for B&better car 
siding and lining continue to take these 
items faster than they can be accumulated. 
Stocks of both 3- and 4-inch B&better rift 
flooring, in plain and end-matched, are in 
limited supply, the prospects being that mills 
can sell more of these items than can be 
produced during the next 90 days. Lath are 
sold up to the kilns, with No. 2 especially 
scarce. Exceptionally dry weather has 
favored logging, but mills have reduced their 
log supplies to prevent logs bluing and 
staining. Small mills continue to have fair 
stocks, but still complain of not having 
enough dry lumber to fill current orders. 


SOUTHERN HARDWOODS—Operators have 
been cheered by the steady demand for all 
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items, and have been able to dispose of old 
surpluses of 4/4 sap gum in all grades, both 
Nos. 2 and 3 common ranging from $3 to $5 
above prices quoted the first part of January. 
FAS red oak 4/4 and 5/4 continue in very 
small supply. White oak 5/4 is none too 
plentiful, with demand from the retail trade 
taking this item as fast as it is dry enough 


for shipment. Demand from the furniture 
and automotive centers is highly satisfac- 
tory, having increased during the present 
month. Operators confidently anticipate 
being able to secure higher prices for all 
items during the next 60 to 90 days, and 


are not very eager to sell at present levels. 


New Orleans, La. 


SOUTHERN PINE—Manufacturers who at- 
tended the annual meeting of the association 
last week were enthusiastic in their expres. 
sions of opinion that 1936 will be noted as 
a year of a greater consumption of lumber 
of all kinds. They see no signs of an ac- 
cumulation of stocks, because the demand 
is about on a par with production. it is 
expected that there will be a great increase 





in the volume of business in each week over 
its immediate predecessor, which will con- 
tinue for a long period. Just now it is a 
sellers’ market, with many items in _ short 
supply. The tendency of prices is upward. 
Nos. 2 and 3 common boards and dimension 
are difficult to obtain, so there is an ad- 
vance in prices as each order is booked, 


effective on the next order. An operator of 
small mills who cut 40,000,000 feet last year 
told his friends in attendance at the pine 
meeting that he was making preparations 
to increase his output to 65,000,000 feet this 
year, as he believed the volume of demand 
would exceed that ratio for the whole south- 
ern pine producing region. The demand for 
longleaf timbers is increasing to such an ex- 
tent that the mills are not takiny orders for 
quick delivery. In New Orleans, homestead 
leaders look for between 700 and 890 homes 
to be built this year. The total building per- 
mits issued the first quarter of 1936 for 
homes was 85, while the total for all of 1935 
was 154, and for 1934 was 78. 


HARDWOODS—More firmness 
the hardwood market. Demand for both red 
and white oak, plain and quartered. has 
shown increase. The gums, tupelo, black, sap 
and red are receiving more attention, and 
prices have gone up a little. The other woods 
are showing the benefit of improved demand. 


CYPRESS—tThere is a decide’? improve- 
ment in the demand for cypress. While stocks 
are still well assorted, there is more demand 
than the volume of production. Stocks at 
the mills, which are obliged to keep their 
lumber in pile many months before it is suf- 
ficiently dry to ship, are beins reduced. 


DOUGLAS FIR—There is a good business 
in fir suitable for the requirements of the oil 
fields. There is such a small amount of lum- 
ber handled by the retailers that it does not 
appear in statistical inforination. The de- 
nand from oil fields is strong, as several 
new fields have recently come into produc- 
tion in Louisiana. 


Birmingham, Ala. 


SOUTHERN PINE mills have full order 
files, and find demand increasing, with plenty 
of Government business in prospect, while 
dry stocks are short and prices are increas- 
ing; but wholesalers report a temporary de- 
cline in retail orders because of the approach 
of the end of the month. Alabama permits for 
the last four weeks were the largest for any 
similar period since 1930. Industrial buyers 
are coming back into the market. Railroad 
buying is heavy. One order was placed in the 
West and South for five million feet of lining 
at $45 to $47, mill. Decking shows a steady 
advance. Orders covering 750,000 feet are 
being sent to different mills, unsolicited. 
Timbers in 80 percent heart are in demand. 
Governmental buying has more than tripled 
within the past two weeks; more than 200 
residences are. planned. or -are under con- 
struction. At. Trussville, the-Government will 
build 100 farmsteads, requiring more than 
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two million feet of pine, and red cedar shin- 
gles are being used. Price changes have 
been numerous. Today, 1x4-inch No. 3 com- 
mon flat grain flooring moved up to $13, 
while 1x6-inch S2S&CM is $14.50, and 1x8- 
inch and wider S4S is $15. No. 2 common 
ix3- and 1x4-inch is $20@22, with drop sid- 
ing and S2S&CM at $22. Flooring continued 
at $32 for No. 1, and $34 for B&better. Drop 
siding is $13 for No. 3, $22 for No. 2, $25 
for droppings grade, $32 for No. 1, and $35 
for B&better. Finish and trim remained at 
$31@33 for No. 1 and “C,” and $35@36 for 
B&better. Dimension moved up to $20 for 
No. 2, and $22@23 for No. 1 common in the 
2x4-, 6- and 8-inch. 


Houston, Tex. 


Texas crop conditions are good, 
whole State is badly in need of rain. 
ton led all cities in Texas in building per- 
mits issued this past week, cost being 
$253,525. Permits for the past two weeks 
are over two million dollars, and for the year 
to date, $7,253,690. For February, Houston 
was third city in the United States in build- 
ing permits issued, these being exceeded only 
by New York and Milwaukee. 

SOUTHERN PINE—Pine orders come in 
rapidly, with many items scarce, particularly 
Ix4- to 1x12-inch No. 3. Practically all the 
mills are asking $13.50 to $14 for 1x4-inch 
No. 3; $15.50 to $16 for 1x6-inch No. 3 and 
$16.50 to $17 for 1x8- to 1x12-inch No. 3. 
It is very difficult to locate a mill with No. 3 
for sale. This shortage has been brought 
about due largely to grain door orders placed 
by railroads. No. 1 dimension is moving more 
rapidly now than for some time, and many 
items are getting scarce. Export demand 
continues strong, prices gradually advancing, 
and exporters are bidding against each other. 


SHINGLES AND LATH—Demand for 
shingles has been good, although there has 
been a tendency for prices to weaken on 
some of the lower grades, particularly No. 2 
12-inch clear and better shingles. No. 1 Per- 
fecticns and No. 1 XXXXX are scarce. No. 2 
lath are scarce, but No. 1 are more plentiful; 
prices are firm. 


HARDWOOD—W hile buying has not picked 
up since eastern floods stopped demand from 
that section, the mills are receiving consid- 
erable business, and prices continue to ad- 
vance. Sap gum is very scarce. 


Norfolk, Va. 


NORTH CAROLINA PINE, or shortleaf, de- 
mand has been very active, coming from re- 
tail yards in the South, North and East. A 
number of old orders have been shipped out 
after a long delay because of the hard winter 
weather, and as these are received and dis- 
posed of, buyers will come on the market 
for more lumber, but will have to pay higher 
prices. The floods in the North and East 
slowed up business from these sections for 
a brief period, but their demand is now much 
better. In some sections, the yards are put- 
ting out lumber faster than they are getting 
it in, and the Norfolk territory happens to 
be one of those sections. Mixed cars of floor- 
ing, thin ceiling, roofers, cypress items, 
mouldings ete. have been moving well and 
bringing good prices. In fact, right now the 
demand for shortleaf pine is good and 
prices are strong with a tendency to advance 
further. There has also been a good call for 
rough and dressed box boards to be used for 
sheathing and roofers. Sales of the good 
grades have improved, especially in the 
Southern States, where building opera- 
tions are more advanced. Demand for small 
framing, dry and green, rough and dressed, 
has been very good, and this item is scarce. 
Small mills are selling all their framing as 
fast as produced, and as soon as their 
boards are dry will have a ready market for 
them. Industrials and box makers are using 
more box lumber, taking rough stock that 
might go to small planing mills making a 
Specialty of getting out roofers and dressed 
boards. Good bright, air dried clear boards 
are hard to buy at any price and most yards 
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have had to depend largely on kiln-dried 
stock. Roofer demand has increased, and 
prices are up $1. The demand for hardwood 
dunnage is very brisk and this item is 
scarce at any price. In this section, rain 
has not been frequent, but in other sections 
of the South, including roofer producing ter- 
ritory, much complaint has been received re- 
garding rains and several very bad wind 
storms. Production in the Norfolk section 
has increased to quite an extent. 


Shreveport, La. 


SOUTHERN PINE—While the demand gen- 
erally is wholesome, with indications of 
further improvement in the market, lumber 
used in the construction of residences is in 
the heaviest demand in this section. So 
great is this demand that some companies 
have been shipping more than they were 
producing. The bulk of this trade is with 
southern buyers, because of holding back 
the starting of building. Floods in the At- 
lantic seaboard States have resulted in very 
little business. From Tyler, Tex., one hun- 
dred miles west of Shreveport, following a 
tornado, there was an acute demand for 
lumber to make repairs. Nos. 2 and 3 ship- 
lap and some other items are becoming 
searce. Indications point to stronger prices. 


Kansas City, Mo. 


SOUTHWEST MARKET—The unexpected 
return of wintry weather had a hurtful effect 
on the lumber sales in the greater part of 
the territory. Retail yards have had an 
opportunity to increase their stocks, and 
mills have somewhat reduced their heavy 
order files. Line yards throughout Kansas, 
Oklahoma and Texas continue to enjoy brisk 
business, resulting from the persistent de- 
velopment of the oil fields in that territory. 
The number of building permits taken out 
during the past two weeks was well above 
the number for 1935, but fell far short of 
the number for the preceding two weeks. 
Prices in most lines continued to strengthen, 
with the lower grades the leaders. Upper 
grades showed some advance, and finish re- 
mained about unchanged. 


RETAIL—Retail sales of lumber at 158 re- 
porting yards in the tenth Federal Reserve 
district decreased 24.8 percent during Feb- 
ruary this year, but compared to February, 
1935, increased 28.4 percent, and sales for 
the first two months of 1936 increased 47.5 
percent compared to the first two months of 
last year. Sales of all materials in dollars 
showed a similar trend. Stocks of lumber 
Feb. 29 were 7.6 percent greater than one 
month earlier, and 23.8 percent greater than 
one year earlier. 


INDUSTRIALS — Industrial 
accelerated slightly, and continues to have 
a healthy undertone. The automobile in- 
dustry demand continues steady. All classes 
of industrials were represented in the mar- 
ket, not only for their current needs but 
many with extensive expansion programs. 
Demand from furniture manufacturers con- 
tinued to hold up, and demand from the oil 
industry increased. Millwork plants are 
showing more interest in their spring needs, 
as are the railroads in their car and track 
repairs. 

SOUTHERN PINE—Mill stocks have been 
reduced considerably, due to the persistent 
demands for oil field developments and for 
other industrial purposes. Some stocking-up 
has been noted by retail yards. Stronger 
prices prevail on yard commons, with a 
spread of but $3 to $5 between Nos. 2 and 3 
boards. Additional price advances are ex- 
pected. 

WESTERN PINE—Prices for Ponderosa 
pine are still lagging, and in some classes 
are falling behind their previous levels. Shop 
lumber is the only item reported to be show- 
ing an upward trend. 


DOUGLAS FIR—Prices on all 
tinues firm, 
stronger. 
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for dealers. Ie will do the same 
for you. Order it in straight or mixed 
cars with Hemlock lumber, lath, shingles 
and posts. 

We invite your orders for Poles, Ties and Hemlock 
Tan Bark; algo for Rotary Cut Northern Veneers and 
Plywood. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY eae fc: J. Sus tom 
GLADSTONE, MICHIGAN Cae G Ww Conn, 


MEMBERS MAPLE FLOORING MANUFACTURERS ASSOCIATION 


ymnoTy fecal 
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FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 
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LUMBER COMPANY 
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HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 














HOTEL BENSON 


PORTLAND'S 


Most Distinctive 
Hotel 
Conveniently lo- 
cated to Banking, 
Business and 
Amusement Cen- 
ters of City. 
All rooms with 
bath, $2.50 and up. 


R. K. KELLER 
and W. E. BOYD, 
Managing 
Directors 


ROSS FINNEGAN, 
Manager 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 6.—When my last letter 


was written the crest of the most disastrous 


flood ever known in New England was raging 
down the river courses from the mountains to 
the sea, flooding the business sections of many 
cities, putting hundreds of industrial plants, 
lighting and heating systems, telephone and 
transportation lines and highways out of com- 
mission, inundating thousands of homes and 
either flooding or carrying away scores of sheds 
and millions of feet of lumber from yards lo- 
cated along the water sheds, and from wood- 
working plants located in the flood areas. In 
cities located on the Connecticut and Merrimack 
rivers, flood waters entered the business build- 
ings and soon put the telephone cables out of 
commission. With characteristic New England 
resourcefulness, the three-fold problem of imme- 
diate relief for the destitute, the rehabilitation 
of industry and the development of promising 
plans for flood prevention in the future have 
been carried forward with vigor. These two 
rivers caused greatest havoc. Yards at North- 
ampton, Holyoke, Chicopee, Springfield, also in 
Connecticut at Hartford, Portland, Middletown, 
Haddam and at other points along the Connecti- 
cut River were flood swept. A veritable sea of 
water surrounded the large yard of the Edwin 
Taylor Lumber Co., in Hartford, to a depth of 
15 to 20 feet. Most of the sheds and practically 
all lumber in and out of sheds were washed 
away. The office, mill, dry kilns and garage are 
still standing. In the Springfield area, the 
Chase and Day yards were flooded. It is re- 
ported that the Day Lumber Co. has leased the 
yard formerly operated by the Lumber Supply 
Co. in East Springfield, and will transfer to 
that location. The J. G. Roy yard at Chicopee 
was heavily flooded. As the water level rose, a 
boom of logs held in place by a wire cable 
was stretched across the water side of the yard, 
and was successful in checking the outward 
flow of lumber from the piles. The stock was 
large and the water damage will be heavy. The 
yard has been drained and business resumed. 
The Ely yard in Holyoke was flooded, but no 
lumber was floated away. Yards and wood- 
working plants in the Deerfield Valley section 
were heavily flooded but lost very little lumber. 
Emergency orders for the delivery of dry lum- 
ber to these plants are being placed in large 
volume. Farther east in the Fitchburg area, 
there were heavy floods but little loss to lum- 
ber interests beyond water damage. Along the 
Merrimack watershed, there was great flood 
damage in Concord, Manchester, Nashua, Lo- 
well, Lawrence and Haverhill. At Concord, 
the Concord Lumber Co. lost its entire stock of 
approximately one million feet of lumber as well 
as its shed equipment. At Manchester, a wood- 
worker had this novel experience. Sensing that 
the flood waters might reach the plant, a large 
crew succeeded in moving the stock of dry 
hardwoods from the basement to the first floor, 
then to the second, and finally to the third floor. 
At the height of the flood, the water level was 
just below the third floor. The rushing waters 
then wrested the building from its foundations 
and floated it against a nearby structure, and as 
the flood receded it was found that the lumber 
had been held well above the water level and 
was perfectly dry. Farther down the river at 
Nashua, the big plants of the New England 
Wood Preserving Co., Gregg and Son, wood- 
workers, and American Box & Lumber Co. were 
covered by five to ten feet of flood waters, and 
quite an amount of lumber was floated away 
from the last-named plant. The wood preserv- 
ing location is just north of the city, and has a 
half mile frontage on the river. The stock, con- 
sisting chiefly of bridge and railroad timber, ties 
and telegraph ‘poles, was under five to ten feet 
of water. The treating and timber working 
plants, office building and club house were all 
under water, and, though little if any stock. was 


floated away, it was thrown into a confused 
mass and the yard covered with silt and river 
wreckage. This plant will be relied upon largely 
to supply treated timber to restore scores of 
wooden bridges carried away by the floods. At 
Lowell, the lumber yards and the business sec- 
tion of the city were saved by the dropping of 
an emergency flood gate built early in the last 
century by an engineer and familiarly known to 
the natives as “Francis’ Folly.” Tools at hand 
in the gate house were brought into play to cut 
the massive chains and allow this 40 x 60 gate 
to drop into place and turn back the onrushing 
flood waters. At the nearby extensive yard of 
the Proctor company in North Chelmsford, the 
entire location was under several feet of water. 
As the flood drained back into the river, Presi- 
dent Norman Mason with characteristic energy 
announced a series of sales of water-damaged 
lumber which he is gradually replacing with 
fresh stock direct from the mills. At Lawrence, 
the yard of the Lawrence Lumber Co., which is 
entirely surrounded by sheds and gates, was 
thoroughly flooded, but no lumber was floated 
away. At Haverhill, the Taylor-Goodwin 
yard was flooded and much lumber washed 
away. In northern Maine and eastern Canada, 
floods carried away many logs in the driving 
streams, but on the St. John there was merely a 
good driving pitch, and the head end of the 
30,000,000-foot drive for the Madawaska com- 
pany was running into the boom at Van Buren 
on Wednesday, March 25, which is four to eight 
weeks earlier than usual. There was a heavy 
loss of short pulp logs on the Androscoggin, 
Kennebec and Connecticut rivers. It is the con- 
sensus in well informed lumber circles that the 
immediate effect of this catastrophe upon lum- 
ber demand will be a pressing call for emergency 
shipments of dry finish to the yards, and dry 
hardwoods to the woodworkers, while the retail 
dealers will proceed to liquidate their damaged 
lots for use in rebuilding and repairing the 
thousands of homes that suffered flood damage. 


WEST COAST FIR AND HEMLOCK.—There 
has been a lull in the placing of orders by the 
retail yards, whose stocks have thus far not 
been drawn upon heavily by the spring de- 
mand. Yards in the flood areas have been ab- 
sorbed by the problem of liquidating the flood 
damage to stock and buildings, and will later 
turn attention to bringing the inventory back 
to normal. The distributing yards have ade- 
quate stocks of dimension and boards, that 
have been added to through the past month 
of heavy arrivals. The total for March is 
19,107,143 feet, and compares with 7,827,014 
feet, which was the average in March in the 
previous six years. The total for March is 
the largest in any single month in six years, 
with the single exception of July, 1929, when 
receipts reached the high total of 23,565,049 
feet. For the first quarter of 1936, the total 
at Boston is 40,261,561 feet; and for the same 
period in 1935, 16,128,047 feet; 1934, 13,612,- 
982 feet; 1933, 16,528,479 feet. The vessel 
rate is still anchored at $12.50. The mill dis- 
count on fir dimension is $10.50 off List 32, 
with an occasional offering at $11 off. At 
most mills, the hemlock differential over fir 
is $2. Fir and/or hemlock boards, if dry, sell 
freely at the following c. i. f. dock prices at 
Boston: No. 1, with 15 percent No. 2, 8-inch, 
$26; No. 2, $23.75; No. 3, $21.25. The 12-inch 
are $2 to $2.50 higher. 


EASTERN SPRUCE.—Some rush orders for 
spruce dimension and boards for delivery in 
the flood sections have been booked, and sev- 
eral WPA schedules have been placed at the 
mill offices in Boston, one last week for a to- 
tal of 170,000 feet. All of this Government 
lumber must come from mills in the United 
States. The expected advance in spruce 
prices came on April 1, when most of the 
larger shippers in Maine and New Brunswick 
sent out new price lists that show advances 
of $1 to $2 in all standard dimension sizes. 
For small scantling, 2x3-, 4- and 6-inch, the 
price is uniformly $34, with the 8-inch at $36 
@37; 10-inch, $39, and 12-inch, $41@42. A 
good run of 6- and 7-inch dressed and matched 
dry boards is quoted at $32@33, with the 5- 
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inch and up covering boards at $28@29. The 
2- and 3-inch bundled furring is active and 
firm at $28@29. 

LATH AND SHINGLES.—Supplies of stand- 
ard slab lath are limited, with the 1%-inch 
active and firm at $4.75, and the 15-inch at a 
range of $5@5.25. Eastern white cedar shin- 
gles are firm and active, and a heavy demand 
is thought to be assured for restoring homes 
in the flood areas. The top grade of extras 
has gained 25 cents to sell at $4.25, and the 
other grades are stronger though not quot- 
ably higher at: Clears $3.50@3.75; 2nd clears, 
$3@3.25; clear walls, $2.85@3. For the West 
Coast red cedars, delivered prices all-rail 
from the mills are slightly advanced to: Per- 
fections, $5.09; XXXXX No, 1, $4.54; No. 2, 
$3.49; No. 3, $3.03. Stocks are light at local 
storage points at all Atlantic Coast ports. 
Small lots of air dried Perfections are avail- 
able at $4.81. For kiln dried XXXXX No. 1, 
$4.53; No. 2, $3.62; No. 3, $3.22. Drop 10 cents 
if air dried. 

EASTERN HARDWOODS.—The emergency 
call for dry hardwoods—chiefly maple and 
birch—is so pressing, and available stocks at 
the mills are so low, as to lift the price level 
above previous quotations. The active maple 
heel stock season which usually ends at 
Easter will be prolonged this year, though 
the gross volume consumed will be well be- 
low that of one year ago. Sawmill produc- 
tion of maple has been diverted to other 
channels, and available lots for the heel shops 
are being snapped up as offered. Sales of the 
old No. 2 grade, cross cut, have been made 
within a week at an advance of $3 to $83. The 
2-inch full length plank have moved up from 
$73 to $75, and a regular run of inch FAS to 
the woodworkers is firm at $76@78. Birch of 
the same grade is firm at $80 for inch. The 
recovery program of many woodworkers in 
the flooded sections calls for a quick sale of 
damaged stock at prices ranging from $2 to 
$25 below cost. 

The first golf tournament of the season of the 
Sliver Club, Boston, will be held at the grounds 
of the Wollaston Golf Club on Wednesday, 
April 15, with George Todd, of William Curtis 
Sons Co., acting as host, as Wollaston is his 
home club. j ; 

A heavy consignment of Mexican mahogany 
logs reached Boston on April 2 for delivery at 
the big sawmill of Palmer & Parker Co., in 
Charlestown. It was loaded into the steamer 
Ramo at Alvarez and included 1099 logs, each 
weighing from 3 to 8 tons, making a total of 
over 3,000 tons. Mr. Gordon Parker, son of one 
of the founders of this Charlestown enterprise, 
has for many months been in personal charge 
through the prolonged illness of President Frank 
Sawyer, who is still confined to his home in 
Arlington. } 

A wireless on Saturday, April 4, reported 
that thousands of saw logs carried out to sea 
from flooded New England rivers have been 
sighted at a point fifteen miles off Highland 
Light, Cape Cod, and are a real menace to coast- 
wise shipping. : 

The Diamond Match Co., of New York, which 
recently added to its retail yard holdings by the 
purchase of the Cape Lumber Co., at Portland, 
Me., is reported to have taken over the inven- 
tory of the Dyke Lumber Co., in Worcester, 
Mass., on a long-term lease. The match com- 


- pany will use the Worcester yard as an outlet 


for its surplus lumber. 


Baltimore, Md. 


NORTH CAROLINA PINE—While stocks 
have been coming in more freely, outgo has 
been increased, so that available supplies 
are really no larger. Repeated rains have 
reduced volume of business, but consumption 
is likely soon to tax the ability of the mills 
to supply stocks. Price advances are ex- 
pected. 

LONGLEAF PINE—The distribution is 
slowly attaining larger proportions. The 
mills will find it not at all easy to take care 
of probable early increased demand, and 
prices tend higher. 

CYPRESS—Cypress producers have been 
more concerned with production difficulties 
than in looking for orders. Interest in stocks 
seems to be increasing, and the tone of the 
market is somewhat stronger. 


DOUGLAS FIR has been moving in_ in- 
creased volume with indications that further 
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gains will be made. The tendency among 
buyers has been to place small orders only, 
but the size of these is increasing. Prices 
are holding or showing a slight upward 
trend. 

HARDW0OODS—Though climatic and other 
factors still tend to retard distribution, local 
dealers almost without exception report that 
business has shown an increase. Despite re- 
ports of large stocks of oak abroad, the 
export outlook is encouraging, and numerous 
inquiries are being received. 

SASH AND DOORS—Construction work is 
just getting fairly under way, but the num- 
ber of projects is increasing every day. All 
the indications point to the busiest season 
in years. 


NEW YORK, N. Y. 


The call for lumber at the retail yards is in- 
creasing daily, but the volume that is going to 
private home construction or for remodeling 
and repairs is somewhat below expectations. To 
some extent, this is being offset by a sharp in- 
crease in speculative group-building in connec- 
tion with land-development projects. The retail 
dealers complain that this type of business in the 
suburban residential sections brings little in- 
crease in orders to the books of the neighbor- 
hood yards. The promoters make up huge sched- 
ules of dimension and boards, and are not averse 
to placing orders with lowest bidders regardless 
of whether they are legitimate retail distribu- 
tors, or are operating midget or so called “bath- 
tub” yards with no adequate stocks to draw 
upon and little “overhead” expense. At many of 
these “developments,” both the purchaser and 
the seller apply “frenzied finance” or, at best, 
highly competitive methods that can not be suc- 
cessfully followed by the properly equipped 
neighborhood yard. The fir, hemlock or spruce 
may be trucked direct to the job from the water 
front terminals, and the finish lumber may come 
in carloads direct from the mills. This type of 
business is the chief topic for discussion in all 
of the old-time offices in this metropolitan mar- 
ket, and at all trade association gatherings, and 
no promising plan for dealing with it has yet 
taken shape. 


Floods Result in Many Rush Orders 


Heavy arrivals of West Coast cargoes at the 
local terminals through March have brought 
retail yard stocks to a point well above normal. 
This lumber was bought during the winter 
months for spring delivery. The yards have 
since placed orders with extreme caution, and 
most wholesale offices and mill representatives 
report light bookings of mill orders through 
February and March, Unsold lots here at the 
terminals of both dimension and boards do not 
bulk large and will melt away quickly as the 
spring demand develops. At the moment, whole- 
sale offices are keeping in close touch with the 
demand from the flood-stricken sections for fresh 
supplies to replace stocks that have been washed 
away or have been rendered useless by flooding 
with water or debris. Many rush orders are be- 
ing placed, but, as the water recedes, dealers are 
cleaning up their yards and announcing special 
sales of damaged lumber as they restore order 
by bringing in fresh supplies trom the mills. 
Most emergency calls are for dry softwood fin- 
ish at the yards and for dry oak, maple and 
birch at the woodworking plants. In some areas, 
relatively large holdings of lumber were swept 
away, but will be retrieved and put to use at 
some other locality. The woodworking plants 
up-State, in northern New England and through 
Pennsylvania were particularly hard hit, and 
many will be out of action until fresh supplies 
of dry stock are rushed to them. In addition 
to rehabilitation and repair work, substantial re- 
placement orders for inventory purposes are now 
being booked freely at the wholesale offices. The 
wooden box and container shops are reporting 
the best trade in a number of years, and seem to 
anticipate steady expansion through the year. 


Distributors Approve Northeastern 
Statement 


Ata meeting of directors of the Intercoastal 
Lumber Distributors Association, held at head- 
quarters in East 44th Street on March 24, action 
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was taken to place this organization in line in 
support of the Northeastern retailers’ “Distri- 
bution Statement.” The matter was presented to 
the meeting by Farnham W. Smith, of the 
Blanchard Lumber Co., Boston, who is also 
president of the New England Wholesale Lum- 
ber Association. This statement, when placed 
alongside the one known as the National lumber 
distribution statement, was thought to place 
more restrictions upon wholesale sales, and, as 
the I. L. D. A. membership is drawn from all 
Atlantic Coast markets, it was the sense of the 
meeting that the organization should adopt the 
National statement to govern sales, but that the 
members should be guided by local practices and 
customs when doing business in the territory 
covered by the Northeastern agreement. 

It was announced at this meeting that official 
inspectors from the West Coast Lumbermen’s 
Association had arrived in New York, prepared 
to grade mark lumber now on the yards here 
to enable local dealers to comply with the re- 
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cent order of the State procurement officer, mak- 
ing mandatory the use of grade-marked stock on 
all Government jobs after April 1. Application 
for their services should be made to the offices 
of I. L. D. A. 

At headquarters of the National-American 
Wholesale Lumber Association in East 42nd 
Street, Secretary Schupner reports that excel- 
lent progress has been made toward perfecting 
an interesting and important program for the 
forty-fourth annual convention to be held at 
Atlantic City on May 13 and 14. The official 
call for the meeting will be sent out next week. 

L. P. Galt, veteran salesman around Metro- 
politan New York and through New Jersey, 
who for a number of years prior to 1930 had 
represented the Rice & Lockwood Lumber Co., 
of Springfield, Mass., in this territory, has re- 
joined that organization and will now actively 
represent that company in northern New Jersey 
and southern New York. His home address will 
be 363 Grove Street, Upper Montclair, N. J. 








PREFERRED by those who know saw value! 


Especially those who earn their living by 
using crosscut saws. 

In Atkins Silver Steel Crosscut Saws you 
get everything you expect in a saw plus the 
extra value that you'll always find in the 
Atkins Family of Champions. 

Men who use Atkins Crosscut Saws know 
the meaning of extra value. Silver Steel— 
the toughest steel ever put into a saw—Seg- 
ment Grinding—teeth with extra sharp 


points correctly tempered, make Atkins 
Saws last longer—make sawing easier and 
faster. 

In Atkins line of Crosscut Saws you'll find 
the type saw that exactly suits you. Ask for 
the saw with the Blue End—it’s your guar- 
antee of satisfaction—and a finer saw. Ask 
for Atkins P. C. Crosscut Saw Catalogue. 
E. C. Atkins and Company, 460 S. Illinois 


St., Indianapolis, Indiana. 


The illustration above is from Atkins new catalogue 
featuring the complete line of Atkins Saws and Tools. 
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Newsy Notes of Persons and Places 


and OFFICE 








J. H. Galbraith, president of the Eatonville 
Lumber Co., has just been re-elected for his 
tenth consecutive term as mayor of Eatonville, 
Wash. 

After being connected with the J. E. Mc- 
Nally Lumber Co., Columbus, Ohio, for six 
years, Everett R. Anderson, general manager, 
has joined the organization of the Hixon-Peter- 
son Lumber Co. in Toledo. 

J. N. Cook, president Enterprise Lumber Co., 
Little Rock, Ark., was so grateful to firemen 
who successfully extinguished a fire in his home 
March 29 that he sent a check for $25 to the 
firemen’s relief fund of the city. 


Knowledge he gained while an enrollee of the 
CCC camp at the West Point Military Reser- 
vation has won for Theodore A. Glowa, 24, an 
appointment as assistant post forester by the 
United States Military academy authorities. 

The freight container bureau, Association of 
American Railroads, announces the appointment 
of H. L. Gibson, of Sacramento, Calif., as its 
representative on the Pacific Coast, effective 
March 17. His headquarters will be in Sac- 
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ramento, and his territory will be California, 
Nevada, Utah and Arizona. 

L, K. Pomeroy of Monticello, Ark., president 
Ozark Badger Lumber Co., Wilmar, Ark., has 
recovered from influenza. E. P. Conner, vice 
president, has returned to Wilmar after spend- 
ing several months in Madison, Wis., on 
business. 

Recent visitors to Buffalo lumber offices in- 
cluded: W. F. Baird, general sales manager, 
Michigan California Lumber Co., Camino, 
Calif.; R. H. Bockmier, Bockmier-McCoubrey 
Sales Agency, Spokane, Wash.; F. Rossbor- 
ough, National Lumber Co., (Ltd.), Toronto, 

nt, 


In order to better serve prospective home 
builders in planning and financing new construc- 
tion and repairing, T. H. Donaldson, formerly 
with the Little Rock (Ark.) office of the FHA, 
has been employed by the Lake Village (Ark.) 
Lumber Co. and other Barton-Mansfield yards 
to do the work. 


In order to better serve the requirements of 
its business, Van Auken-Ragland (Inc.), adver- 
tising agency of Chicago will move into offices 
in the Civic Opera Building May 1. Clients 
will have the use of a moving picture theater 
for the showing of commercial films, a club 
room, and private conference rooms. 


F. W. Scott, general manager Union Saw 
Mill Co., Huttig, Ark., who is a member of the 
State Planning Board, is initiating a movement 
to draft Gov. J. M. Futrell as a candidate for 
his third term. Members of the board said 
that, if he accedes to the plan, it would result 
~ saving citizens of Arkansas millions of dol- 
ars. 

Frank C, Storton, secretary Evansville (Ind.) 
Lumbermen’s Club and for many years asso- 
ciated with the Evansville Veneer & Lumber 
Co. (Inc.), has entered the political field as 
aspirant for the Republican nomination for 
State senator from Vanderburgh county. The 
primary will be May 5. He is well known 
among lumbermen in his section of Indiana. 


H. H. Rader, of Rader & Berg Lumber Co., 
Detroit, distributor of Paul Bunyan products 
to the automobile trade and body builders, spent 
several days in Westwood, Calif., where he 
visited the lumber and plywood plant and log- 
ging operations of the Red River Lumber Co. 
He was accompanied by Harry V. Scott, man- 
ager of the Red River regional office in Chi- 
cago. 

J. P. Weyerhaeuser, executive vice president 
of the Weyerhaeuser Timber Co., has been 
chosen by the Tacoma, Wash., Chamber of 
Commerce to head a committee that will ar- 
range for an excursion of business and indus- 
trial leaders to be held from Tacoma to Coulee 
Dam this summer. J. H. Gilpin, president of 
the Northwest Chair Co., is a member of the 
committee. 

Russell H. Downey, South Bend, Ind., presi- 
dent National Association of Hardwood Whole- 
salers, met with several members of the Chi- 
cago Wholesale Lumber Association for lunch 
at Hotel LaSalle, April 2. Mr. Downey, who 
is associated with the Marquette Lumber Co. 
in South Bend, reported that dealers in his 
town are doing a better business and look for- 
ward to a good year. 


The Cameron Lumber Co. (Inc.), Newburgh, 
N. Y., announces that Melville H. Sturtevant, 
formerly with Octavius Leon (Inc.), Yonkers, 
N. Y., joined its organization as sales manager 
on March 23. Mr. Sturtevant has a thorough 
knowledge of, and wide experience in, the 
wholesale lumber and millwork business. The 
firm also reports the resignations of R. C. 
Marvin, G. J. Wygant and L. P. Galt, and 
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wishes them good luck in their new connec- 
tions. 

Hugh S. Murphy, Tacoma door and plywood 
sales representative, has returned from a two- 
months’ trip through eastern and mid-western 
territory. He was formerly with the Pacific 
Mutual Door Co., and will have charge of 
sales for the new door factory of the Monarch 
Pipe & Creosoting Co. in Tacoma, which is 
expected to open in early May. 

Russell Mills, forest engineer who for the 
past two years has been in charge of a pro- 
gram of fire prevention and forest conservation 
adopted by the West Coast logging and lumber 
manufacturing industry under the Lumber Code, 
has resigned from the West Coast Lumbermen’s 
Association staff to accept a post with a new 
operation on Vancouver Island. W. G. Tilton, 
who has been associated with Mr. Mills since 
the start of the program, will be acting head of 
the association’s department of forest conserva- 
tion. 

Harold J. Ford, sales manager Yosemite 
Sugar Pine Lumber Co., Merced Falls, Calif., 
is making a tour of eastern markets contacting 
the trade and getting first hand information on 
conditions generally. Mr. Ford is enthusiastic 
over the unusually fine quality of the product 
of his company and the favorable impression it 
is making on the trade. He is convinced that 
there is a big building revival getting under 
way and that better times are ahead for the 
lumber industry. 

Raymond D. Garver, who has been in charge 
of selective logging investigations and related 
utilization projects at the Forest Products Lab- 
oratory, Madison, Wis., has been appointed to 
head the nation-wide forest survey by the For- 
est Service, U. S. Department of Agriculture, 
it is announced by F. A. Silcox, chief forester. 
Mr. Garver succeeds C. M. Granger, who re- 
cently became assistant chief of the Forest 
Service. 


== 
Joins Sash and Door Company 
St. Paut, Minn., April 6 —Milton L. 


Hronek, formerly vice president and general 
manager Teachout Co., Cleveland, Ohio, has 
become vice president and general sales man- 
ager Rock Island (Ill.) Sash & Door Works, 
it is announced. He has had long experience 
in the wholesale sash and door business, and 
has been with his last connection for twenty 
years. The Rock Island company is planning 
to expand its distribution through additional 
jobbing accounts under Mr. Hronek’s direction, 
it is understood. 


—__OC 
Baltimore Brevities 
BattimorE, Mp., April 6—The Kidd & 


Buckingham Lumber Co., here, has learned that 
J. P. Stephenson, managing director of Bruce, 
Juno & Jellie (Ltd.), London, who is in the 
United States, will visit Baltimore toward the 
end of his tour of the country’s lumber centers. 
Mr. Stephenson arrived in the country two 
weeks ago, and with F. L. S. Taylor, a director 
of the company and manager of the Liverpool 
office proceeded West. Mr. Taylor expected to 
continue to Japan, where he will study the tim- 
ber resources. Mr. Stephenson planned to visit 
the large mills on the West Coast before re- 
turning East. 

P. R. Pease of the Brooklyn Cooperage Co. 
stopped in Baltimore March 27 and called on 
some of the hardwood distributors. 

Substantial improvement in the lumber trade 
was reported by F. E. Lindsey of the Emory 
River Lumber Co., Lancing, Tenn., in his chats 
with local dealers March 31. 

Charles Jacobi of the Elk River Coal & Lum- 
ber Co., Dundon, W. Va., noted a distinct im- 
provement in the hardwood markets on a trip 
here March 31. Mr. Jacobi, who makes his 
headquarters in Columbus, Ohio, had recov- 
ered from a long illness. 

It was said by Ralph H. Ely of the Ely- 
Thomas Lumber Co., Camden-On-Gauley, W. 
Va., when he stopped here March 27, that there 
was little lumber at the mills, and that the 
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demand was good. Poplar and oak, he added, 
had advanced from $4 to $9 a 1,000 feet, and 
No. 1 and 2 Firsts and Seconds were very 
scarce, 





Company Elects Officers 


Tutsa, Oxta., April 6—At the annual meet- 
ing of the stockholders of Dickason-Goodman 
Lumber Co., of this city, held recently, the 
following officers were elected: 

Chairman of the board—Mrs. 
Goodman. 

President—W. S. Dickason. 

First vice president and treasurer—James 
*. Goodman. 

Vice president—L. King Dickason. 
Secretary—aA. C. Porter. 


Estella M. 


_ 


Mrs. Goodman will occupy the position as 
chairman of the board made vacant through the 
death of her husband, the late lamented Charles 
A. Goodman, of the Sawyer-Goodman Co., 
Marinette, Wis. 


N.L.M.A. Official Picked to Lead 
Body on West Coast 


San Francisco, Cauir., April 4.—J. W. 
Williams, secretary of the California Redwood 
Association, has announced that Carl W. Bahr, 
assistant secretary of the National Lumber 
Manufacturers’ Association, Washington, D C., 
has been prevailed upon 
by the directors of the 
Redwood association to 
head the activities of 
that organization. Mr. 
Bahr is expected to as- 
sume his new duties 
shortly after May 1, or 
as soon as he can be 








CARL W. BAHR, 
Washington, D. C.; 
Who Will Head Red- 
wood Organization 





relieved by the National 
Lumber Manufacturers’ 
Association, and when 
he comes to the Pacific 
Coast will be elected 
president of the Cali- 
fornia Redwood Associ- 
ation. 

Mr. Bahr has a wide acquaintance in the 
lumber industry and is highly esteemed not only 
because of his work in connection with the 
National Lumber Manufacturers’ Association, 
but of the splendid way in which he handled 
the difficult job of secretary of the Lumber 
a Ly at Washington during the life 
0 : 





Begins Operation 


Cuareston, W. Va., April 6—A stave mill 
was placed in operation here last week by the 
Bourbon Stave, Oil & Gas Association, a re- 
cently formed organization. Bourbons, oils and 
wines are to be produced. The mill has a ca- 
pacity of about two carloads a week. The as- 
sociation is composed of Sydney M. Croft, gen- 
ral manager; M. L. Croft and Charles S. Bar- 
nette, secretary-treasurer. Considerable stave 
timber is said to be available in this section of 
West Virginia. 





Flooring Plant Razed by Flames 
, Is Being Rebuilt 


Mempuis, TENN., April 6—Of particular in- 
terest to distributors and users of hardwood 
flooring is the announcement by the E. L. Bruce 
Co. that it is rebuilding its flooring plant at 
Cairo, Ill., which was destroyed by fire in 1934. 
According to E. L. Bruce, Jr., vice president, 
this mill will have an annual capacity of ap- 
proximately 12,000,000 square feet, which will 
bring the total capacity of all the Bruce plants 
up to 120,000,000 square feet. The new con- 
struction is being done to take care of the 
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increasing demand for hardwood flooring, and 
to serve the trade formerly handled from this 
location. 

The mills will be equipped with modern new 
electrical machinery, and will furnish employ- 
ment for over 100 men. Operations will be in 
charge of Brooks Ferrell, manager at the for- 
mer Cairo plant. When the new plant is fin- 
ished, the company will have nine mills in 
operation. The others are in Memphis, Little 
Rock, Nashville, Reed City, Mich., Toronto, 
am Oak Grove, La., and Bruce and Laurel, 

iss. 


Establishes Memorial by Gift of 
Books 


ALBUQUERQUE, N. M., April 4.—The largest 
donor of books to the Albuquerque city library 
is a Minnesota lumberman. R. W. Wetmore, 
of the Shevlin, Carpenter & Clarke interests, has 
given the library 1,185 books as a memorial to 
a sister, Florence E. Wetmore, who at one time 
was a health-seeker in Albuquerque. Library 
board officials report that Mr. Wetmore also 
plans a second memorial to another sister, Ethel 
M. Wetmore, who also was a health-seeker in 
Silver City a number of years ago. Books sent 
to the Albuquerque city library by Mr. Wetmore 
are of a high standard, there being many biogra- 
phies, art, travel books, history, fiction and vol- 
umes concerning national affairs. The latest 
shipment of 250 volumes included a number of 
valuable books from Mr. Wetmore’s private 
library, several first editions being included. 








Company Announces Sale of 
Interest in Two Yards 


St. Paut, Minn., April 6.—Announcement 
recently was made by H. H. Lampert, presi- 
dent Lampert Yards (Inc.), that that company 
had sold its interest in the partnership yards 
at Waterville and Kilkenny, which have been 
operated for many years under the name of 
Fahning & Lampert Lumber Co. The Lampert 
interest in these two yards was purchased by 
Paul Fahning, who is now operating them 
under the name of Fahning Supply Co. 





Western Pine Concern Starts Up 
One of Two Plants 


Kansas City, Mo., April 6—A. L. Brown, 
sales manager, Bowman-Hicks Lumber Co., has 
announced that the sawmill of that company at 
La Grande, Ore., began cutting for the season 
last week. Since about Dec. 1 last, the sawmill 
has been closed for the winter months, but the 
planing mill has been in operation, and ship- 
ments have been continuously made. Mr. Brown 
said the sawmill opened with a full crew for 
a normal operation, one hundred additional men 
being employed. A large portion of the cut 
will be kiln dried, and stocks of items in short 
supply will be promptly filled in for a complete 
assortment. The Bowman-Hicks Lumber Co. 
manufactures Blue Mountain (Branded) Pon- 
derosa Pine. Plans for putting into operation 
the plant at Wallowa Ore. have not been an- 


nounced. 
—_—_— 


Company's Sales Pass $50,000,000 


MonTreaL, Que, April 6—J. P. Dupuis, 
president of a lumber firm bearing his name at 
Verdun, Que., is celebrating an important event 
in his life. His total sales of building mate- 
rials since he started in business have just passed 
the $50,000,000 mark. Mr. Dupuis was mayor 
of Verdun from 1925 to 1929 and is prominent 
in public affairs as well as in business circles 
of Verdun and Montreal. 





Hymeneal 


WILLIAMS-ADEE—C. H. Williams, mana- 
ger Caddo River Lumber Co. at Mauldin, 
Ark., and Miss Mary Adee, also of Mauldin, 
were married ae gy at the parsonage of 
the First Methodist Church in Hot Springs. 
Mr. and Mrs. Williams will live in Mauldin. 


LUMBERMAN 





MAKE NEW PROFITS - - SHOW BUILDERS HOW TO 


SAVE 1014 FUEL 


STOP DRAFTS: DIRT- RATTLES 


WAIAle 
(DOUBLE CUSHION) 


Yi >vIa ce 6 | 
7 Sq ALL METAL 
aed | L WEATHER 

STRIPS 


PARTING STOP 
| ~] 
9 


INSERT DENNIS. 
ONE-PIECE 
WEATHER- 
STRIPPED 
» Easily Installed Without 

Removing Sash or Doors! 
Now you can make quick, new profits by 
selling genuine Dennis Double Cushion 
Spring Bronze Weather Strips. 
The easiest to install—comes at- 
tached to new parting stop. Pat- 
ented “S” fold gives double spring 
action. Prevents cold air leaks. 
Makes snug weatherproof seal ” 
conforming to all warping,shrink- A?pied te 
age, and expansion of sash and 
doors. Lasts forever. Endorsed by archi- 
tects and builders for saving fuel and by 
engineers for use with air-conditioning. 


with 























Write for Catalog and Prices 
Backed by national advertising. The Dennis line of 
Weather Strips is the most complete on the market 
including Brass Thresholds, Wood and Felt, Zinc 
Rib, Bronze and Rubber Cushion. Profits are being 
made in modernizing work and new construction. 
Get the money-making facts now. Ask your Jobber or 
write for Free Samples, prices, and New 1936 Cat- 
alog of complete Weather Strips. 


W. J. DENNIS & CO. 


2110-20 WEST LAKE ST.<««- CHICACO 














YOU Lumber Dealers 
Who SELL GLASS 





PROFITS 
on GLASS 
REPAIRS 


“Lange Reliable Glass Edger” 


The Lange “RELIABLE” Glass Edger 


will do this profitable work for 
you. We'll tell you how! Write for 
our catalog and details TODAY! 


Henry G. Lange Machine Works 


166 N. May St. CHICAGO, ILL. 











“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman t’’? Let us send it to you 
—take it home to her—how it will cheer her up! 


$1.50 postpaid. 
Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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THIS WEEK’S LUMBER PRICES | .: 


























weig 
SOUTHERN PINE _ 
Kast and west side mills have reported the following average f. 0. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- Edge 
change, New Orleans, La., for sales made in the period March 26-31, but where prices for this period were not available, prices for the Bé 
month to date have been inserted and distinguished by asterisk: + 
West East West East West East West East West East West East Flat 
Bide Side Side Side Side Side Side Side Side Side —— Bide a Bé 
Flooring, Standard Partition, Standard No. 1 Shiplap and No. 2 Shortleaf eo Long N¢ 
Lengths Lengths Rouge Spe Boards, 10-20’ Dimension ‘ Dimension Ne 
1x3” rift— %x4&6"— B&bett rar 35.52 36.96 2x4" 2x4 
B&better B&better..*39.92 *38.63] Tren thick— 1x5&10 ... 37.86 41-12112 & 14.. 21.82 19.09 a. & M.. oS —_ 
Shortleaf.. 61.02 61.80|Drop Siding, Standard|,  ._—_.... *41.00 *40.00 a "2 shi 1 a 16 ene nee 22.46 20.33) oxen ¢ = ae 
Longleaf.. .... *63.00 Lengths, 1x6” | Siteeete °40:97 *39:14| Beardm Sed Eath. (c2°& 14.. 17.46 17.38|12 & 14--223.00 .... Bost 
sn es No. 117 B  Debeetencne- 40.00 *39.83|Shortleaf— 16 “TEST 1ses [tS es tt 22.50... 
~ B&better.. 32.48 30.25/1x5&10 ...946.75 45.00] 1x8 19.27 19.27|exg* °°" * 59) 2x8” 
Shortleaf.. 52.25 50.00] No.1 ..... 28.73 31.00112 ....... *64.88 57.50]/1x10 ..... 19:31 19:12|73° 12 & 14..824.00 .... 
N et ER ty: 7 ete 12}12 & 14.. 18.72 18.50 * B&b 
No. 2.. 37.25 36.56] No. 116 5x6/4 thick— 1x12 ..... 26.86 22.69]16 16 wcecces 25.00 .... . 
B&better.. 37.25 *37.33 Longleaf—- oases 19.74 19.60} 9x12 = 
1x3” flat  }. eee 36.01 33.84/4-8 ....-. 51.25 *53.10|;@e °19.75 x10 _ ee 25.00 .... No 
grain— penamnein 5&10 '.....971-25 *59.92]1 19° "7! 2102250 21: 7 oh... Be Be 
B&better.. 36.01 37.82|~patterns | iv seaaaee ee ee 0.09 No. 3 Dimension, ait 
Be 2 voces 83.75 33.91) B&better.. 36.00 35-3i| Celling, Standard Boards, Standard |i2 & 14.. 19.71 20.50 — en 5/4 
No. 25.13 25.7 O. L sees . 33. Lengths Lengths ae ce cocan 21.19 22.05|2x4 Sh’tl’f 5. 75 13.64 
ix4” rift— Surfaced Finish, % x4— 1x8 ...60. 15.16 14.87 Shortl'f & Longl’f— 
B&better 10-20 B&better.. 28.00 *26.37|1x10 ..... 15.14 14.71 No. 1 Longleaf 2x6 ...++- 14.84 13.34 Casi 
- oe B&better ee occas econ SERED boven 15.43 14.79 Dimension 2x8 sees 14.87 13.50 Bas¢ 
Shortleaf.. 61.15 60.00 Inch thick— % x4" Ne. 1 Shertieat 2x4” 2x10 ..... 14.94 13.00 
No. 1— bo neeeeeee 44.88 42.63) B&better.. 28.10 28.06 eleeion 13 & 16..93008 cece BRIS 200. 16.32 10.50 List 
Shortleaf.. 53.39 *49.00 ; teeenees 44.09 48-18|No. 1....-. 26.61 26.01 2x4” ae tetas *31.00 ....| Timbers, 20 & Under Over 
y 9 4 OS «eeeveee . . ° 
OS ovee. voce TR Tig ess 53:01 50.51| Ne 1 Femeing, 10-20 |12 © 14-- 25.70 22.76 12 & 14.. 25.00... = 
1x4” flat az vwenend 49.23 44.13]1x4 ...... 34.96 35.00] 2x6” Ee 29.00 ....|Longleaf— B 
grain— baa thick 66.37 63.38|1x6 ...... 35.92 35.67/12 & 14.. 22.73 22.03/2x87 gk 3x4 & 4x4. 30.00 _ 
Babetter.. 37-09 sr-T114. 6, 55.82 55.83) Ne. 2 Femcing & OM |3°g0°°'"** 23.92 23.16)1§ & 14-.°29.00 ....)oeaxl0.. 93500 122. ans 
No. 2:.... 19.54 20.03] 5£10 --.-- 63.28 61.75] Stamdard Lenaths § {12 & 14.. 24.00 23.66| 2x10" 5x10-10x10*35.00 °..: estas 
| Se 77.22 73.78 ixé patie fae 17.66 16.53  ipadtarses 24.19 24.61 .. ae m9 <4 ....|3&4x12 ..*42.00 
c— XG cecces ° -5712x10 = —) [kB sewers ° eeee h = 
Onsing, Base & Jamb/ toch thick— ies ttle a ienes 27.79 26.33/16 ....... 63233 11. |Segedna . 23.97 22.80 
etn 1.40 32.17] Ne 3 Bence, §= fig -:::::- 26.82 26.86 4x6—8x8 .. 22.85 19.18 , 
B& better BS cecesers 40.79 38.88 andard Lengths /1¢ |...... 28.13 27.15 Plaster Lath 3&4x10 25.58 ae ae x ¢ 
ceaeke 52.13 51.25]8 ........ 41-41 *38.82/1x4 ...... 12.50 12.19) 2x12" %x1%", 4’ eee 24.60 23.00 ax 8 
1x6&8 : 52.24 50.55) 1x5&10 46.27 41.11]1x6 ...... 15.88 15.17)/12 & 14.. 29.28 27.92|No. sees 3.75 4.01]3&4x12 30.92 27.91 3x10 
1x5&10 ... 58.25 55.00)12 ......- 61.83 59.00|1x6 CM .. 15.47 15.19]16 ....... 29:71 29.31|No: 2 111. 328 299lee1daaxis 28:95 36.00 ox12 
No. 
WESTERN RED CEDAR NORTHERN HARDWOOD | DOUGLAS FIR — 
n - o DBD. ° ° @ ona 
Seattle, Wash., April 4.—Prices for red | Wausau, Wis., on perthern Tesdweeds: . [Special Air Mail to American Lumperman] 
cedar siding in mixed cars, new bundling, 8 No.1 No.2 No.3 Seattle, Wash., April 6.—Current quota- 
to 18 foot, f. o. b. mill, are: Baowm AseE— FAS SEL Com Com Com A phy OB nome 2 \ 
. bbadeaie . 45. . . Y . ment direct to the 
Beveled Stttam, Mrteem | YG cocsessss $0100 41:00 38:00 z6:00 isc00 | {ade appear below; and straight-car prices, m 
ver O/e TILIITIIE BROS 42:89 G80 Fer00 isco | G2Pending on the items, are from $1 to $3 ae 
Sie ovovenecosess "3.00 $23.00 $20.00 | 74 112222111 60.00 53.00 43.00 32.00 20.00 | '°°* Fini 
une 26.0.0... oe, Se 37. 50 24.00 | BAsswoop— Vertical Grain Flooring 
4/4 ....++-. 60.00 50.00 42.00 26.00 18.00 B&btr. _C D 1x 
Clear Bungalow Siding, %-inch asn.ee et (otha ca $5.08 55.00 45.00 28.00 20.00 ee eee $45.00 $35.00 $22.00 Bev 
Ri ccocscesdsosevessecsnsesesteseeee | Ban =*e*s -- 68. d ¥ -00 20.00 Flat Grain FI! | 
MEME coccorcascocovececscescaveceen MEE § game 770058 :: 75.00 65.00 55.00 $0.00 20.00 a - 
12-inch ..... Se eaeenaeneliil sees 60.00 1344 seeeeeee oe se Hare] so-2e bres PE DE nnn dieodvnaaee $28.50 $25.00 $19.00 % 
Finish, Babetter, 82 or , 48, 8-18’ 8/4 TT ROO GEO E800 E800 | LEO cere cree eee eeee eee, 30.00 28.00 23.00 A 
828 or 84S Key stock, 4/4, No. 1 “ts better, $65; or on Ceiling B 
; or Rough | grade, FAS,’ § é: No.’ i 4 re Oe... sepiennnenen $24.50 $22.00 $17.00 Cc 
ix 8” sien otek ata teaee nigh iieiabaeeee #45. 00 etter, $70; or on meat, o 2 iso psccnndnbuasyien 26.00 24.00 16.00 one 
mn aetna eeeeeeeeseeseseaeseees cose 60. 0.2 oO. Dr Sidi 1x6” 
1x12 COCSEHEOS OS OHSEOOSESO CLOSE EEO® eee 60.00 HARD MAPLE— FAS Sel no. ons Co op ng, x 
1x14" .....- coccccee cccccceccccccces -» 70.00 4/4 .ccceee. 62.00 47.00 40.00 30.00 14.00 | 106 cccceccceccceecceees $30.00 $28.00 $22.00 
BEIG” oie cc ccccccccccccccsccccececees Re «: Bepcsess: 67.00 63.00 45.00 $2.00 16.00 | 126 ------------------- 30.00 29.00 23.00 
1x18* eeeeteonene ecseceuesesevesceccece 80.00 ee .. 75.00 60.00 60.00 34.00 16.00 Common Boards and Shiplap M 
| RPPEEETErerrererrerrrrerrersyr 90.00 | 7/4 .....::: 80.00 65.00 55.00 34.00 18.00 1x6” 1x8” 1x10” 1x12” fon 
bt) ) +) eee erie tee eee ee errr 95.00 in seamen 80.00 65.00 655.00 34.00 18.00 | No.1........... $19.00 $19.50 $19.50 $22.00 i 
Ceiling or Flooring, B&better, 4-19 an ceqceuns 90.00 75.00 60.00 35.00 ... sae saa 15.00 15.50 15.50 16.00 al 
1x3” ; é 30 a. sessed 75.60 60.00 85.00 .... _— Fabpeiebteitape 11.00 12.00 12.00 12 
eee eee eee eee eeee ocevececoossosoe® .00 11/4 110.00 95.00 15.0 0 . 1 .00 , 9 
1x4” eeee eee eeeeeeeeeeee eeeeeeeee + 32.00 12/4 x E = 2 Se 3 oa : 110.00 95.00 15.00 hy} : abi é No, 1 Common Dimension - 
Gtesmns on on Mouldings 6-20, Odd Lengths | 16/4 ........ 150.00 135.00 115.00 .... ..... 12’ 14’ 16” 18’ 20’ = 
Series No.1Com No.3 No.3 | 2x 4 ....$21.00 $21.00 $22.50 $23.50 $23.00 
Listing OS ..64% | Sorr Exm— FAS &Sel Com Com | 2x 6 .... 20.00 +7000 +7080 th 50 oot 50 
SEE Oe TE GORE eo cccssenccesececeus 59% ee 40.00 30.00 22.00 17.00 | 2x 8 .... 19.50 20.50 21.00 22.00 22.00 fer 
Series 7000— > cnautpia 42.00 32.00 23.00 19.00 | 2x10 .... 21.50 22.00 22.50 24.50 24.50 oll 
ied Meee Bh nncccncevseenereceties 64% 6/4 nee per 43.00 33.00 23.00 19.00 | 2x12 .... 23.50 23.50 23.50 24.50 24.50 Lc 
Listing $6 and OVer...........sseeeeee 59% 10/4 deh appt 50.00 40.00 3-03 19.00 2x4, 8, $20.50; aus 3 $21.50. for 
Clear Lattice, 5/16”, 4 to 16’ petit 33.00 ss. Random—No. 2, 2x4, $16; No. 8, $11.00. o- 
ad ° 2 Wi PETER. , & sauce —$28. soca No. 1 Common ona and/or Surfaced Feb. 
” 100 lin. ft. No.1 No.3 No.3 Timbers -_ 
BS serecsrerssicenscosecesssssse- Storr | eee le ee Com Com Com | 4x10, planks 20 foot and shorter and 
a. coreneee eeaawanre ter cser ee Se an ssssueed 55.00 .... 35.00 21,00 16.00 4x12”, S4S ..... chow cites pare — 
OTT TTITI TTT eoecccccccceces « 5/4... 60.00. :... -40.00 23.00 18.00 | 12x12 up to 20 feet... eeee ese eeeeeees 17.50 Mar 
eae 65.00 .... 45.00 23.00 18.00 | 12x12, 22 to 30 foot............. sscoeee GENE + 
— Beweieteestnts 70.00 .... 60.00 28.00 21.00 Mar 
WEST COAST LOGS =| 1/2 SUS SS HM GERD seo n 
a te rine ions en Coneiatammamaia , “*"* “No.1 No.8 “l0.8 RED CEDAR SHINGLES Jan. 
Seattle, April 4.—Average prices of logs BIRCH FAS Sel Com C c Mar 
are as follows: 4/4 ea 5a eae 60.00 50.00° 42.00 59-00 1800 Seattle, Wash., April 4.—Below are listed 
Fir: No. 1, $25; No. 2, $18-20; No. 3, $10-12; peepee 65.00 55.00 45.00 32.00 18.00 | Sverage prices received for red cedar shingles In 
peelers, No. ‘1, $30-32; No. 2, $25. — penengee: 70.00 60.00 50.00 37.00 18.00 | 801d direct to the trade: Shir 
Cedar: Shingle logs, $14-15; lumber logs, | 8/4 ........ 80.00 70.00 60.00 40.00 19.00 Royals: Mar 
$21. ; ; SE wines 90.00 16. 09 710.00 40.00 ..... | 1724" 4/2....- 0. cece cece eee ee eeees $4.00—4.25 Mar 
Hemlock: No. 2&3, $8@9.00. ee 95.00 715.00 46.00 ..... A Serre Tre 2.80—2.90 
—_ BD ee ada 140. 0 180.90 CORED . cose : PT pce einehwhcreves odenraniaeee 1.80—1.90 In 
Portland, Ore., April 7.—Log market quo- 3) Pepa . 25.00 Perfections: J: 
tations: Sk axeteues 34:00 +i 00 35:00 26.00 212. | aed gE: a . .$3.20-8.85 Mar 
Yellow Fir: No. 1, $24; No. 2, $16@17; No.1 No.2 No.3 2- is” DEE obs pe hes ncndkeneneaeeee 2.20—2.35 
No. 3, $9. Sorr Marte— FAS Sel Com Com Com BeBB” BIB cccccccvcccccccccccccccs 1.75-1.80 In 
Red Fir: $13. 4/4 .cceeeee 50.00 45.00 39.00 26.00 16.50 XXXXX: - 
Cedar: Shingle logs, $13@13.50. 5/4 ...22.2- 55.00 45.00 42.00 27.00 18.00 | 1-16" 5/2 ......... a See . «$2.80-3.00 s 
Hemlock: Nos. 2 and 3, $8@8.50. St -pianwe ** 65.00 60.00 47.00 32.00 18.00 | 2-16" 5/2 .......ececeeeeeeeenees ... 1,80-2.15 §I 
Spruce: No. 1, $26; No. 2, $18; No. 3, $9@10. ae seceue .. 70.00 65.00 62.00 32.00 19.00 Bene” GES ccccccesve cpeeshevaxees «+ 1.45—1.60 bety 
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ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas Soft Pine 
mills during the week ended April 4: 


Flooring 
Edge grain— 3-inch 4-inch 
ig TT ees ree $62.00 $60.00 
DE. Wawa vaheves bes eeieentaaus 53.00 51.00 
No. seabed aint ak oak od ee i Oe 35.00 35.00 
Flat grain— 
PE ope eeheienadaveiaiced 38.50 38.00 
ME 65-6 b ChRSOS Keenan eee 35.00 34.00 
DE .csvacbendnansacaawenmenan 25.50 26.00 
Ceiling & Partition 
Bé&better No.1 
0 A ee rere rer $29.00 $26.00 
6 8 eee 36.00 32.00 
Boston Partition, }§x4.......... 32.00 28.00 
Drop Siding, 1x6 
No. 117 No. 116 
BOdotter eee er re $32.00 $36.00 
DB. Sect eer saben ebeersanwesane 31.00 34.00 
ee Se re oer ere 25.00 26.00 


’ areee * ene B&better 


8 12 
4/ - 1 3 $52.00 $43.00 $44.00 $52.00 $72.00 
Pr ‘ 2.0 68.00 62.00 62.00 68.00 80.00 
austen & Base, nation, 


8 
COE in cccenacs $50.00 oe. 00 $51.00 $58. 00 
BE © ew ary nears 5.00 51.00 2.00 
Moldings leu 
Einted at SS Gin GG sc éc6 0c cccsccveene 45% 
COU Ge dvcéa cwtnnnses4ebesenaienseasns 40% 


Boards and Shiplap 
1x6 1x 3 1x10 1x12 


Boards, S4S, No. 1. 7 00 oes. +4 $36.00 $50.00 
No. 2. 9.00 20.50 26.00 
No. 3.. P if: 00 ie 00 15.00 15.50 
Shiplap, No. 1.. 36.00 34.00 36.00 .... 
No. 2.. 19.00 20.00 20.50 26.00 
No. 3.. 14.00 15.00 15.00 15.50 
Dimension, S48, 16-Foot 

No. 1 No. 2 
i Pe ee $26.50 $22.50 
ee re een eran 24.00 19.00 
DD ss6eees soteGiRKeaadbownn eas 26.00 22.00 
BE cate Sinan We kaa hs Sk igo lao ane eal 27.00 23.00 
BNE. sue ae Sande ee eae ee eae 31.00 24.00 

Lath, %x1%, 4-foot 
Dk 3S grecdccedenecandbeeeeWeueneee seeks $3.75 
FO De Ke kbveneseawsennneseacesdbexacn ners 3.00 





WESTERN SITKA SPRUCE 


Portland, Ore., April 7.—The following are 
prices for mixed carlots prevailing today: 


vii 71.00 Factory stock— 
eke, SEE AGREES $26.00 
ix5—11” 60.00 4 ee 29.00 

ain dat dihinin 32.00 

Bevel Siding— Pt ikaw oa . 34.00 

%ex4"—B | eRe 36.00 
oer steers 24.00 aaa gst 36.00 
x — 
ALE 34.00 Lath .......... 4.00 

i Sevrcaneune 32.00 Green 

 écasscaasad 25.0 box... .$12.50@13.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
report the following prices realized f. o. b. 
flooring mill basis, during the week ended 


April 4: 
First Third 
WANs cb etinaiecos $67.86 $46.85 


CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles in thousands, were reported by 
L. C. West, statistician, of the Board of Trade, 
for the four weeks, March 2 to March 28, in- 
clusive, and for the year to date, Jan. 1 to 
Feb. 29, 1936, with comparative figures for 
the corresponding periods of 1935: 


Second 
$59.56 

















Receipts 
Ship- Above 
Lumber Receipts ments Shipments 
Mar. 7, to tet 129,996 42,151 87,845 
Mar. 28 1935 93,322 27,932 65,390 
Ine. or dec..... +36,674 +14,219 §+22,455 
Jan. 1 to 11938 333,240 108,351 224,889 
Mar. 28 1935 262,203 80,735 181,468 
Ine. or dec..... +71,037 +27,616 §+ 43,421 
Shingles— 
Mar. 7to eo 14,006 11,385 2,621 
Mar. 28 1935 17,901 16,737 1,164 
Ine. or dec..... —3,895 —5,352 §+1,457 
Jan. 1 to et 34,536 34,758 #222 
Mar. 28 1935 32,460 31,283 1,177 
Ine. or dec..... + 2,076 +3,475 §—1,399 


*Shipments above receipts. 


§Last figure in each group gives difference 
between 1936 and 1935 net receipts. 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period Feb. 
March 2 to March 14, inclusive. Averages in- 
clude both direct and wholesale sales, 


and 
are based on specified items only. Quota- 
tions follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 
SELEcTs, S2 or 4S— 1x8” & war. & wadr. 
8 ORR ere eee $45.62 $56.80 $59.63 
PE owndied enna 32.66 46.25 40.75 
SHop, S2S— No. oO. 
ES PO ne Peete eee SE Te $29.51 $22.04 
De. ntabnawe debe eeeee a8 28.1 21.02 
Commons, Yow or 4S— No. 2 No. 3 
a ai ala a a er a tc a $23.71 $19.07 
1x12 ES Ee ie 28.30 18.89 
eee le 13.83 
Idaho White Pine 5&6/4x8” 
SELEcTs, S2 or 4S— 1x8” & war. 
=} OR are $54.25 $78.37 
kt RRR eR eine ee 41.51 61.15 
Commons, S2 or 4S— 
Colonies Sterling Standard 
. is chatase ace atten $36 $30.21 $22.71 
gi ae aah masta see ee 39.88 27.07 
Utility: a | eee 18.16 
Sugar Pine 
&8” 5/4x8” 6/4x8” 
a. *. or 4S— & wadr. & wdr & wdr 
B&B a $75.00 $73.17 $73.21 
Cc RL Shade Wit Rae te Gees 68.4 63.25 55.25 
eee 53.00 52.50 46.50 
SnHop, S2S— No. No. 2 No. 3 
Be oS Ey $43.07 $27.09 $22.00 
CS , ROP ae 41.76 26.90 21.02 
ae Seore 54.88 29.53 23.50 
Larch—Douglas Fir 
Peete TH. By Bi ncccccccceceoseons $20.58 
DmmOnsIOn WO. 1, SEGRE occccccccseses 20.44 
Boards, No. 3, SZor4S 1x8.........c.00- 19.63 
Flooring, vert. gr. C&btr. 4 RL........ 38.04 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f. o. b. logical points of 
origin—Memphis and Johnson City, Tenn., 
and’ Alexandria, La. 


18X2%" }2x1%” %x2” %x1%” 


Clr. qtd. wht....$90.00 ty 4 $65.00 $47.00 

Clr. qtd. red.... : 72.00 62.0 50.00 47.00 

Sel. qtd. wht.... 64.00 52. 00 48.00 43.00 

Sel. qtd. red..... 57.00 47.00 45.00 43.00 

Clr. pln. wht.... 68.00 58.00 55.00 40.00 

Cir. pin. red..... 61.00 54.00 48.00 40.00 

Sel. pln. wht.... 55.00 46.00 43.00 38.00 

Sel. pln. red..... 55.00 46.00 40.00 38.00 

No. 1 com. wht.. 46.00 38.00 37.00 30.00 

No. 1 com. red.. 47.00 38.00 36.00 31.00 

me ES ORR sess 8.00 27.00 20.00 19.00 
x2” %x1\” x2” 

Clr. qtd. wht....$67.00 $65.00 

Clr. qtd. red..... 62.00 60.00 

Sel. qtd. wht.... 57.00 54.00 

Sel. qtd. red..... 57.00 54.00 oe 

Clr. pln. wht.... 60.00 57.00 $62.00 

Clr. pln. red..... 55.00 54.00 55.00 

Sel. pln. wht. 54.00 50.00 52.00 

Sel. pln. red.. 53.00 50.00 47.00 

No. P com. wht.. 48.00 42.00 44.00 

No. 1 com, red... 48.00 42.00 39.00 

NO. 2 COM. .ccce 5.00 24.00 nae 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson ‘4 ? origin: For 
}#-inch stock, $8; for %-inch for %- and 
ts-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }- 
inch stock $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 





TIDEWATER RED CYPRESS 


Jacksenville, wer. April 6.—Following is a list of wholesale prices on tidewater red 


cypress, f. o. b. 





Grades 1” 5/4 6/4 8/4 10/4 13/4 16/4 
Tank, RW&L, rough.... .... ase $100.00 $110.75 $135.00 $135.00 $142.00 
FAS, RW&L, seush.. : 2 $60.00 $69.00 80.00 96.00 116.00 116.00 121.00 
Select, RW&L, rough... 52.00 62.00 62.00 66.00 81.50 81.50 90.50 
No. 1 Shop,RW&L, rough 40.00 45.00 55.00 57.25 72.50 72.50 80.40 
Box, RW&L, rough..... 26.00 28.00 28.00 28.00 

Peck, RW&L, rough.... 27.00 29.00 29.00 30.25 ee » 
“A” Finish, RW&L, S4S. 67.00 76.00 $2.00 98.00 Bests, 18”...$5.85 $6. HA 
“BY” Finish, RW&L, S48. 59.50 68.50 68.50 72.50 Primes, 18”.. 4.35 

“Cc” Finish, RW&L, S48. £4.50 63.50 63.50 67.50 Beonomy, 18° 8.98 4:80 
“D” Finish, RW&L, 84S. 48.50 55.50 55.50 59.50 edo —“_ 
No. 1 com., RW&L, rough 42.00 47.00 47.00 50.00 ™ 

No. 2 com., RW&L, rough 36.00 38.00 38.00 38.00 boty der 46 80. 4. 3 








Back-log of Rural 


Replacements As- 


sures Good Sales 


New York, April 6.—Deterioration in their 
properties over the past six years, because of 
failure or inability to maintain normal upkeep, 
threatens 3,875,000 farmers and other home 
owners in rural communities in the United 
States with a loss in equities of close to $1,395,- 
000,000, according to an analysis of the immedi- 
ate prospects for rural home construction made 
by Herbert Abraham, president of the Ruberoid 
Co., manufacturer of asphalt and asbestos build- 
ing and roofing products. In this connection, 
Mr. Abraham said: 


This estimate of $1,395,000,000, or an aver- 
age of $360 per house, as the approximate 
amount of deterioration accumulated since 
1929, is based on readily available statistics. 
Of the 6,250,000 rural homes, it is estimated 
on the basis of a real property survey by the 
Department of Commerce that approximately 
62 percent, or 3,875,000 homes, are in need of 
repair. Taking $3,000 as a conservative av- 
erage original investment in a rural home, 
the total investment in these deteriorated 
houses is $11,625,000,000. The average life 
of a rural home building with normal upkeep 
has been estimated at 30 to 80 years. Using 
an intermediate figure of 50 years, the aver- 
age amount of deterioration each year in the 
3,875,000 rural homes now in need of repairs 
is 1/50 of $11,625,000,000, or $232,500,000. For 
the six year period since 1929, this average 
amount of annual deterioration is multiplied 


six times, bringing it to the huge total of 
$1,395,000,000, or an average of $360 per 
house. 


Owners Realizing Danger of Neglect 


In the opinion of Mr. Abraham, the current 
revival of activity in residential construction 
work is due in large degree to the piling up of 
this tremendous backlog of needed repairs and 
replacements. The 1934 dollar volume of resi- 
dential building contracts, for the first time 
since 1929, showed an increase. The year 1935 
topped 1934 by close to 100 percent. The first 
two months of this year show a substantial in- 
crease over the same period a year ago, and the 
remainder of 1936 should show an even faster 
rate of acceleration. Continuing, Mr. Abraham 
said 

Home owners appear to be realizing more 
fully that delayed repairs not only detract 
from the appearance and comfort of their 
homes, but steadily reduce the value of their 
equities. Evidence of this is in the rapidly 
growing demand for loans for home modern- 
ization under single mortgage and low in- 
terest monthly payment plans, as provided 
under the National Housing Act. 

The action of Congress in extending Title I 
of the National Housing Act for another year 
should give added impetus to the work of re- 
pair and modernization throughout the country. 











NEWS LETTERS 


(Continued from Page 81) 


previous two weeks period, and a general 
improvement is expecte. 


HARDWOODS—Bookings from eastern in- 
dustrial consumers showed some improve- 
ment since the recent floods. Demand from 
the building trades continued to gain stead- 
ily. 

SHINGLES AND LATH—Prices of shingles 
are steady with volume holding up well. 
Dealers are increasing their stocks in anti- 
cipation of numerous repair jobs. Movement 
of lath tended to show some improvement, 
and the prices remained firm. A scarcity of 
low-grade lath exists and stocks of other 
grades are badly broken. 


Cincinnati, Ohio 


HARDWOODS—Demand for hardwood and 
softwood from the recently flooded districts 
on the Ohio and Kanawha rivers at Pomeroy, 
Marietta, Ironton, Wheeling and Pittsburgh 
was keeping wholesalers and jobbers of the 
Cincinnati district busy this week. This, in 
addition to their regular run of inquiry from 
the automobile and body builders, the fur- 
niture factories, planing mills, interior trim 
plants and industrial consumers, gave promise 
of an active April. Dry stocks of white oak 
FAS; poplar, common and better; FAS white 
ash, sap gum, hard and soft maple, chestnut 
and cherry, in 4/4 were scarce, and on all of 
these asking prices were firmly held. Two 
inch chestnut WHND continued strong. De- 
mand for oak and maple flooring is insist- 
ent, from the flooded regions and from the 
general trade, and there was a general im- 
pression that white oak prices would go up 
another $3@4, rough white oak being scarce, 
though red oak appeared plentiful. 


SOFTWOODS—Reports were received that 
small mills producing softwood had with- 
drawn quotations on No. 2 common and bet- 
ter, while the larger mills had raised prices 
from $2@5. Uppers in red cypress, were 
scarce, with inquiry strong. Yellow cypress 
was firming rapidly on account of the 
strength of the red. 











San Francisco, Calif. 


CALIFORNIA MARKETS—FREIGHTS—In 
the Pacific Coast freight and charter market, 
there was no further increase in the general 
demand for space nor in the rate structure, 
with chartering volume from the region well 
maintained, and Berth Lines continuing to 
run with full cargoes. Labor conditions have 
improved materially at United States ports, 
so there has been some fixing of foreign ton- 
nage for United States loading, but the big 
volume of chartering business still continues 
to be done out of British Columbia, accord- 
ing to General Steamship Corp. (Ltd.). Of 
eighteen vessels fixed for lumber, thirteen 
were for British Columbia loading and five 
for United States loading. For United King- 
dom-Continent, there are no inquiries for full 
eargoes or siza»le parcels, and the market, 
as a result, remains more or less inactive. 
Japan rates remain the same as last month, 
namely $6 on baby squares, $6.50 on large 
squares, and $8.75 on logs; space is pretty 
well booked up ahead, and inquiry has fallen 
off considerably. The Chinese rate situation 
shows no change from last month; namely, 
$6.75 ou lumber and $9 on logs to Shanghai, 
with 50 cents additional for North China 
ports. For Australia, several vessels were 
reported fixed on a lump-sum basis, for 
March/April loading; liner rates remain in 
neighborhood of $7.50 to $8, depending upon 
ports of discharge. Demand for intercoastal 
space continued strong, with space pretty 
well booked up, with some tramp vessels 
available, but, with unsettled labor condi- 
tions and restrictions prevailing against 
tramp vessels operating in this trade without 
tariffs, owners of tramps show little inclina- 
tion to spend money on reconditioning laid-up 
tonnage. For South Africa, a vessel was 
chartered during March, and another cargo 
has been reported sold. 


BUILDING ACTIVITY—During the first 
quarter of 1936, the building industry in Sac- 
ramento boomed back to pre-depression 
levels. In that period construction programs 
totaled $1,828,282, eclipsing the 1929 mark of 
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$1,225,903 for the same period and the 1928 
total of $1,684,718. Only the 1927 volume of 
$2,708,584 is any higher. The outstanding 
feature of building activity in San Francisco 
has been the marked increase in proportion 
of residential construction to total construc- 
tion, reaching 49 percent in February. In 
Los Angeles residential building is making 
the most spectacular gains of all major lines, 
with March figures showing new residence 
and apartments to accommodate 755 families, 
a gain of 63 percent over the previous high 
month. Practically all Los Angeles furniture 
plants are reported operating at near capacity. 


Jacksonville, Fla. 


SOUTHEAST TRADE—Weather conditions 
have hampered business considerably, rains 
and floods in several States making de- 
liveries impossible. Exporters are complain- 
ing about the slim demand and prices prof- 
fered. The island trade is a trifle improved, 
but buyers are holding off for lower prices. 
Producers are not cutting prices as much as 
they were alleged to be doing a month ago. 
South America has been picking up some job 
lots, which will not be available much longer. 


CYPRESS—Demand is brisker than it has 
been in a long time. There is a scarcity of 
all lower grades. List prices have advanced. 


SOUTHERN PINE—Now that the tourists 
are slowly but surely departing from the 
State, Floridians are beginning to think 
about preparing for the fall opening of new 
hotels, apartments and residences. 


SHINGLES AND LATH—While orders from 
points further south have been encouraging, 
it is felt that the real demand is yet to 
come, 


Memphis, Tenn. 


SOUTHERN HARDWOODS—-Demand from 
both domestic and export markets continues 
good. Many items are scarce, and prices on 
these have advanced materially, while prac- 
tically all oak items and on many of the 
other hardwoods—with the possible excep- 
tion of gum, which has not been in such good 
demand—are strengthening. Demand from 
domestic furniture manufacturers continues 
at a good pace. Automobile plants, while 
slow buyers for a few weeks, are again in 
the market for a nice volume and much new 
business is being placed. Call for box and 
erate stock has improved. Retail yards are 
buying sash and door and interior trim manu- 
facturers are also reporting good business 
and are in the market. Flooring manufac- 
turers are busy and expect a large spring de- 
mand; prices of flooring oak continue to ad- 
vance. Export trade is showing gradual im- 
provement, there being larger consumption 
in the United Kingdom with the arrival of 
better weather. It took English buyers some 
time to realize that prices had really ad- 
vanced and would remain higher, but they 
are now paying better prices. Total sales 
continue ahead of production. Weather con- 
ditions have not been good, many mills being 
unable to obtain sufficient logs, and normal 
production can not be expected for at least 
another thirty days. 


Portland, Ore. 


WEST COAST WOODS—tThe domestic fir 
market continues fairly active, but export 
business is quiet. Logging camps in the 
Columbia River district are getting back to 
work again after a shutdown because of cold 
and stormy weather. Mills were facing a log 
shortage. Western pine continues active, al- 
though not as brisk as it was a couple of 
weeks ago. Demand for spruce keeps up 
well, with clears especially active. 





South Carolina Mill to Resume 
When Repairs Made 


Atootu, S. C., April 6.—P. R. Alderman, Jr., 
secretary of D. W. Alderman & Sons Co., ad- 
vises that rebuilding has begun of the storage 
sheds and rip mill which were recently de- 
stroyed by fire. The fire also destroyed prac- 
tically all the lumber in the yard, except some 
which was not yet ready for shipment. Although 
the rest of the plant was practically undam- 
aged, it is at present shut down. Operations 
will be resumed as soon as repairs are com- 
pleted. 





April 11, 1936 








How to Figure Costs for Advertising 


In Classified Department 








Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 


WANTED 


Employees 


nar . 


WANTED: EXPERIENCED YARD FOREMAN 


For retail lumber yard handling lumber, millwork, 
builders’ supplies and coal. Must be thoroughly 
familiar with all kinds of lumber and ades, also 
ether materials handled. Must be capable and ex- 
perienced in supervising labor and deliveries. Reply 
in own hand writing giving required details and 
complete record. State age, amount of education, 
number of years experience and kinds, names of 
firms by whom employed during past 15 years, how 
long employed by each, references, salary wanted. 
dress “‘S. 89," care American Lumberman. 


WTD.: EXP’D GENERAL BUSH & MILL SUP’T 


For cut of five to ten million feet, operated from 
same location—25 years’ supply, and also planing 
mill superintendent capable of looking after band 
saws and usual equipment, both for Northern opera- 
tion. State experience, salary expected and refer- 
ences. 

Address “S, 99,’ care American Lumberman. 


WTD: YOUNG MAN WHO CAN HANDLE STOCK 
And special sash and door orders and bill stock 
trim into factory. 

dress “‘V, 39,” care American Lumberman. 


EXCUTIVES—IF YOU CAN QUALIFY FOR 


Positions earning $3,600 or more, our personal and 
confidential service quickly locates suitable open- 
ings. NATIONAL EXECUTIVES ASS’N, 423 Ven- 
dome Bldg., Nashville, Tenn. 


WANTED: DIVISION MANAGER 


Of proven ability and come highly recommended; 
prefer one who has previously worked in like 
capacity. Must be good salesman and collector 
and be able to handle men. Headquarters, Lawton, 
Okla. Give complete reference record and salary 


wanted. 
ANTRIM LUMBER COMPANY, 8t. Louis, Missouri. 









































WANTED: YOUNG AGGRESSIVE LUMBERMAN 


Must be good merchandiser and collector. Loca- 
tion: Iowa 


Address “V. 66," care American Lumberman. 
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Employees 








WANTED—YOUNG MAN 


For general office and sales work in retail yard 
in central Ohio. 
Address “V.: 49,"" care American Lumberman. 


HARDWOOD GRADERS WANTED 


Experienced at northern mills and under fifty years 
of age. Steady work. 
Address “‘V. 41,” care American Lumberman. 


WANTED: WORKING YARD FOREMAN 


For retail lumber yard handling lumber, millwork, 
Builders’ supplies and coal. Must be capable and 
experienced in loading above and dispatching de- 
liveries. Answer in own handwriting, giving all 
details as to age, nationality, experience, salary 
expected etc. 

Address 








“V. 55,” care American Lumberman. 


EXPERIENCED DRAFTSMAN 


For lumber and millwork plant. CAMPBELL 
COAL CO., P. O. Box 1498, Atlanta, Ga. 


EXPERIENCED ESTIMATOR 
Must be able to take quantities from plans, and 
price. CAMPBELL COAL CO., P. O. Box 1498, 
Atlanta, Ga. 











Salesmen 


WANTED—SALESMEN 


To sell all species of Mahogany Lumber. 
Address ‘‘S. 54,’’ care American Lumberman. 


SALESMAN—YOUNG 


Large Detroit Hardwood yard, experience contact- 
ing Retailers Industrials. 
Address ‘“‘V. 48,’ care American Lumberman. 


SALESMEN WANTED 


Very profitable sideline, 10% ron laa 
proofing materials, best on ‘mark 

MISSOURI INDUSTRIES, 401. _ Building, 
St. Louis, Mo. 


WANTED: SALESMEN 


Lumber wholesaler established 25 yrs. with large 
organization wants 2 salesmen for Iowa, IIll., Wis. 
territory. Will consider men without lumber ex- 
perience if selling record outstanding and if under 
35 yrs. old. 

Address “V. 65,” care American Lumberman. 


SALESMEN WANTED 


Responsible Portland, Oregon, wholesale company 
desirous increasing their sales representation. Ex- 
clusive territory and protection given. Yard and 
Industrial trade. Answer in detail. Will be kept 
confidential. 

Address “V. 50,” care American Lumberman, 


SALESMAN WANTED 


We are opening up an extra fine sugar pine belt. 
Want man familiar with Pennsylvania Territory. 
Good Commission. 

Address: Box 298, Lakeview, Oregon. 
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Employment 


LOGGING SUPT.—17 YRS. EXP. 


Low cost operator; excellent record; references. 
ddress “R. 72,"° care American Lumberman. 


EXECUTIVE ACCOUNTANT, OFF. MGR. OR 


Kindred. Long exp. large operatiens, all depts. 
Address “S. 72,’° care American Lumberman. 


MARRIED MAN, AGE 35, DESIRES POSITION 


With line yard Co.—17 years with one firm. Gen. 
ce and auditing—best of references. 
Address ‘‘V. 57,’ care American Lumberman. 


WANTED POSITION: SUPT. OR FOREMAN 


Wholesale or retail yard. Experience retail and 
wholesale. Proven record; A-1 Ref. 
Address “‘V, 59,’’ care American Lumberman. 


POSITION WTD.: 17 YEARS EXPERIENCE 


Special and stock millwork, lumber and general 
building material in sepene. capacities, Mar- 
ried, excellent references, reliable. 

Address “V, 61,” care American Lumberman. 
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Employment 


PRACTICAL & COMPETENT LUMBERMAN 


And millwork estimator, now employed, would like 
to negotiate for responsible position requiring man 
with many years’ experience in position of capacity 
in all phases of the lumber and woodwork indus- 
try. Would consider investment. Age, early 
thirties; location Chicago or vicinity. 

Address ‘“‘S. 90,” care American Lumberman. 


POSITION WTD.—2 YRS. BROAD EXP. 


As $ Genl, Supt., yard foreman and hardwood inspec- 
tor; also some logging exp.; thorough study of pro- 
duction costs, faculty of getting results; competent, 
reliable, married, 39 years old, best of reference. 
Address ‘“‘V. 28,’’ care American Lumberman. 











LUMBER SALES MANAGER 


Experienced in Southern Hardwoods, Cypress and 
Pine, desires position in sales department of larger 
mill. 

Address “V. 32,’ care American Lumberman. 





THOROUGHLY COMPETENT LUMBERMAN 


With training, ability and energy to get gut or- 
ders, wants to make change. Present position past 
10 years with large southern pine mill cutting both 
long leaf and short leaf. Have experience as yard 
foreman, shipping clerk and timber dock foreman. 
Good handler of labor, understand the grade and 
mfg. of both long leaf and short leaf timbers and 
lumber. Some experience with Douglas fir. Would 
consider Pacific northwest or western pine if the 
prospects for the future were good. Can give good 
references. 
Address “V. 37,” care American Lumberman, 





2 YEARS’ EXPERIENCE 


As yard manager, general office experience and 
yard supervision with Line Yard Company. Avail- 
able at once. References. 

Address “‘V. 62," care American Lumberman, 
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Retail Lumber Yards 


WANTED: LUMBER AND COAL YARD AT ONCE 


Feetes Minnesota or Wisconsin. Advise full partic- 
ular 


8. 
Address “‘S. 61,” care American Lumberman. 


Steel Rails 


WTD.: 900 TONS OR ANY PART STEEL RAILS 


Up to 60 lb. Will inspect and make good cash 
offer. State location. 


Address “V. 45,” care American Lumberman., 


Used Machinery 


WANTED: ONE 1,000 K. W. 60 CYCLE 


3 phase mixed pressure Turbine Generator. 
Address “‘V. 25,” care American Lumberman. 

















FOR SALE 


Lumber and Dimension 


BUYING CONNECTION WANTED 


Thoroughly experienced wholesale and line yard 
buyer on Pacific Coast desires buying connection 
with reliable company in East or Midwest. Best 
references. 

Address “V. 31,” care American Lumberman. 

















SALES MANAGER OR SALESMAN 


An executive with sixteen years’ experience as 
sales manager and general manager in wholesale 
sash and door business with previous experience 
as salesman in millwork and West Coast lumber 
would like to make sales connection with good 
millwork or lumber manufacturer. Age 48. Prefer 
Minneapolis or Northwest, but will go elsewhere. 
Exceptional references furnished. 
Address “V. 63,” care American Lumberman. 





MANAGER FOR LOSING FACTORY 


If well established I will step up your sales; 
reduce your manufacturing costs and turn your 
losses into profits. For qualifications write ‘V. 
47,”" care American Lumberman, 


EXPERIENCED BOOKKEEPER 


Wants position in Chicago. Good references. 
Address ‘“‘S. 83," care American Lumberman. 


POSITION WANTED 


By draftsman, biller, estimator, and salesman. 
Lumber and millwork exp. Can make complete 
house plans. Best references, 

Address “V. 64,” care American Lumberman. 


SAWMILL BOOKKEEPER-ACCOUNTANT 
And general office man, employed at southern mill, 
desires permanent position. 

Address ‘‘S. 97," care American Lumberman. 














Lumber and Dimension 


WANTED—CORRESPONDENCE 


With dependable parties who can supply C/L lots 
clear straight grain white ash squares for agri- 
cultural tool handles 1%”, 1%”, 1%”, 4’ to 10’ 
lengths. 

Address “‘V. 54,” care American Lumberman, 





FOR SALE 
Some rough cypress, various lengths 2x10’s, 
Will make a bargain price. 
Address ‘‘V. 51,” care American Lumberman, 


WANTED 


Orders for White Ash, Hard Maple, Basswood and 
other native Hardwoods sawn to order. Also have 
limited amount of seasoned stock on hand, 

H. H. YOUNG LUMBER CO., Binghamton, N. Y. 


DRY OAK LUMBER 
20M ft. 8/4” No, 1&2 Com. White & Red Oak. 
10M ft. 8/4” FAS White & Red Oak. 
10M ft. 10/4” & 12/4” FAS —s & Red Oak. 
3 years Dry under Lumber S 
SOUTH BEND DOWEL WORKS, South Bend, Ind. 
Phone 3-6550. 


JOHN D. MERSHON FOREST PRODUCTS CO. 


201 Schirmer Building, Saginaw, Michigan. 
Wholesalers of Idaho and Ponderosa Pine, Fir, 
Redwood, Red Cedar, Yellow Pine, Shingles, Posts, 
specializing in Sugar and Ponderosa Pine Shop, 
Mouldings and Window and Door Frames, 


Timber and Timber Lands 


IF YOU WANT TO BUY OR SELL TIMBER 


Call, Phone, Write or Wire 
N. D. SUTTLES, Jacksonville, Fila. 


WESTERN SPRUCE TIMBER 


Excellent stand in Manitoba available. Ideal oper- 
ating conditions, low freight rates to American and 
Canadian markets, low dues. A very attractive 
purchase, 

Address “V. 29,”" care American Lumberman. 


20,000,000 FT. YELLOW PINE 
Located Alabama; very fine large tall 


$65,000. 
Box 1231, Memphis, Tenn. 























timber, 





WANTED TO BUY: 4/4, 5/4, 8/4, 10/4 & 12/4 
Log run Plain or Quartered sawn Sap Gum. AMA- 


ZON LUMBER CORPORATION, 44-72 Eleventh 
Street, Long Island City, N. Y 


WANTED 


Carload lot Ra a and 20% long, 13/16x6x22 
and 23%” long mixed hardwoods except ash or 
oak well seasoned A/D stock free from defects 
multiples as to widths acceptable, state delivery 
and price f.o.b. mill. 

Address “V. 63,” care American Lumberman, 








FOR SALE BY OWNERS: 


Hardwood timber on ten thousand acres of land 
along Warrior River in Alabama, consisting princi- 
pally of fine large white oak and poplar. Will deal 
only with direct buyers. 

ODEN HOLDING COMPANY, Birmingham, Ala. 





LUMBER ADVANCES 


We have to offer at depression prices very attrac- 
tive boundaries from 560 to 250 million feet. THE 
TOLEDO GUARANTY CORPORATION, 1026 Wood- 
ward Building, Washington, D. C 


'* 
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Retail Lumber Yards 


MEDIUM SIZE—LOCATED METROPOLITAN 


District St. Louils—City of 70,000—Best Located in 
City—Coal Could Be Added 
Address “‘S. 63,” care American Lumberman. 


FOR SALE—ONLY YARD IN RURAL NO. ILL. 


Village for cash to settle estate.. Low investment. 
Handle Lumber, Coal and Building Supplies. 

HOLCOMB-DUTTON LUMBER CO., Headquar- 
ters, Sycamore, IIl. 


FOR SALE: LUMBER YARD 


With carpenter shop & planing mill in S. D. town 
of 3,500 with large trade territory. 
Address “S. 92,” care American Lumberman. 


LUMBER YARD FOR SALE 


Old established location in Chicago metropolitan 
district. 
Address 


FOR SALE: LUMBER BUSINESS 


Only yard in county seat; good volume; good profits. 
Owner retiring. No trades. 
Address “S. 94," care American Lumberman. 


FOR SALE: RETAIL LUMBER BUSINESS 


On East Coast, established 1872, center of 2,000,000 
population. About two acres of land in commer- 
cial district, opposite R. R.; 200 ft. water frontage 
(14-18 ft. water). Very good shed room, large 
garage. Would make an excellent wholesale dis- 
tributing yard. Interested only in communications 
from organizations financially able to handle a 
$150,000 investment. This is an unusual market 
offering in every respect. 
Address “V. 30,” care American Lumberman. 


FOR SALE: AN OLD ESTABLISHED 


Lumber yard, mill and all conveniences, doing a 
good business, well located in a growing suburb of 
Chicago. Reason for selling; getting along in years 
and would like to take it easy. Full particulars 
to bona fide buyers. Principals only. 

Address “S. 37,” care American Lumberman. 


FOR SALE 


Retail Lumber, Building Material and Builders’ 
Supply business in Piedmont Section of S. C. 
Address “V. 46," care American Lumberman, 


A REAL BARGAIN 


Will sacrifice for quick sale, complete yard, stock 
and equipment. Will discount 40%. 
Address “V. 56,” care American Lumberman. 


FOR SALE—OLD ESTABLISHED 














“S. 93," care American Lumberman. 




















Retail lumber yard with side track, centrally 
located. Buildings and equipment in good con- 
dition, 


Address “‘V. 58,” care American Lumberman. 


FOR SALE—OLD ESTABLISHED LUMBER YARD 


Small mill, also cinder block plant, handling build- 
ing supplies and _ fuel. Location northwestern 
Pennsylvania, city 15,000 population, only two 
other yards. Present volume $100,000.00 annually, 
operating at profit. Good reason for selling. Full 
details bona fide buyers. Principals only. 
Address “V. 60," care American Lumberman. 








Business Opportunities 





OWNERS OF RED CEDAR, TIMBER 


In Western Washington will pay 6% and give first 
mortgage plus part interest or percent of net 
profits for $20,000 loan to build shingle mill. Se- 
curity 20 million feet of red cedar timber worth 
$3.00 per M feet or $60,000 and the mill. Timber 
supply good for 15 years operation 

Address A. R. McCRACKEN, 400 Skinner Build- 
ing, Seattle, Washington. 





VERY UNUSUAL BARGAIN 


Band mill, shingle mill, planing mill, hardwood 
flooring plant all nearly new pty 100, 000, 000 feet 
best southern hardwood, $445,000. 

Box 1231, Memphis, Tenn. 


DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn S8t., Chicago, IIl. 














Used Machinery 


FOR SALE 


1—American Timber Sizer, size 16”x30” 8 rolls, in 
operation up to Dec. Ist, 35. 





i—Double 70” Sturtevant Fan with two extra new 
blast wheels. 

1—15”x6” A. Woods Matcher No. 20 without 
profiles. 


1—y”x6” S. A. Woods Matcher No, 20 with top and 
bottom profile. 

1—6x9” S. A. Woods Machine No. 404-B, 8 knives, 
all eight knife heads. 

1—6x15” S. A. Woods Machine No. 404, 6 knives 
(Both 404 Matchers have round cylinders top 
and bottom profiles and feed tables). 

1—6x12” S. A. Woods Moulder No. 107. 

1—4x6” S. A. Woods Moulder No, 132-B, ball bear- 
ing through out with slip on heads. Complete 
with round and square heads. 


1—6x15” Mershon Band Resaw—1907 Series, takes 
5” saws. 

1—Mereen-Johnson Band Rip-saw No. 195, takes 
4” saws. 

1—6x1ll Hall & Brown Machine No. 66, 4 knife 
heads, 


1—S. A. Woods Knife Grinder No. 226. 
1—S. A. Woods Head Grinder No, 227. 
2—Cut-off saws—foot lever. 

2—Swing Cut-off saws. 

3—Peerless Belt Lacing Machines. 

All above machinery in first class operating con- 
dition. The last twelve items are still in opera- 
tion, but can be released. 

J. J. NE EWMAN “LUMBER COMPANY, 
Hattiesburg, Miss. 





EXCEPTIONALLY FINE va PRICED FOR 
QUICK TURNOVE 


Band Resaws Mershon 66” Heavy _ Rips 44”; 

Amer. 54”. Boss Sizer American 20x18, 8 roll. 
Amer, 564”. Boss Sizer American 20 x 18, 8 roll. 
Pl. & Matchers No. 77A Amer. 15” dbl. profiler, 

feed table; No. 77A Flooring Matcher 9”. 
Moulders, Woods, Amer. No. 107, 131, 34-C, 8”, 12”, 
15”. Dbl. Surfacers Woods No, 450- B, No. 59- 30”. 
Grinders, Knife 26” to 90”; Hogs, knife, hammer, 
disc. 

Get details of these and other “specials’’ avail- 
able with or without motors. 

GENERAL MACHINERY & SUPPLY COPORA- 
TION, 136 Liberty St., New York, N. Y. 





FOR SALE 


9 Dry Kilns complete with pipe headers, tempera- 
ture and humidity controllers, steam traps, kiln 
trucks, rail and transfer car. Were in operation up 
to last December. In good condition. 
J. J. NEWMAN LUMBER CO. 
Hattiesburg, Miss. 





FOR SALE 
Used Machinery 


LIQUIDATION SALE 


Saw-Mill Machinery and Equipment, 
Egbert-Hay Fobes Company, Goshen, Ind. 
Buildings, Motors, Office Equipment,’ 
2 Clark 6’ Right and Left Hand Band Mills, 
Units complete with auxiliaries including, 
Carriages; Shot Gun Feeds; Live Rolls; 
Edger, Hog, Niggers and Trimmer. 
Electric Double Friction Drum Derrick; 
Steam Locomotive Crane; 
Filing Room Equipment; 
Belting, Shafting and Pulleys; 
Conveyors; 
Sprinkler System; 
Steel Building; 
Rail and many other items at attractive prices. 
All in excellent condition. Representative at plant. 
UIDATION SALES COMPANY 
3148 Paris Ave., New Orleans, La. 


WOOD-WORKING MACHINERY BARGAINS 


Write us. 
J. LBE HACKETT COMPANY, Detroit, Mich. 


SAWMILL MACHINERY COMPLETE: 
For Sale: Sinker Davis 7 ft. Band Mill—Steam 
Feed—Log Turner—Gang Edger Saw—Twin Sinker 
a Steam Engine—etc., all in excellent condi- 
on. 
Address “‘R. 76," care American Lumberman. 


COMPLETE SAWMILL & POWER HOUSE 


2 McGifford loaders, logging equipment. 
WEST LUMBER COMPANY, Lugerville, Wis. 


FOR SALE 
One Yates-American No. A-7 Flooring Side Matcher 
used about four years, reasonable. 
. CHAPMAN & DEWEY LUMBER CO., Memphis, 
enn. 














former 

















TWO BIG BAND MILLS—7 & 9 


Also 5x10’ Coe Veneer Lathe; 3 Coe Slicers, 11, 12 
and 17’. Two 6’ Veneer Circular Saw Mills. 8’ 
Disc Wood Hog. Remarkable values today. For 
inspection here and cash sale. 
PAYNE, 105 W. 55th St., New York 
Tel. Circle 7-6730 


SAWMILL FOR SALE 


Complete with 6’ band mill, carriage, 8” gun, 
steam nigger, live rolls, 24’ trimmer, heavy edger, 
engine boiler and all drives and chain. 

SOUTH TEXAS HARDWOOD COMPANY, 
1602 Sterling Building, Houston, Texas. 








1 REBUILT FAY-EGAN NO. 104 BAND RESAW 


60 inch wheels, Top Wheel Ball Bearing, 8 inch 
saw. This machine is as good as new 

STANDARD MACHINE CO., Inc., P. "O. Box 1668, 
Baton Rouge, La. 





FOR SALE—STEARNS 60” EDGER, LEFT HAND 


Hill Curtis double cylinder steam nigger; set of 
nine live rolls 10x24 in. Filing Room Equipment. 
200 dry kiln trucks. 
HERMANCE MACHINE COMPANY 
Williamsport, Pa. 





TURBO GENERATOR 


500 K.W. General Electric Turbo Generator Set. 
440 volt, 3 phase, 60 cycle, 80% P.F., Curtis steam 
turbine 150 pounds steam pressure, 3600 R.P.M., 
steam driven exciter, Wheeler surface condenser. 
W. I. DENNY 
618 West Lake Street, Chicago, Il. 





FOR SALE 


S. A. Woods No. 134BM—10”, five head all electric, 
ball bearing lag bed moulder. 

S. A. Woods No. 132M—6” four head, all electric, 
ball bearing moulder. 

S. A. Woods No. 132M—6” four head, all electric, 
ball bearing moulder with motorized fifth head 
for splitting or grooving. 

Wilkins-Challoner No. 70—96” all 
bearing, double end tenoner. 

Columbia (American Machinery Co.) No. 9—61” 
three drum, roll feed motorized sander. 

And other machines for the woodworking industry. 

We invite your inquiries. 

SUPREME WOODWORKING MACHINERY CoO., 

203 Lafayette Street, New York City. 


electric, ball 





PLANING AND FLOORING MILL 


Complete Hardwood Flooring Mill and complete 
Planing Mill equipment electrically operated, with 
dry kilns, cooling room and kiln operating equip- 
ment, engine, generator, boilers, for sale as a 
whole or in separate units. 
SAWYER GOODMAN ‘COMPANY, Box 406, 
Marinette, Wis. 


Electric Machinery 


FOR SALE: 10—1 H. P. 220 VOLT, 6 CYCLE 


3 phase, 3500 Speed, ball bearing Western Electric, 
alternating motors—each $19.50. 65-20 H.P. 3500 
speed, ball bearing, double end shaft, $80.00. All 
sizes motors and generators. 
LECTRICAL SURPLUS COMPANY, 
1885 Milwaukee Ave., Chicago. 


Trucks and Tractors 


TRACTORS 


Just purchased from U. S. Government, another lot 
fine crawler type caterpillar tractors, five ton or 35 
size. Machines in perfect condition, only slight 
usage, cost government over $7,000 each. Are 
very adaptable to lumber, contracting, oil, coal and 
other businesses. Will give thorough demonstration 
at Tobyhanna, Pa., Fort Bragg, N. C., or Mt. Ster- 
ling, Ky. Price $350.00 each. Also have ten ton 
size. For further particulars address O. C. Evans, 














Engines and Boilers 


FOR SALE—ONE FAIRBANKS, MORSE & CO. 


25 Horse Power type Y standard oil engine in good 
condition at an attractive price. 
STBINMAN BROS, LUMBER CO., Jenera, Ohio. 


Steel Rails 


oer 40 LB. AND # LB. RAILS 
Also 30s, 56s, 70s, 80s, 85s. New rails, all 














weights. Switches frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave. Pittsburgh, Pa. 
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